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brysler Walkout, 
aster Absentees 


ice Auto Output 
119,302 Units Built 


For Second-Lowest 


Weekly Yield of ’57 


By Martin L. Whitmyer 
Staff Writer 
SSENTEEISM brought on by 
the approach of Easter, an 
mbly-line breakdown at Stude- 
r-Packard, and a stoppage at 
ler division’s Detroit plants 
U. S. car output last week to an 
mated 119,302 units—the lowest 
y yield since the seven-day 
od ended Jan. 5. Hampered by 
Year’s Day shutdowns, the 
rs turned out only 91,098 cars 
week. 
Last week’s car output, which 
96.7 percent of Automotive 
’ three-year index, also was 
percent below the previous 
eek’s 126,194 assemblies. The 
ended Apr. 21 a year ago 
129,826 cars. Index fig- 


ped 


» for the week ended Apr. 13 | 


102.2. 
decline, which saw all five 
manufacturers sink below the 
0 week’s level, cut year-to- 
» assemblies to within 25,918 
or one day’s output of the 
period of 1956. The decline 
was expected to drop April 
put estimates to approximately 
000 units. 
> = > 
REASES in output at Chevro- 
let, Dodge, GMC, International, 
and White helped jump truck 
mblies to 23,352 units last week, 
28 percent above the previous 
k’s output of 22,720 units. Last 
’s truck assemblies also were 
percent above the same week a 
ago, when the makers turned 
23,167 units. 
Truck output for the calendar 
x, however, is still running 
ut 10.1 percent behind the 
ne period a year ago—345,282 
$83,935 units. 
zable declines at Buick and 
mobile helped drop General 
ors assemblies from 59,392 units 
earlier to 57,306. 
* 


WICK was off from 9,282 units} 


the previous week to 8,525 last 

sk; Oldsmobile, which did not 
its Lansing assembly plant 

‘iday, was down from 9,005 to 

10, and Cadillac was off from 
to 3,360 units. 


- Chevrolet rose slightly from 30,- 


 & 50,868 


(Continued on Page 53, Col. 3) 


Top Cars 


registrations for Feb- 
siz states for March: 

Make 
Ford 186,440— 2 
Chevrolet 232,056— 1 
Plymouth 177,697— 4 
Buick 93,494— 3 
Oldsmobile 174,854— 5 
Pontiac 59,333— 6 
Mercury 41,176— 7 
Dodge 32,407— 8 
Cadillac 22,422— 9 
DeSoto 15,579—11 
Chrysler 16,805—10 
Rambler 10,442—13 
Stade. 14,872—12 
Lincoln 6,296—14 
Imperial 1,761—18 
Nash 4,918—16 
Metropolitan 589—19 
Hudson 1,987—17 
Packard 5,753—15 
Continental 381—20 

10,723 


211,421 

3— 87,081 
4— 70,662 
5 64,468 


 I— 41,103 


910,185 
Further details on Page 44. 


1956 Pos. | | 


TECHNOLOGY DEPT. 


The Newspaper of the Industry 


Published Weekly at 
2666 Penobscot Bldg. 


Map based or 


Cities Join Saf 


the Inter-Industry Highway Safety Comm 
. x * 


eee preparations are being 
made this week for the annual 
National Vehicle Safety Check 
which gets under way May 1 in 34 
| states and the District of Columbia. 
Sponsors of the campaign have 
set a lofty goal for the 1957 event. 
They hope to exceed last year’s 
participation record of 800 cities 
and 95 counties. Some 2,185,524 
vehicles were inspected last year. 
The program is sponsored by the 
Inter-Industry Highway Safety 
Committee, Look magazine and the 
National Safety Council, with the 





| 
‘Chrysler Dealers 
Reassured on 


Dual Franchise 


By Joseph M. Callahan 
Staff Writer 

uae is absolutely no connec- 
tion between Chrysler Corp.'s 
| new dealer sales agreement and the 
corporation’s “Operation Splitoff,” 
according to Byron J, Nichols, 
general manager of group market- 
ing for Chrysler 

Motors Corp. 
In an interview 
with AUTOMOTIVE 
News, Nichols al- 
layed the fears of 
many Chrysler 
Corp. dealers that 
the new contract 
would be the 
crucial step in 
their losing of 
Plymouth fran- 
B. J. Nichols chises by saying: 
“Our new dealer contracts and 
the single-line program are entirely 
disassociated. If a dealer wants one 
dual contract to cover both of his 
lines, he can have it. Or if the 
dealer wants one contract for each 

line of cars, he can have that.” 
Nichols added that to cover all 
possible contracts that dealers 
might ask for, it was necessary 
fon the corporation to prepare 24 
agreements—16 for the different 
Plymouth, Dodge, DeSoto, Chrys- 
ler and Dodge Truck direct 
dealer franchises and eight for 
the different associate dealer 
franchises. Except for this differ- 
e all the contracts are identi- 


In this connection, he said that 
(Continued on Page 52, Col, 1) 





tional Headq 


-Check Progra 


A total of 441 cities have reported definite plans to participate in the 1957 | body else. 
National Vehicle Safety-Check program, which will commence in May. This compares 
with 347 communities for the corresponding period of last year. The program, which 
has grown from 147 cities in 1954 to 800 in 1956, is sponsored by look magazine, 


‘Record’ Safety Check 
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ittee and the National Sefety Council. 
Y £m 


Week 


cooperation of the National Assn. 
of State Safety Coordinators. 


* * * 


UTOMOBILE and tire manufac- 

turers plus several other indus- 
try organizations also are backing 
the inspection campaign. 

Last year’s success was the 
high point of an ever-growing 
idea that began in 1945 as a one- 
city operation. The 1956 commu- | 





nity-participation total was more 
than double the 1955 figure of 422 | 
cities and counties. | 


More than five times as many) 
vehicles were checked in 1956 as in| 
1953. As mentioned, the 1956 figure | 
| was 2,185,524, compared with 423,553 
just three years earlier. 
In mid-April, the sponsors re- 
| ported that 441 cities had signed up. 
Less than 350 were in the fold at 
| the corresponding time a year ago. 
« - = j 





Tos drive is conducted in only 34| 

states and the District of Colum-| 

bia since the other 14 states have) 
(Continued on Page 4, Col. 2) 
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Market Rises Slowly 


With 10% Gain Seen 
For April’s Car Sales 


By Robert M. Lienert 
Associate Editor 
W2W-CAR sales are picking up 

gradually across the country, 
field reports indicated last week, 
but still fall short of spring-boom 
stature. 
Despite certain premature 
rts in the last fortnight that 
he “boom” had arrived, dealers 
contacted by Automotive News 
say it must be happening to some- 


As dealers swing into. the final 10- 
day sales period of April, projec- 
tions show registrations for the 
month should total approximately 
550,000. 

. 

6 bem represents an approximate 

10 percent gain over March 

sales and dealers are taking 

whatever encouragement they can 
gain from that. 

Some dealers say the hoped-for 
spring spree may be just in the 
budding stage, with the blossom- 
ing of sales delayed until next 
month. 

More pessimistic retailers cite 
last year’s experience and say that 
the spring sales surge may have 
gone the way of the running-board 
and the innertube. 

Other dealers say the spring boom 
is still a reality—but that it isn’t 
apparent because dealers have 
pulled up sales in the other periods 
of the year so that they just about 


match the spring stanza. 
* = * 


* * 


Ga: industry observers believe 
1957 may turn out to be a 


unique year—a year in which the} 


sales boom will come in the fourth 
quarter. 


They base this belief on the | 


expectation that GM will shoot 


that Ford and Chrysler will add 
a little extra in an effort to 


onslaught. 


It is reasoned that the GM lines 
| Packard cars with the full line of 


Inside Automotive News... 


Finance firms called 


“ready and willing” to ex- 


tend all the credit dealers need. Page 6. 


Quoting car payments on weekly basis is the new 
rage in dealer ads. Page 2. 
Efforts urged to clarify dealer bookkeeping. 


Page 14. 


NADA lists dealers’ 
Page 2. 


eight major problems. 


Dealers welcome factory aid, Chrysler official 


says. Page 3. 


New-car and truck registrations and new-car prices, Page 44. 
Detroit auction, Page 6; other auctions, Page 38. 


Vehicle production by makes, Page 





| to be introduced 
overcome the anticipated GM * 








will have a triple impact when 
they bow — in time for fourth- 
quarter selling. 

Here’s why: Chevrolet and Pon- 
tiac will have new bodies and 
Chevrolet will be straining every 
fiber to wind up the year No, 1 in 
sales; middle GM lines will be in 
for major revamping because of 
sales resistance this year and 
because they will have new compe- 
tition from Edsel (most probable 
bet: dropping the three-piece rear 
window on B Body), and GM may 
be expected to put a little extra 
frosting on the cake because '58 
models will carry the corporation's 
50th anniversary banner. 

In the best tradition of competi- 
tive retaliation, Ford and Chrysler 

(Continued on Page 4, Col. 1) 


Economy Models, 
Mercedes Slated 
To Bolster S-P 


By Ed Brown 
Staff Correspondent 
EW YORK. — Stating that a 
“strong dealer organization is 
essential to a strong automobile 
company,” Roy T. Hurley, president 
of Curtiss-Wright Co., with whom 
Studebaker-Packard has a working 
agreement, last week announced six 
moves intended to strengthen 
Studebaker-Packard dealers in this 
country: 

1. Establishment by Daimler- 
Benz and Curtiss-Wright of an 
American company — known as 
Curtiss-Wright and Mercedes 
Benz, Inc., to provide for the de- 
velopment and sale of Daimler- 
Benz products in the United 


| States, Canada, Mexico and Cuba. 
the works on its 58 models, and 


2. A new line of Studebaker econ- 
omy cars, starting at about $1,800, 
before fall. 

« - 

IMPLEMENTATION of the 
* present line of Studebaker- 


Daimler-Benz cars, commonly 


| known here as Mercedes, which will 


be imported into this country from 
Germany. 

4. Addition of a complete line of 
trucks and four-wheel-drive ve- 
hicles. 

5. Addition of a Hawk model to 

the Packard line in the near future. 
6. Announcement that the Utica- 
Bend Division of Curtiss-Wright 
will build the Daimler-Benz fuel in- 
jection system, which will be oper- 
able on gasoline engines. 
* a. 7” 


AUTHOUGH he would not disclose 
the name of the new Studebaker 
economy models, Hurley did say 
that the line will consist of three 
models — a two-door, six-cylinder, 
six-passenger sedan, to deliver at 
(Continued on Page 4, Col, 4) 





Economy Run Swept by Chrysler’ 


By Jack Weed 

UN VALLEY, Id. — Chrysler 

Corp. products last week swept 
to victory in every category of the 
1957 Mobilgas Economy Run, with 
an Imperial being declared Sweep- 
stakes winner for the second year 
in a row. 

Never before had products of 


one auto maker so dominated the 
economy run. 

The Sweepstakes winner, which 
established the best ton-miles-per- 
gallon record in the four-day trek 
from Los Angeles, was driven by 
Mel Alsbury jr, who compiled a 
ton-mile figure of 64.5153 and 
20.9465 actual miles per gallon. His 


father, Mel Alsbury sr., was co- 

driver. The Alsburys operate a 

Chrysler- Plymouth dealership in 

Hollywood, Calif. 
x 


* * 


WINER in the low-price class 
was Mary Davis in a Plymouth 


(Continued on Page 50, Col, 1) 
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Advertising Geared to F. amily Budgets... 


Dealers Push Weekly Terms 


By John K. Teahen Jr. 
Staff Writer 
—. continue to play a major 
role in dealer advertising, and 
many retailers have substituted the 
weekly rate for the monthly figure. 

Weekly terms are a natural out- 
growth of the national payroll pat- 
tern. Production workers histori- 
cally have been paid each week, and 
the practice now prevails in many 
other fields. 

In countless families, the budget 
is geared to the weekly paycheck 
rather than monthly income, and 
dealer advertising seeks to take 
advantage of this system of plan- 
ning. 

A disadvantage of this method of 
quoting terms is the buyer’s let- 
down when he realizes there are 
4%—not four—weeks in a month. 
Seeing a weekly payment of $11.20, 
many persons would translate it as 
$44.80 a month. Actually, it would 
be $48.53. Bae 


VERCOMING this drawback, 
however, is the dealer argument 
that $11.20 a week will lure more 
persons to the showroom than $48.53 
a month. 

A few of the weekly terms being 
offered are $9.68 (Chevrolet, Balti- 
more); $11.88 (Chevrolet, Philadel- 
phia); $11.89 (Ford, Cincinnati); 
$14.68 (Pontiac, Pittsburgh), and 
$17.50 (Chrysler, Shreveport, La.). 

In Louisville, Louisville Motors 

(Ford) mentioned new cars for 
$5 a week. The buyer pays this 
amount for 52 weeks, then re- 
sumes the company’s “low 
monthly payments —interest in- 
cluded.” A Miami Ford dealership 
is offering the same program. 

Elsewhere in dealer advertising, 
Byron Stout Pontiac, Wichita, 
adopted Plymouth’s comparison 
test and invited buyers to test drive 
a Pontiac, Ford, Chevrolet and 
Plymouth at the dealership. Stout’s 
terms were $19.89 a week. 

> > * 

NEw 1956 Hudsons were adver- 

tised by Barberton Hudson, 
Barberton, O. They were priced at 
$1,995, including automatic trans- 
mission, radio and heater. Other 
Hudson dealers across the country 
also are pushing unregistered ’5é6s. 

Greensboro Motor Co., Greens- 
boro, N. C., told buyers: “We've lost 
our lease on our storage lot. Al- 
most 150 new Fords must go... 
Only one place to park ’“em—and 
that’s in your driveway.” 

A subdued price ad was in- 
serted by St. Louis Motors 


Business 
Barometer 


Auto Production — 143,304 cars, 
trucks, in week vs. 152,993 year before. 
Business Failures — 308 in week 
vs. 255 year before. 
Store Sales—Up 9 
percent from year before. 

— 644,092 in 
week, a decline of 41,286 cars from 
yeor before. 

Gasoline Stocks — 203,310,000 
barrels, a decline of 179,000 barrels 
in week. 

Jobless Claims—260,700 in week 
vs. 278A00 year before. 

New-Car Registrations—903,777 
in 1957 to date vs. 910,185 year ago. 

New-Truck Registrations—1729,- 
841 in 1957 to date vs. 142,423 year 


ago. 
Oil Stocks — 252,325,000 barrels, 
an increase of 16,000 barrels in week. 


Outpset — 89.7 percent of 


capacity estimated percent 
week earlier. 
Used-Car Prices — $933 average 
in April to date vs. $946 in March. 
Wholesale Prices—117.2 percent 
of 1947-49 index vs. 117 percent week 
earlier. 


90.3 


vs. 


Common Stocks 


Apr. Apr. 1956-1957 
17 10 Low 

Am. Motors 7% 7% 5% 
75% 75%, 64% 
57% 58 54% 
41% 40% 38% 
7% 7% 


37.88 37.75 








(DeSoto-Plymouth), St. Louis. It 
read: “New 1957 Plymouth two- 
door hardtop, $2,198. Includes all 
this equipment. . .” Several items, 
including radio and heater, were 
mentioned. 

In Pittsburgh, Sanford Motors, 
Inc., took the steam out of an ad 
by Universal Auto Sales. 

Universal offered a DeSoto Fire- 
sweep four-door sedan for $2,732. In 
the next column, Sanford mentioned 
the same model with automatic 
transmission, heater and other ex- 
tras for, naturally, $2,732. 

” * * 
IXTEEN Ford dealers in the Bal- 
timore area combined to adver- 
tise Custom two-door sedans for 
$1,765. The price did not include 
State and local taxes. 

Norfolk Motor Co., Inc. (Oldsmo- 
bile-Cadillac), Norfolk, Va., staged 
a sale of 10 demonstrators and 
executive cars. Each car was de- 
scribed and priced, and its mileage 
and the name of the owner were 


Bill to Prohibit 
Factory Retailing 
Tabled in Michigan 


LANSING. — A bill to prohibit 
auto manufacturers from retailing 
cars in Michigan has been tabled 
by the State Affairs Committee of 
the House of Representatives fol- 
lowing a public hearing on the bill 
here. 

In testifying against the bill, 
factory spokesmen said (1) it would 
eliminate the factory retail 
branches, (2) it would eliminate 
factory financing of dealers, (3) it 
was class legislation and (4) it was 
contrary to the public interest. 

In rebuttal, dealer representatives 
said General Motors’ six retail 
stores in Michigan were in direct 
competition with the licensed 
dealers, citing the number of sales 
made by factory outlets in the 
Detroit and Flint areas in propor- 
tion to the number made by dealers. 

The dealers subsequently agreed 
to amend the bill to permit the 
continuance of the dealer financing 
agencies — GM's Motors Holding, 
Ford’s Dealer Development Depart- 
ment and Chrysler’s Dealer Enter- 
prises. 

They also agreed to amend the 
bill to permit the factories to sell 
to their employes, provided the 


|sales were channeled through 


dealerships. 
Howard E. Crawford, director of 


| sales distribution for General 
| Motors, said the retail outlets were 
|necessary to provide continuity of 





| Automobile Dealers Assn.; 


operations and as laboratories for | 


the development of sales and 
service techniques. 

Representing the Michigan 
dealers were Gil Haley, executive 
vice-president of the Michigan 
Boyce 
Tope, executive vice-president of 
the Detroit Automobile Dealers 
Assn.; several Detroit dealers, and 
an MADA attorney. 

Representing the manufacturers, 
besides Crawford, were Daniel 
Boone, GM counsel; Richard B. 
Darragh, associate counsel for Ford 
Motor Co., and three lobbyists 
representing GM, Ford and Chrysler 
Corp. 


Fiat Invades U. S$. Market— 





Hoffman Motors ran a picture of 
a Fireflite two-door hardtop, De- 
Soto’s top series, and mentioned 
a price of $2,855. But copy men- 
tioned PowerFlite transmission, a 
feature that is available only on 
the Firesweep series, DeSoto’s 
price leader. 

Jay-Jay Motor Co. (Buick-Chev- 
rolet), Biloxi, Miss., 
novel drawing in connection with | 
its 25th anniversary. 

The two persons whose names) 


one-third downpayment on a new 
Buick or Chevrolet. Third prize was 
a portable television set. 
* + cod 

NINE-CENT giveaway was ad- 

vertised by Jim White Chevro-| 
let Co., Toledo. For nine cents each, | 
buyers were offered such optional | 
items as radio, heater, whitewall| 
tires and backup lights. | 

In Columbus, O., Grandolf Ford} 
also offered portable TV sets, and| 
Girdler Motors, Inc. (Ford), Louis- | 
ville, said it would give a year of| 
free lubrication and a two-month | 
supply of gas with each used car. 

In Detroit, Thomas J. Doyle’s 
Lake Shore Motor Sales (Dodge- 
Plymouth) needed only three 
words to get its message across. | 
Doyle’s ad said: “Dependable 
since 1914.” 

Spaniol Ford Co. took a full-page 
for an open letter to the residents 
of Hobbs and Lea County, N. M. 

The firm said it “challenges any 
or all automobile dealers to beat, or| 
even meet, Spaniol Ford on volume, | 


price, selection, service, terms.” 
+ + ++ 


1. open-letter approach also 
was used by Irwin H. Cole, Cole- 
Finder Plymouth, Chicago. Before 
switching to Plymouth recently, the 
firm was one of the nation’s largest 
Mercury dealerships. 

In its letter, Cole-Finder signified 
its intention of becoming “the larg- 
est exclusive Plymouth dealer,” and 
added: “We pledge to sell you your 
Plymouth for less money than it is 
possible for you to buy a Plymouth 
anywhere within the five surround- 
ing states...” 

An observer commented, “Looks 
like Cole is declaring war on his 
fellow Plymouth dealers instead of 
on Ford and Chevrolet.” 





Im Case ... 
+ ++ your copy of the Apr. 29 


scheduled a|/ 








Imperial Unveils LeBaron Hardtop— 

P A new Imperial LeBaron four-door Southampton hardtop is now being shipped to 
were drawn were to receive the! |mperial dealers all over the country. The LeBaron hardtop features solid-color broad- 
cloth interior, 325-horsepower engine, and horizontal dual headlights. Available in 
a choice of 21 solid colors, the car is said to have the longest list of standard. 


equipment features of any Chrysler Corp. car. 


Financier Says Dealers 
Need Advice on Banking 


PULLMAN, Wash.—Auto dealers 
need sound banking advice and 
sound banking principles, according 
to Charles E. Harmon, vice-presi- 
dent, Northwestern National Bank 
of Minneapolis. He added that the 
auto industry presents a challenge 
to banks. 

Harmon addressed 250 officials 


| from Western states attending the 


Pacific Northwest Conference on 
banking at Washington State 
College. 

Referring to the dealer-inventory 


2 County Officials, 


‘Okla. Dealer Face 


Conspiracy Charge 

ARDMORE, Okla. — Claud C. 
Arnold (Chevrolet), and two Carter 
county commissioners are facing 
charges of conspiracy brought in 
county court here. 

It is alleged that Arnold's firm 
submitted fictitious bills for auto 
parts and submitted them to the 
county commissioners. 

Proceeds from the bills were used 
to make car payments for one of 
the commissioners, according to 
evidence presented to the court. 

Charges name Arnold separately 
with two commissioners, Paul 
Heartsill and Lonnie Rooney, A 
former office manager of Arnold’s 





issue of Automotive News is late 
in arriving, it’s because of mailing 
conditions in connection with the 
1957 Almanac which will be the 
second section of that issue. 





firm testified for the prosecution. 

Defense attorneys objected to the 
testimony on the grounds that 
Arnold had no personal knowledge 
of the tickets received in his firm’s 
| office. 





Now Can Be Solved, NADA Says... 


8 Major Problems 


WASHINGTON .— Issuance of new 
dealer contracts by the Big Three 
still leaves major problems facing 
the auto retailing industry, NADA 
said last week. 

The new contracts, NADA said, 
provide “new opportunities for 
dealers and manufacturers to 
work together” to find solutions. 

Many of the problems, the dealer 
association said, will be solved only 
when a minority of dealers “start 
thinking in terms of what is really 





Fiat of Turin, Italy, has announced it is entering the U. S. automobile market with 
two four-passenger models. The cars, the Fiat 600 and the Fiat 1100, will be delivered 
in New York for $1,295 and $1,655, respectively. Hoffman Motors, New York, has been 
named a Fiat distributor and initial sales efforts will be concentrated along the Eastern 


Seaboard and in California, according to 


@ company spokesman. Eventually, the full 


line of Fiat cars, shown above, will be available through U. S. dealers. 


good for themselves and their in- 
dustry.” 

These dealers now think “in terms 
of what gimmick they can find to 
beat their fellow competitors and to 
mislead the public through misrep- 
resentation of themselves and of 
their factories,” NADA said. 


Still unsolved, NADA said, are 
these problems: 

1. How can the industry rid itself 
of bootlegging and cross-selling? 

2. How can the profit percent- 

ages on each new car and new 
truck sold be increased? 

3. How can the industry rid itself 
of false, misleading and deceptive 
advertising? 

4 How can dealers maintain a 
high level of sales volume? 

5. How can dealership managerial 
competence be improved to produce 
greater profits? 

6. How can dealers improve their 
service operations so that the pub- 
lic can be quickly, economically and 
adequately served at a justifiable 
profit to the dealer? 

7. How can dealers regain pub- 
lic confidence and trust? 

8. How can the problems which 
deter sales be corrected—problems 
like inadequate parking facilities, 
highway accidents, inadequate high- 
ways? ~ 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 


figures compiled by AvutTomortivg 
News (762,921 on Apr. 1), he de- 
clared: 


“This is a heavy inventory in 
anybody’s product. It is going to 
require sound merchandising, sound 
business practices and, we believe, 
considerable sound banking advice 
for auto dealers to improve their 
earnings records in 1957.” 


Noting that the industry presents 
a challenge to banks, Harmon said 
it is time for bankers to talk “cor- 
dially but frankly with our dealer 
customers about some of the vicious 
practices that have made inroads 
into that fine industry.” 

In those talks, he said, “We 
should discuss such matters as 
side loans to accomplish the down- 
payment, loading finance charges 
and higher quality advertising 
than the blitz types of the last 
two years.” 

Harmon said he was convinced 
automobile dealers would welcome 
such counsel as the best avenue to 
improved net earnings’ positions. 

“The automobile industry is im- 
portant in the national economy,” 
he said. “None of us can afford an 
increase in dealer failures, and we 
cannot be disinterested if their net 
earnings are not improved in 1957 
to an average standing, at least.” 

Harmon said he thought bank's 
counsel should not stop with 
dealers, but should be carried to the 
automobile customers as well. 

“None of us wants a return of 
governmental controls,” he said. 
“But nothing on the American 
business horizon could lead 
quicker to a need for Govern- 
ment credit-control renewal than 
an expansion of the no-down- 
payment philosophy and the too- 
widely used practice of super- 
generous terms.” 

Dave E. Abram, vice president of 
U. S. National Bank, Portland, Ore., 
said conditions in the automobile 
financing field in the Pacific North- 
west were relatively good, with de- 
linquencies, repossessions and losses 
down from last year. 

“Dealer profits will be somewhat 
of a problem,” he said, “and some 
will go broke.” 


Finance Reserve 
Under Attack, 
Floridans Warned 


ORLANDO, Fila. — Finance re 
serves of Florida dealers are im- 
periled by two bills in the State 
Legislature, the Florida Automobile 
Dealers Assn. charged last week in 
a special bulletin to members. 

“Your dealer reserves are being 
attacked by a group of small finance 
companies,” FADA said. It referred 
to House Bill 255 and Senate Bill 
206. 

If enacted, FADA said, the bills 
would cut finance reserves by half, 
by limiting them to “. . . 2 percent 
of the principal balance of the re- 
tail installment contract... .” 

This move, FADA said, would 
not benefit the public because 
finance charges would not be Tre- 
duced. 

FADA called on dealers to con- 
tact legislators and urge defeat of 
the two bills, while supporting pass- 
age of House Bill 29, which would 
leave dealer reserves as they are. 
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Dealers tell me 


_. is the fourth installment 
of a brief series on the advan- 
tages of operating the service and 
parts department on a cash basis. 
It has been inspired by many 
dealers who talked to me on this 
subject at the Automotive News 
booth during the recent NADA con- 
vention. 

One hundred percent of the 
maintenance business rightfully 
belongs to the automobile dealer 
but during the years it has gravi- 
tated from him for a number of 
reasons, including objections to 
handling such a large volume on 
the open account basis and the 
fact that his major interest was 
devoted to new-car sales. 

Any dealer knows that the best 
way to increase sales is to take 
care of service customers. Now that 
our factory contracts have been 
made more permanent it would 
seem that an energetic attempt to 
increase service volume would be 
meeting current conditions. This is 
particularly true because with con- 
tract protection we can justify the 
necessary investment to go after 
more service business. 

In the preceding chapters we 
gave the reasons for converting to 
the cash basis and suggested how 
it could be done without losing a 
customer. 

In this installment we want to 
emphasize the necessity of estab- 
lishing a budget payment plan to 
go along with your cash policy. 
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Budget Plan 


—— budget payment plan is in 
keeping with the modern trend 
of merchandising. Department 
stores, for instance, are going all 
out in converting charge accounts 
of customers into a number of dif- 
ferent credit options. Offering a 
budget plan is a service to cus- 
tomers. It is the obligation of any 
merchant to establish a budget pay- 
ment plan as it is to provide mer- 
chandise or service that meets the 
customer's need. 

One of the dangers involved in 
carrying open accounts in the 

service departmen 


beyond their ability to pay on a 
30-day basis, Such over-extension 
of credit is your fault rather than 


Nashville Dealers 
Seek Tax Relief 


NASHVILLE. — Officials of six 
automotive dealerships asked the 
City Tax Equalization Board to re- 
duce assessments on their land. 

Officials of these firms submitted 
application for lower taxes: R. L. 
Parnell Co., Hippodrome Motors, 
Jim Reed Chevrolet, Cumberland 
Motor Co., Vol Pontiac, Inc., and 
Frazer Motor Co. 

Robert E. McAdams, president of 
Hippodrome, told the board: “I 
bought a lot at 1205 Broadway in 
1955 for $25,000. It was assessed 
$16,000 in 1956. It is now assessed 
at $24,800.” 
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By John O. Munn 


that of the customer who accepts 
it. 


Many of your customers have 
bought television, refrigerator, fur- 
niture and other equipment on the 
budget payment plan. They have 
assumed weekly or monthly com- 
mitments covering a large part of 
their assured income, and when you 
extend them a $50 credit on open 
account they find it difficult to pay 
the account when due. 

On the other hand, adoption of 
a budget payment plan for the 
Service department results in sev- 
eral important advantages: 

1. Keeps goodwill of customers. 
You are extending credit in a man- 
ner that enables your customers to 
pay the accounts without undue 
strain upon their resources, Under 
the open account system when 
customers are led to accept an 
overextension of credit and find 
themselves unable to pay, attempts 
to collect the account worry them 
and in an effort to alibi themselves 
they find some fault with the car 
or your service. If the obligation 
had been assumed originally under 
a monthly or weekly payment plan 
and the debt wasn’t a worry, they 
wouldn’t have become knockers. 

2. Accounts are convertible into 
cash. Under this plan, you have 
capitalized your accounts and you 
receive interest on them, They are 
backed by notes that make them 
good collaterial in any bank, while 
open accounts cannot always be dis- 
counted. 

> > . 

Keeping in Line 

3 MODERNIZES your selling 
*%e methods. Other merchants offer 
time payments as a bid for the 
consumer dollar, and unless your 
business affords similar accom- 
modations you are out of line with 
the modern trend. Most of your 
customers’ income is on the weekly 
or monthly basis, and your credit 
terms should fit their income. 

4. Increases volume and lowers 
overhead. A budget payment plan 
enables you to expand your vol- 
ume of service business materi- 
ally with increasing your over- 
head in any way. You have plenty 
of customers now who ought to 
have a real job done on their 
cars, but refrain from doing so 
because they know they can’t 
pay for it in a lump sum. 

5. Encourages proper care of 
ears you sell. Such customers as 
mentioned above will decide to get 
by with a $2 adjustment job when 
they could be sold the $50 overhaul 
which they really need if they 
were offered a budget payment 
plan. This would mean that cars 
of the make you handle would be 
kept in good running condition 
and would tend to enhance their 
reputation locally, Also, when you 
take one of these cars in trade it 
will require less expense on your 
part to recondition. 

6. Meets competition of chain 
organizations, You also would find 
that your service customers could 
be sold new tires, batteries and 
other equipment more readily if 
such items could be included with 
the repair job on the budget pay- 
ment plan. Your competitors offer 
this service and there is no reason 
why you shouldn’t, because it offers 
you increased profits without in- 
creased costs. 

Any automobile dealer can install 
a budget payment system in his 
service department without diffi- 
culty. By the time an owner re- 
quires any major repair work he 
usually has his car nearly paid 
for, and in addition to this the plan 
involves a lien on the customer's 
general credit. 

The next installment will cover 
the various methods any dealer 
can use in financing a budget pay- 
ment plan. We again suggest, if 
you are interested in pursuing this 
question further, you clip this in- 
stallment and file it with the pre- 
ceding ones, so you have facts 
helpful in making your final deter- 
mination as to the value of having 
“cash in the till” every night for 
service and parts sold every day. 





Tennessee Tax Veto 
Stirs Controversy 


NASHVILLE. — Gov, Frank 
G. Clement has stirred a con- 
troversy by vetoing a resolution 
of the Legislature calling for a 
Constitutional amendment to limit 
the U. 8S, income tax to 25 per- 
cent, Tennessee’s resolution 
would have forced Congress to 
act in the matter, 


Some claim that the governor 
has no power to veto resolutions. 
However, it was said that a 1953 
amendment to the Tennessee 
constitution empowered the gov- 
ernor to veto any acts of the 
Legislature excepting matter per- 
taining to adjournment and 
amendments to the constitution. 
The Tennessee Automotive Assn. 
said it supports the resolution. 
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In Management Area... 





Jacobson Says Dealers 
Welcome Factory Aid 


By C. L, Kern 
Staff Correspondent 
INDIANAPOLIS. — Automobile 
dealers, particularly those selling 
Chrysler products, are asking for 
more factory management, Charles 
L. Jacobson, Chrysler Corp. dealer 
relations vice-president, told mem- 
bers of the Automobile Dealers 
Assn. of Indiana at their annual 
convention. 
“Dealer and factory,” Jacobson 
said, “are going through a period 
of critical self-examination trying 








Lead Indiana Dealers— 


Officers of the Automobile Dealers Assn., 


of Indiana, Inc., for the coming year are, 


from left, Paul H. Abel (Buick), Muncie, president; John Earnshaw (Ford), Greencastle, 
first vice-president; Stanley Pressler, (Oldsmobile-Studebaker), Bloomington, second 
vice-president; Verlin Brown (Chrysler-Plymouth), Richmond, treasurer; and Richard M. 


Smith (Buick-Pontiac), Chesterton, 


recording secretary. 


Albany Dealers Request 
Local Advertising Rate 


ALBANY, N,. Y. — The Albany 
Automobile Dealers Assn. has re- 
quested the city’s newspapers to 
accept dealer advertising at local 
rather than national rates. 

This has been a sore point 
among the nation’s automobile 
dealers for years. Recent develop- 
ments in the auto-advertising 
picture, however, have given 
dealer groups new hope that a 
change may be arranged, 

The developments consist of the 
elimination of the cooperative ad- 
vertising funds by the Big Three 
and American Motors. The Albany 
dealers mentioned this situation in 
their letters to newspaper adver- 
tising executives, 

Since the elimination of the co-op 
funds, the association explained, the 
factories involved are “placing all 
advertising out of their own funds 
and entirely independent of the 
dealer. Some of them no longer 
carry the dealers’ signatures in such 
ads.” 


The dealers continued: “This 
policy makes it imperative for the 
dealers to do more local institu- 
tional advertising, but the national 
rate creates a prohibitive cost, 

“We feel sure that if you 
granted us local rates, you would 
have a substantial increase in 
linage as well as revenue.” 

Dealers everywhere have long 
contended that charging the na- 
tional rate is discriminatory. They 
say that retailers of other nationally 
advertised and distributed products 
can advertise at local rates in their 
own communities. 

The Albany group sent copies of 


Montreal Dealers Elect 


Everson to Head Group 


MONTREAL .— Robert M. Ever- 
son, president, Montreal Buick, Ltd., 
has been elected president of the 
Montreal Automobile Trade Assn. 

Everson also is a director of the 
Provincial Automobile Dealers’ 
Assn. 


its letters to NADA, the New York 
State Automobile Dealers Assn, and 
dealer-relations officials of each 
manufacturer. 

According to M, H. Yager, an 
Albany Pontiac dealer, the national 
and local rates in the city’s papers 
differ by 60 to 86 percent, 

He said the two daily papers 
charge 26 and 24 cents a line for 
national ads while the local rate 
is 15 cents in each. The only 
Sunday paper charges 40 cents a 
line for national advertising and 
21% cents for local, Yager said. 

The Albany group and other 
dealers protesting the situation 
were heartened recently when the 
Tampa (Fila.) Tribune announced 
that all local car-and-truck adver- 
tising placed and paid for by 
dealers over their individual signa- 
tures will be. accepted at retail- 
store contract rates. 


to bring about basic improve- 

ment.” 

He told dealers that while Chrys- 
ler always has emphasized the 
value of having independent dealers 
who manage their own affairs with 
a high degree of autonomy, recent 
surveys revealed that dealers “want 
us to work more closely with them 
and to exercise more strenuously 
the legitimate and necessary re- 
sponsibilities of factory manage- 
ment.” 


Helping dealers set realistic sales 
goals and providing them with 
techniques for reaching those goals 
are important means of developing 
better factory-dealer relations, he 
said. 


Jacobson praised NADA’s stand 
against misleading advertising and 
expressed approval of the code of 
advertising principles which NADA 
is sponsoring, He said Chrysler hag 
urged all its dealers to adopt the 
code. 

He declared that both the man- 

ufacturer and the dealer have 
definite obligations to the public. 
“The prime responsibility of the 
manufacturer,” he said, “is to 
design and build competitive 
products that meet the needs of 
the market, The dealer must 
operate his business successfully 
and offer his customers a quality 
product plus maximum service, 

“The automobile dealer is here 
today because he is providing a 
valuable service to the American 
people.” 

Jacobson said that if customers 
ever reach a point where they re- 
gard the dealer only as “one of a 
group of men with whom they hag- 
gle over the price of motor vehicles, 
and not as the man they can trust 
to stand behind and care for the 
important and expensive product he 
sells, the place of the dealer and of 
the whole franchise system will be 
in danger.” 

He viewed the future with high 
optimism, “When you take a long- 
range view of ‘the business,” he 
said, “whether you talk about new 
cars, used cars or servicing the 
rapidly growing number of ve- 
hicles in use, you will find a lot of 
reasons for being optimistic.” 

Jacobson predicted that the 
annual suiemaihe scrappage rate 


new, revolutionary type of engine, 
one that would be quieter, lighter, 
(Continued on Page 53, Col, 1) 


Minnesota Bans 


Sunday Sales 


ST. PAUL. — Gov, Orville Free- 
man permitted a bill to ban Sunday 
sales of new and used automobiles 
to become law without his signa- 
ture. 

He failed to sign or veto the bill 
in the three-day time limit set by 
the State Constitution, Implement 
dealers also were included in the 
ban at their request. 


On the House .. . 





Wemhof 
an American Motors press conference in Detroit last week gave 
newsmen little time to appraise his abilities but did provide one 
reporter with a chance to observe that Wolfson’s a big tipper 
(gave a $3 tip to the Statler doorman and $5 to the bellhop who 


carried his bags) . 


Ed Cole, Chevrolet’s general manager, sees no 
decline in auto prices in the foreseeable future, 
believes the conventional piston engine will be 
popular for many years yet, expects station 
‘wagons to comprise 25 percent of Chevrolet’s car 
output within five years. He told a Detroit press 
gathering last week that a 10-million vehicle 
sales year will be normal by 1965, plans for 
Chevrolet to provide three million of that num- 
ber. He denied that Chevrolet’s “crowd-stopper” 
1958 line will be introduced any earlier than last 
year’s models _ . 

Louis Wolfson’s ‘three-minute appearance at 


. Charles A. Bott, Philadelphia dealer leader, 


has been elected president of local Rotary Club . 

George Washington Hill, one of the nation’s top merchandisers, 
once said: All the hot air and bunk and hooey in the world won’t 
make Mr. Customer buy the second time if he is not satisfied with 
the first purchase. So the wise advertiser must speak truthfully of 


his product.” 


—Prtre Wemuorr, Editor, 
Automotive News 
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Wolfson, Romney Agree : 


Early ’58 Profit Called AMC Must |e 


By Maynard M. Gordon 
News Fditor 

DETROIT. — Louis E. Wolfson 
and George Romney are two minds 
with but one thought—American 
Motors had better turn into the 
black-ink column a year hence. 

Wolfson, AMC’s major stock- 
holder, said the transition of the 
company to a profit-making organi- 
zation early in 1958 is his “primary 
interest” in AMC. 

In a brief statement at a press 
conference called after a Romney- 
Wolfson conference here, the 
Florida financier boosted AMC’s 
1958 cars and gave Romney fall 

rt as head of the company. 
Wolfson said he was “enthused, 


Sales Gain Slowly 
With April Boost 
Put at 10 Pet. 


(Continued from Page 1) 
can be expected to facelift their 
year-old body shells more exten- 
sively than usual as they gird for 
the fourth-quarter fray. 
e . - 

re increasing pressure on 

any expansion of sales this 
spring is the credit situation, Deal- 
ers say that a “hard core” of buyers 
exist who have no problem obtain- 
ing credit and who can hold 
monthly sales at 400,000 to 450,000 
units quite nicely. 

In order to push sales figures 
above this level, dealers must 
sell to marginal risks—the long- 
shot buyers who need minimum 
downpayments and long repay- 
ment periods. 

It is precisely this type of cus- 
tomer who is running into trouble 
this spring on getting his credit 
application approved. 

Anticipated credit difficulties 
have not materialized up till now 
in the 1957 selling season—which 
is half gone. They are felt increas- 
ingly as monthly sales pass the 
half-million mark. 
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Ove dealer last. week attributed 

April sales difficulties to the 
moving of the income-tax deadline 
from mid-March to mid-April, Said 
he: “The average guy who fills out 
his tax form keeps asking himself 
where the money went last year. 
He’s not in the mood to come into 
the showroom and look over a $3,000 
new car when the old buggy is still 
hauling him from Point A to Point 
B.” 


“By the time his new economy 
kick wears off, we've. passed 
through the spring selling season.” 

Spring sales gains that have de- 
veloped appear to be confined to 
smaller operations. Volume opera- 
tors report tough sledding in trying 
to hike their sales by comparable 
percentage margins. 

Increased sales interest also ap- 
pears centered around Chrysler 
Corp. products. Ford dealers pre- 
sent a mixed picture, while GM 
dealers are keeping mum, as they 
have pretty much since last fall. 





Chrysler Wins Trophy— 


The 1957 Motor Trend Award has been 
presented to Chrysler Corp. on the basis 
that the company’s new Torsion-Aire sus- 
pension system is the year's “most sig- 
nificant advancement” in the automotive 
industry. Walter A. Woron, left, editor, 
Motor Trend magazine, presents the trophy 
to Alan G. Loofbourrow, Chrysler Corp. 
executive engineer for product develop- 
ment and planning. Smaller replicas of 
the award were presented to the chief 
engineers of Chrysler's four divisions. 


impressed and satisfied with the 
1958 program of American Motors.” 

President Romney, questioned by 
newsmen after Wolfson and four 
of his associates left the conference, 
made the following comment on 
profits: 

“Brother, if we’re not in the 
black by early 1958, Pll be lead- 
ing the forces for a drastic 
change.” 

Romney said Wolfson and his ad- 
visers offered further suggestions 
for diversifying AMC operations by 
acquisition of profitable concerns 
which could benefit from AMC’s tax 
credit of $36 million. 

Wolfson, who has added 10,000 
AMC shares to the 350,000 he owned 
when he first met with Romney in 
Florida last month, has advised the 
AMC chief on the possibilities of 
applying the carry-forward credit 
to the future profits of various 
manufacturers. 

Romney gave no details on the 
identity of the companies being 
considered for merger with AMC. 
He indicated at a previous press 
conference that some of the pros- 
pects were in the appliance field 
served by Kelvinator. 

Romney said Wolfson and his 
associates decided against stay- 
ing at the press conference be- 
cause “he (Wolfson) felt that I 
should preside alone as the 
spokesman for American Motors.” 
“After all,” Romney said, “Mr. 
Wolfson is only one stockholder. I 
am the president and chairman of 
the board of American Motors.” 
Romney said he didn’t know 
whether any of Wolfson’s four as- 
sociates held AMC stock. They 
included Alexander Rittmaster ITI, 
of New York; Elkin B. Gerbert, of 
Jacksonville, Fla.; Joseph M. Glick- 
stein, of Jacksonville, and Charles 
Block, of Miami. 

Gerbert and Rittmaster are direc- 
tors of Merritt-Chapman and Scott, 
New York construction firm which 
Wolfson heads as president and 
chairman. They also are directors 





of another Wolfson-controlled en- 


Rittmaster was a Wolfson can- 
didate for the board of directors 
of Montgomery, Ward & Co. two 
years ago when Wolfson at- 
tempted to seize control of the 
department-store network. 


Gerbert and Rittmaster recently 
engineered seizure of control of 


Scullin Steel Co., of St. Louis. 

Glickstein is Wolfson’s general 
counsel, while Block is said to be a 
top administrative assistant of the 
Florida financier. 

The five AMC visitors were 
shown prototypes of the 1958 Ram- 
bler, Nash, Hudson and Kelvinator 
models. Wolfson said he was im- 
pressed by the changes planned for 
the new models. 

Romney said these changes 


lines, he said, will be introduced 
during the regular fall unveiling 
season. 

The AMC president said the cor- 
poration would have realized its 
ambitions to show a profit this year 
had it managed to maintain Kel- 
vinator sales increases. 

Kelvinator gains were whittled 
down early this year, Romney ex- 
plained, after Frigidaire reduced 
prices. He called the Frigidaire ac- 
tion a “very unhealthy thing for 
the appliance business.” 

Asked if he expected General 
Motors’ auto divisions to follow suit 
with price cuts, Romney alluded to 
the disparity between the appliance 
and the auto industries and said no 
new-car price cuts could be or 
would be forthcoming. 

American Motors has been con- 
tinuing a “paring and pruning” 
operation for many months, with 
both realignments and personnel 
affected, Romney said. He refused, 
however, to specify areas of re- 
trenchment. 

AMC dealers are in good shape 
(Continued on Page 53, Col. 4) 


‘Record’ Safety Check 


To Start Next 


Week — 


(Continued from Page 1) 


compulsory inspection laws. The 
latter states are Utah, Colorado, 
New Mexico, Texas, Maine, New 
Hampshire, Vermont, Massachu- 
setts, New York, Pennsylvania, New 
Jersey, Delaware, Virginia and 
West Virginia. 

Areas participating in the May 
program will set up community 
check lanes to inspect 10 safety 
items —lights, brakes, steering, 
tires, exhaust system, horn, giass, 
wipers, mirrors and turn signals. 

A series of national awards will 
be presented to the cities and coun- 
ties conducting outstanding safety- 
check campaigns. A national board 
of judges will meet in July to select 
the winners. 

If merited, there will be a grand 
award for cities and for counties, 
three national awards for cities and 
counties, and three state awards 
for cities and counties. All except 
the grand award will be based on 
population. es 


os sponsors said that this year’s 
campaign has received a tre- 
mendous boost from the 19 men 
loaned to the inter-industry com- 
mittee by auto and tire companies. 
These men are supplementing the 
committee’s full-time field staff. 

They were loaned by American 
Motors, Chrysler Corp., Ford Motor, 
General Motors, Firestone, B. F. 
Goodrich, Goodyear and U. S. Rub- 
ber. 

The companies also have urged 
their dealers to participate in the 
program at the community level. 

Most dealers need no urging. Auto 
and tire retailers are well aware of 
the huge aftermarket and service 
business that develops when con- 
scientious motorists learn what is 
necessary to put their vehicles back 
in safe operating condition. 

Many auto companies have sched- 
uled advertising built around the 
safety-check campaign and have 


accompanied it with direct-mail re- 
minders to their dealers. 
cm > 7 


ir OTHER promotions, Mercury 
has produced a one-minute tele- 
vision film showing how vehicles 
are inspected at community lanes. 
The film will be sent as a public 
service to TV stations in participat- 
ing communities. 

American Motors has sent free 
kits of safety-check materials to 
its dealers. The kits include post- 
ers, windshield stickers and check 
lists—enough material to enable 
the individual dealer to conduct 
his own service. 

MoPar division has supplied all 
Chrysler Corp. dealers with safety- 
check promotional kits. They in- 
clude posters and banners. Fire- 
stone also has distributed safety- 
check materials to its dealers. 

The American Trucking Assns. 
has alerted member groups to the 
campaign by supplying and sug- 
gesting the use of sample bumper 
stickers carrying the slogan: “This 
vehicle has been safety-checked — 
Has yours?” 


Dealers Meet With Chevrolet Officials— 


The 10 men making up the Chevrolet National Dealer Planning Committee discuss 
would be “evolutionary.” The ’58 | details of their two-day meeting with top company executives in Detroit. The committee 
represented the 7,500 Chevrolet dealers in talks with company officials on current 
automotive retailing trends. Seated, from left, are P. J. Larsen, Ellsworth, Kans.; R. F. 


Looney, Kingsport, Tenn.; G. V. Smith, Albany; and Latham Davis jr., Gainesville, Fla, 
Standing: E. H. Norrington, Kansas City; Don Hutson, Racine, Wis.; James F. White, 


Toledo; George G. MacRobert, Ada, Okla. 


and George J. Kelly, Verona, Pa. 


; S. Marsh Johnson, chairman, Reno, Nev, 


Economy Models, Mercedes 


Scheduled to Bolster S-P 


(Continued from Page 1) 


about $1,800, equipped; a four-door 
model, and an eight-passenger sta- 
tion wagon. The last two models 
will be priced slightly higher. 

However, all models will provide 
for the comforts the American 
public expects from American de- 
signed and styled automobiles, es- 
pecially in the areas of ample leg 
room and trunk space, Hurley 
said, 

The engines in these vehicles will 
deliver from 25 to 29 miles per gal- 
lon of gasoline, according to engi- 
neering tests made in actual runs, 
Hurley reported. 


E ALSO said that these cars 

“will result in the customer re- 
ceiving a fair value at the same 
time that the price will encompass 
a profit which the dealer will not 
have to cut in order to make the 
sale.” 

It was said that Studebaker- 
Packard desires to create a strong 
dealer body in order to insure the 
success of the parent corporation 
over the long run. 

The new economy car, and 
other contemplated innovations, 
are the result of a cross-country 
tour made by Hurley and Stude- 
baker-Packard representatives in 
which over 700 dealers were inter- 
viewed. 


It was found that an economy car 
is desired by both the public and 
dealers, and further that there is 
a great interest across the country 
in imported cars. And Mercedes 
has become known, at the same 
time, it was reported, as one of the 
outstanding imported automobiles. 

“This interest in imported cars is 
not localized to metropolitan areas,” 
Hurley said. 

aa . = 
TUDEBAKER-PACKARD is go- 
ing into the last half of 1957 and 
the first half of 1958 with a cover- 
age of the market never equaled by 
any other manufacturer, Hurley be- 
lieves. In addition to which he 





‘57 Chevrolet Turned Into Luxury Caor— 


R. Allender & Co., Detroit, is bringing out what it calls a “luxury car in the low- 
price field." Called the El Morocco, it will be basically a 1957 Chevrolet, but from 
there on the similarity is slight. A new, all-metal rear fender section patterned after 
the Cadillac Brougham will replace the present Chevrolet fenders. Rear-end styling, 
front grille and moldings are all specially designed. The car will be available in 
three models: A two-door hardtop, a four-door hardtop and a convertible. 





claimed that the new models and 
additions to the Studebaker. 
Packard line did not require large 
expenditures of money for tooling 
in order to capture a small per- 
centage of the market. 


Hurley also paid tribute to the 
work of Harold E. Churchill, presi- 
dent of S-P, under whose leadership 
he said great forward strides have 
been made toward a level produc- 
tion and an economy of operation 
that stands to help the company 
show a modest profit in 1957. 


Hurley added that Churchill has 
projected the new operations so 
that the possible growth 
will take place in 1957 in prepara- 
tion for 1958, when the entire 
Studebaker-Packard line will be 
introduced with a new styling, 
which, he said, is expected to start 
new trends in design. 

The new ’58 line of S-P will in- 
clude features developed by Stude- 
baker, Packard and Mercedes Benz 
engineers working together, which 
will be exclusive to the Studebaker- 
Packard and Mercedes Benz auto- 
mobiles. 


The Mercedes Benz, to be offered 
through S-P dealers in this country, 
will range in price from $5,000 
to $13,000. This new distribution set- 
up has been made possible by the 
termination of the distributorship 
held by Hoffman Motor Car Co. for 
Mercedes Benz in the United States. 


” = 7 
termination becomes effec- 
tive May 20, 1957. The M-B 
franchises will be available to all 
S-P dealers, but will require nego- 
tiation of a separate contract with 
the parent company. 


Fuel injection will be available 
immediately in many of the M-B 
models through S-P dealers in this 
country. Utica-Bend Division of 
Curtiss-Wright will build a fuel- 
injection system that will be oper- 
able in gas engines. Hurley did not 
comment on how soon these might 
be available in S-P models. 


A complete parts and service 
organization for the M-B will be 
available in this country for the 
commencement of the new agree- 
ment. About 4,000 Mercedes were 
imported into the U. S. last year, 
and it is expected that substantial 
increases will take place now. 


This new program does not con- 
template the use of high-pressure 
selling tactics, etc. to gain addi- 
tional volume, and is only the be- 
ginning of a program that will con- 
tinue to grow and expand, according 
to Hurley. He also said the company 
is carefully studying the Daimbler- 
Benz method of introducing model 
and style changes throughout the 
year in an effort to even out the 
peaks and valleys of production, 
which could lead to a more economi- 
cal, more predictable over-all opera- 
tion. 























HAL, symbol of Associates’ Health, Accident and Life Insurance 

HA L ss 8 coverage helps you close deals and keep them closed. Tell that 
““cautious’’ customer how Associates’ Insured Payment Plan pro- 

A _wWw AYS AT tects his investment, makes his payments should illness or injury 
strike, and keeps on paying until he is back on his feet again. . . 

pays off his contract in full in case of permanent disability or 

YO U od Cc A L L death . . . provides non-cancellable life, accident and health insur- 
ance without examination; immediate coverage without red tape. 
If you and your salesmen are not completely familiar with HAL, 
call your Associates’ finance specialist today and get complete » 
details on one of the best sales clinchers in automobile financing. 


“Get to know HAL—he can help you 
close that ‘cautious’ customer— 
Associates’ new sales training film 
‘Clutch Selling’ shows you how!”’ 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
XUN 
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Civil 


Suit in Shooting ... 





Dealers Go to Court 


On Illinois 


By Joseph M. Callahan 
Staff Writer 

A DEALERSHIP organizing drive 
in which a Buick dealer shot a 
Teamsters organizer is expected to 
come to a head May 10, in a court 
in Jerseyville, Ill, a small town 

about 40 miles from St. Louis. 

At this time a 
hearing will begin 
on charges by Harry 
Smith Buick Co. and 
Hutton Motor Co. 
(Pontiac) that Local 

525 of the Teamsters Union and 
District 9 of the Machinists Union 
are in contempt of court for vio- 
lating an injunction against illegal 
picketing. 

A civil suit for -$60,000 also has 
been started in Jerseyville by Mar- 
shall McDuffy, a Teamsters organ- 
izer, who claims that Harry Smith, 
the Buick dealer, shot him in the 
leg last January. McDuffy was hos- 
pitalized for a few days. 

The shooting reportedly oc- 
curred during an altercation at 
Smith’s gas station, across the 
street from his dealership. The 
gas station, which was being pick- 
eted, was set on fire shortly be- 
fore the shooting. 

The labor trouble in Jerseyville 
broke into the open last September 
when the Teamsters and the Ma- 
chinists began picketing Harry 


Continued Gains 
Cited in Factory 
Sales Reports 


Sales reports by manufacturers 
last week continued on an optimis- 


tic note. 
Rambler 


Ramb ler sales, having set a 
record in the first quarter, con- 
tinued to gain in the first 10-day 
period of April, according to Roy 
Abernethy, vice-president, American 
Motors Corp. 

Sales of Ramblers in the 10 days 
climbed 14.5 percent over the com- 
parable period of 1956, and were 
73 percent ahead of the level es- 
tablished in the first 10 days of 
March. Rambler deliveries in the 
current fiscal year, which began 
October 1, are running 21.5 percent 
ahead of the total in the same 
period of the preceding fiscal year, 
Abernethy added. The current year’s 
total is 38,983, compared with 32,085 
a@ year ago. 

> > > 


Metropolitan 


Retail sales of American Motors 
Corp.’s imported Metropolitan in- 
creased 113.2 percent during the 
first 10 days of April, J. W. Watson, 
Metropolitan sales manager, has 
announced. 

Watson said American Motors 
dealers throughout the country sold 
307 Metropolitans during the 10-day 
period, compared with 144 for the 
same period a year ago. 

“The trend toward the smaller 
car in the U. S. is becoming more 
apparent every day,” Watson said. 
“The rising price of gasoline, in- 
creasing traffic congestion and lack 
of adequate parking facilities is 
stimulating small-car sales through- 
out the country.” 

a * - 


Ford Truck 


Sale of Ford trucks since the 
Feb. 1 introduction of 1957 models 
broke all records for the first two 
months of any truck introduction 
period in Ford division history, J. 
O, Wright, assistant division gen- 
eral manager, said last week. 

To meet the introduction-period 
demand, Wright said, the division’s 
assembly plants have set a weekly 
truck production record of 8,381 
units by* breaking the daily pro- 
duction record on three successive 
days. The daily record now is 1,767 
units. 


Truck sales during the February- 
March introduction period totalled 








Picketing 


Smith Buick in an effort to or- 
ganize the firm’s shop employes. 
* * * 


Picketing Extended 


rhe days later the unions 
started picketing Hutton Motor 
Co. Then, in mid-October, the un- 
ions set up picket lines at Sunder- 
land Motor Co. (Chevrolet). 


A Jerseyville dealer said the un- 
ions had signed a majority of the 
workmen at Smith Buick, about 
half of them at Hutton’s and only 
two of the Sunderland workers. 


These three dealers then ob- 
tained a temporary injunction 
against the picketing. Two weeks 
later, a permanent injunction was 
obtained, but only against illegal 
picketing. 


In a lengthy ruling, the judge 
said illegal picketing included (1) 
mass picketing, (2) picketing in 
which the men did not keep mov- 
ing or sat in a car and (3) picket- 
ing in which the men talked to or 
bothered patrons. 


About two weeks later the unions 
resumed their picketing at Smith’s 
and Hutton’s in an illegal manner, 
according to the dealers’ allega- 
tions. It was not resumed at Sun- 


derland’s. 
+ + +. 


Cadillac Dealer Visited 


To unions have held talks with 
representatives of Austin Cope 
& Son (Cadillac-Oldsmobile) 
there has been no further action, 
The town’s other three dealer- 

ships, Jerseyville Motor Co. 
(Ford), Jersey County Mototr Co. 
(Dodge - Plymouth) and Flynn 
Mercury Sales have not been con- 
tacted by the union. Flynn Mer- 
cury has opened since the labor 
trouble. started. 

Although Jerseyville is not a 
strong union town, the dealers re- 
port that their business has been 
damaged because of their nearness 
to strongly organized St. Louis. 
Sales have been hurt by the “black- 
listing” which the dealers have re- 
ceived in the union papers. 

The dealers involved have offered 
to hold labor board elections among 
employes but the unions have de- 
clined. Although the dealers are 
members of a local association, they 
are acting individually. 

« - ” 


Dealers Ask for Poll 


ANWHILE, dealers in Gales- 

burg. Tll., 120 miles north of 
Jerseyville, have decided to act as 
a group and to petition the Na- 
tional Labor Relations Board to 
conduct a representation election 
in an effort to settle their 11-month- 
old dispute with the Teamsters and 
the Machinists. 

However, the unions have de- 
clared that they will “fight down to 
the wire” the efforts of the 11 new- 
car dealers to get an election. 

Mrs. Marjorie Schneider, an at- 
torney representing the unions, 
asserted that the dealers had said 
at the outset of the disputes that 

(Continued on Page 8 Col. 1) 
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Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Apr. 17 
(Sold 202 cars out of 313 entered.) 


BUICK—’ 57 Century 4-dr., $2,750° (ps). 
’56 Century Riviera, $1,840*° (ps), $1,- 
775* (ps); Special Riviera, $1,825°*; 
2-dr., $1,500*; Super 4-dr., $1,425°. 
’55 RM conv., $1,510° (ps); Riviera, 
$1,405* (ps), $1,400* (ps); Super 
Riviera, $1,360*; 4-dr., $1,215"; Spe- 
cial 4-dr., $1,335* (ps); $1,270*; 2- 
dr., $1,230*, $1,170; Century Riviera, 
$1,300*. °54 Super Riviera, $1,055*; 
Special Riviera, $1,010*; 4-dr., $840*, 
$810; Century Riviera, $870*. °53 
Super 2-dr., $615*; Special Riviera, 
$565*. '52 Super Riviera, $415*, $355*. 
’50 4-dr., $130. 

CADILLAC—’56 (62) coupe de Ville, 
$3,350* (ps). ’55 (62) coupe de Ville, 
$2,775* (ps). '53 (62) 4-dr., $1,225* 
(ps). ’50 (62) 4-dr., $460*, "47 (62) 
4-dr., $215°. 

CHEVROLET—’57 Two-ten (8) 2-dr., 
$1,975*. °56 Bel Air (8) Hardtop, 
$1,670*. 55 Bel Air (8) Hardtop, $1,- 
275*, $1,150°%; 4-dr., $1,200°; 2-dr., 
$1,180*, $1,165*, $1,135*; Bel Air (6) 
Hardtop, $1,280*; 4-dr., $950; Two- 
ten (8) station wagon, $1,290; 2-dr., 
$1,010, $840; 4-dr., $925; Two-ten 
(6) 2-dr., $965, $940. °54 Bel Air 
Hardtop, $865* $850, $700°; 4-dr., 
$775; 2-dr., $710; Two-ten 2-dr., $700, 
$630; One-fifty 2-dr., $525. 53 Two- 
ten station wagon, $785* (ps); 4-dr., 
$420; 2-dr., $500, $495, $360; Bel Air 
4-dr., $550° (ps), $550*°. °52 SL De- 
luxe 2-dr., $260, 51 SL Deluxe 4-dr., 
$125°. 

CHRYSLER—’56 NY Hardtop, $2,350* 
(ps). °55 Windsor Nassau, $1,300* 

$495°. 


(ps). °53 Windsor 4-dr., "50 


Hardtop, $160*. 

DeSOTO—’55 Firedome Hardtop, 
500* (ps); 4-dr., $1,360°. 

DODGE—’'55 Custom Royal 4-dr., 
880° (ps); Royal Hardtop, $1,360*, 
$1,350*; Coronet 4-dr., $1,130°. ‘54 
Royal (8) 4-dr., $710*%; 4-dr., $675*. 
"53 Coronet (8) 4-dr., $400°, $345, 
$335, $300. 

FORD — ‘57 Country sedan, $2,350*°; 
Fairlane (8) Hardtop, $2,130°. ‘56 
Fairlane (8) conv., $1,720*, $1,690°; 
Victoria, $1,660* (ps); club sedan, 
$1,450° (ps), $1,225*; Country sedan, 
$1,595*; Custom (8) 2-dr.. $1,185, 
$1,175; Ranch Wagon, $1,140; Cus- 
tom (6) 4-dr., $1,125; Main (8) 2- 
dr., $1,075 (police car). '55 Country 
sedan, $1,500° (ps), $1,450°, $1,355*; 
Fairlane (8) Crown Victoria, $1,300*; 


$1,- 
$1,- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 38, 39, 40, 41 and 42 





Sales High, Inventory Low, 
Colbert Tells Holders 


By W. C. Lockwood 
Staff Writer 
DETROIT.—Chrysler Corp. sales 
topped $1.1 billion in the first quar- 
ter, taking the company’s largest 
market share since 1953, L. L, Col- 
bert, president, reported last week 
at the annual stockholders meeting. 


Colbert also reported dealer 
stocks “well below the industry 
average” and said that definite 
shortages exist in some markets. 

He asserted that maintenance of 
level output, closely linked to de- 
mand, has resulted in increased em- 
ployment stability and a satisfac- 
tory return for our dealers. 

“Their financial strength,” Col- 
bert said, “is a great and necessary 
asset not only to them but to our 
business as a whole.” 

Only motion not on the manage- 
ment agenda for the meeting was 
a motion to move toward “modify- 


At Southwest Automotive Show— 


The Southwest Automotive Show drew a near-record attendance this year, with 
53,361 units breaking a record set | turnstile registrations totalling 25,813. A panomaramic view of a section of the exhibit 
by the 1953 truck introduction, he] is shawn above. The show was held in the Automobile Bidg. at the Texas State Fair 


Grounds in Dallas. 





conv., $1,300*; Town sedan, $1,130*, 
2 at $1,100, $1,080°, $1,050, $1,015*; 
Custom (8) Hardtop, $1,235*; 2-dr., 
$935, $925*, $880; Business coupe, 
$880; Custom (6) station wagon, $1,- 
085; 2-dr., $860; Main (6) 2-dr., 
$810. '54 Crest (8) Victoria, $885°*; 
Country sedan, $740; Main (8) 2-dr., 
$630, $485; Custom (6) 2-dr., $535. 
"53 Crest (8) Victoria, $620, $615; 
Custom (8) 2-dr., $510*, , $475, 
$400; 4-dr., $450, °52 Custom (6) 2- 
dr., $190. '51 Custom (8) 2-dr., $380. 

HUDSON—’55 Wasp sedan, $850*, 53 
Wasp 2-dr., $225. 

MERCURY—’56 Custom station wagon, 
$1,920*; 4-dr., $1,550°; Monterey 
Hardtop, $1,650* (ps). ‘55 Monterey 
Hardtop, $1,435*, $1,200*; conv., $1,- 
365* (ps); Montclair Hardtop, $1,370*, 
$1,360* (ps); Custom 4-dr., $1,210* 
(ps); 2-dr., $1,365*, $900. °54 Mon- 
terey conv., $1,015* (ps); Hardtop, 
$1,010*; 4-dr., $750*. °52 Hardtop, 
$395; 4-dr., $345. ’50 2-dr., $105. 

NASH—’55 station wagon, $1,265*, °51 
Ambassador 4-dr., $125*. 

OLDSMOBILE—’57 (88) Holiday, $2,- 
700*. °56 (98) conv., $2,430* (ps); 
4-dr., $2,100* (ps). ’55 (98) Holiday, 
$1,660*; 4-dr., $1,500* (ps); (88) 
Super Holiday, $1,680* (ps), $1,585* 
(ps); Deluxe Hardtop, $1,660*, $1,- 
625*, $1,555*, $1,540*, $1,525°, $1,525* 
(ps), $1,500*,. °54 (98) Holiday, $1,- 
335* (ps); (88) Holiday, $1,215* (ps); 
2-dr., $1,075* (ps). °53 (98) 4-dr., 
$775*. "52 (88) Holiday, $500*, $425°. 


PACKARD—’' 54 Patrician Hardtop, $1,- 
025. 53 Clipper 4-dr.. $225°. 


PLYMOUTH—’'56 Belvedere (8) 4-dr., 
$1,400*; Savoy (6) 4-dr., 
100°; Plaza (6) 4-dr., 


Plaza (8) 2-dr., $810. "54 Savoy 4- 
dr., $530; Plaza 2-dr., $350. ‘53 
Cranbrook 4-dr., $345, $320, $250. °51 
Cranbrook Belvedere, $225. 


PONTIAC—’'56 Star Chief (8) Catalina, 
$1,665*, $1,650°. "55 Star Chief (8) 
Catalina, $1,315*; 4-dr., $1,290° (ps); 
Chieftain (8) 2-dr., $990°, $950, 
$800°. '54 Star Chief (8) conv., $950*; 
4-dr., $785°; 2-dr., $640°. °53 Chief- 
tain (8) Catalina, $700°, $555*°; 2- 
dr., $490°. 

STUDEBAKER—’53 Commander 2-dr., 
$350 


MISC. — '54 Chevrolet %-ton pickup, 
$695. °53 Chevrolet %-ton pickup, 
$490. 


ing” K, T. Keller’s $75,000 per-year- 
for-life agreement with the firm. 

The motion was defeated by a 
vote of 7,459,513 to 3,372. Colbert 
opposed the motion and the proxies | 
were voted against it. 

The motion was presented by 
Carl Haessler, a newspaperman, 39 





Massachusetts, Detroit, who said he 
was moved by no “animosity” to-| 
wards Keller. 

“The Forward Look is paying an | 
excessive amount to an exponent of | 
the ‘backward look,’” he said later. | 

Paul C. Ackerman, director of | 
Chrysler engineering, was the only 
new member of the board to be 
elected by the stockholders. 

The 20 directors reelected are 
James C. Brady, R. S. Bright, Wad- 
dill Catchings, Jack F. Chrysler, L. 
L. Colbert, Joseph M, Dodge, Byron 
C, Foy, C. L, Jacobson, W. Alton 
Jones, John P. Mansfield, Neil Mc- 
Elroy, R. E. McNeill jr., F. W. 
Misch, W. C, Newberg, E. C. Quinn, 


E. C. Row, Juan T. Trippe, L. A.|/ 


Van Bomel, L, I, Woolson, and 
James C. Zeder. 


Kucher Appointed 
To New Ford Post 


Credit Is Ample, 


Arizonans Told 
CIT Aide Cites Profit 


In Finance Reserves 


CHANDLER, Ariz. — Finance 
companies in the auto field “are 
ready and willing to supply all the 
credit needed to sell automobiles on 
reasonable and sound terms,” Henry 
Watkins, regional sales vice-presi- 
dent of Universal CIT Credit Corp., 
told the Arizona Automobile Dealers 
Assn, convention here. 

Watkins added that total auto 
credit extensions in the U. S. this 
year should be about $16 billion, 
resulting in an increase of $600 
to $700 million in outstanding 
paper by the end of 1957. 

The Arizona dealers also were 
told that the building of finance 
reserves is one area in which good 
dealer management can assure 
greater profits without additional 

expense or capital investment. 

Watkins discussed in detail the 
figures of three unidentified dealer- 
ships—large, medium and small— 
which in 1956 had finance incomes 
equal to 62, 49 and 30 percent of 
their net profits, respectively, 


“The amazing part of the auto- 
mobile business is that, despite the 
fact that dealer profits averaged 
only .8 of one percent of gross sales 
in 1956, some dealers continue to 
make excellent profits,” Watkins 
said. 

“All cf these dealers spend above 
the average on sales expense, but 
by good management keep operat- 
ing expenses well below the national 
average, Also, each of them controls 
his finance business.” 


Watkins recommended that 
dealers train salesmen in the 
importance of the finance plan; 
that they provide incentives, and 
that they weed out sales people 
who will not adapt themselves to 
changes in selling techniques. 


He forecast 600,000 registrations 


|in Arizona by 1965, an increase of 


122 percent over the 1955 figure, or 
three times the expected national 
gain. 





Legislator’s Poor Eyes 
Help All Californians 


SACRAMENTO, Calif.—Assem- 
blyman S. C. Masterson told the 
State Assembly that when he 
bought a new car, the fine print 
on the sales contract was so small 
he had to ask his law partner—a 
younger man with better vision— 
to read it. 

The assembly promptly passed a 
bill stipulating that nothing 
smaller than six-point type be 
used in such contracts. This is 
about the size that is used in 
newspaper classified ads. 


DEARBORN.—Andrew A. Kucher| — 
has been appointed vice-president | § 


of engineering and research for 


Ford Motor Co., according to Henry | “™ 


Ford I, president. 

He succeeds Earle S. MacPherson, 
former engineering vice-president, 
who has been appointed vice- 
president and advisor on engineer- 
ing policy on the staff level. 

Kucher was recently appointed 
director of the engineering staff. 
As vice-president of engineering 
and research, he will supervise all 
central product engineering, re- 
search and testing activities, He 
will also serve on the administra- 
tion committee. 

MacPherson will report to the 
chairman of the board and the 
president and will advise officers 
and executives of the company on 
technical engineering matters. 





Plymouth Buys ‘Angels’ — 

Plymovth has purchased “Date With 
the Angels,” a new filmed romantic 
comedy series, from Music Corp. of 
America for release next month over 
ABC-TV network. Shown going over the 
contract are, seated, from left, Louis T. 
Hagopian, Plymouth advertising director, 
and Betty White, star of the laugh-and- 
love comedy. Standing: Lawrence R. Mc- 
intosh, executive vice-president, Grant 
Advertising, Inc., who handled negoti- 
ations for the agency, and Mickey Rock- 
ford, MCA vice-president. 
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ried about low profits ? 


The ‘Jeep’ franchise is solving this problem for many dealers ! 
















Is low net profit putting the squeeze on you? Is your new car 
volume holding up but profits not what they should be? Are you con- 
cerned each month whether your gross will cover operating overhead? 


Many dealers are solving the problem this way! They’re getting 
a healthy, profitable sales volume all year long as franchised repre- 
sentatives handling the famous ‘Jeep’ family of 4-wheel drive vehicles. 
You can do the same! 


Choose from two profit opportunities: 


1. A ‘Jeep’ franchise can be your exclusive line. Many former pas- 
senger car dealers and large service operators are earning sub- 
stantially more profits selling ‘Jeep’ vehicles exclusively. 


2. Or you can add a ‘Jeep’ franchise to your present line. And you 
don’t have to give up a thing! With a modest addition to your 
present investment, and practically no increase in operating 
expense, you spread the cost of your present facilities over two 
lines. Thus, Willys profits become practically “net profits.” 


The yeep family of 4-Wheel-Drive vehicles: 





New Forward Control 
‘Jeep’ FC-150 


Universal ‘Jeep’ 





‘Jeep’ Utility Wagon 


Compare your gross profit with $475.16, after the washout! 
Actual washout sheets from many Willys dealers have averaged a gross 
profit retention of $475.16, after the washout. Why is this possible? 
Most customers for 4-wheel drive ‘Jeep’ vehicles have definite jobs for 
these vehicles to do. There’s no wheeling and dealing competition down 
the street. Nearly 50% of all ‘Jeep’ vehicle sales are clean deals. 
What’s more, ‘Jeep’ vehicle resale value is far greater. And there are 
additional profits from the sale of a wide variety of special equipment. 


Here’s what you can do right now! Investigate the franchise which, 
on the record, is providing a better profit return from investment. Dur- 
ing the past two years 1,160 new dealers have added the profit poten- 
tial of the ‘Jeep’ franchise —after getting all the facts! The same profit 
potential is open to you! 


Get the detailed facts and see what they can mean to you! Just 
fill out and mail the coupon below for information about this profit 
opportunity. There’s no obligation. Do it right now! 
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Willys Motors, Inc., Toledo 1, Ohio 


give me information about the ‘Jeep’ family franchise. 
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Dealer Development Department 157 


Without obligation, please have a representative call and 
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Illinois Dispute .. . 





Dealers Go to Court on Picketing 


(Continued from Page 6) 
they would not band together to 
call in the NLRB. 


She said, “We would have wel-| 


comed it at that time. Now the 
dealers want to bring in the NLRB 
because they are sure they have 
upset the applecart sufficiently to 
win,” 

Mrs. Schneider added that if the 


dealers can band together now to| 


bring in the NLRB, they could later 
refuse to do so in order to prevent 
the Board from hearing a union 


grievance. 
+ * 


Union Majority Doubted 
OR some time the dealers have 
asserted that the Teamsters and 
Machinists do not have a majority 
of their employes. This was bol- 
stered last year in an unofficial sur- 
vey by local clergymen. 
Individually the dealers cannot 


ask the NLRB to hold an election | — 
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because none has a sufficient vol- 
ume of interstate commerce. 

This action was instituted by 
the dealers following a ruling by 
the Circuit Court in Galesburg 
that it does not have jurisdiction 
in the dispute. 

The next move will be made by 
the NLRB whose representatives 
will (1) conduct an informal inves- 





From Pots and Pans 


To Nuts and Bolts 

FARGO, N. D. — A course in 
automobile care for women 
proved so popular that Corwin- 
Churchill Co. (Chrysler-Plymouth) 
has started a second four-week 
session. 

Twenty-nine women received 
diplomas upon completing the 
first course. Enrollment rose to 39 
for the second. Classes are con- 
ducted by S. K. Sanders, service 
manager. 








tigation, (2) set a date for a hearing 
on arguments from either side and 
(3) send a transcript to the NLRB 
in Washington for a final decision 
on whether jurisdiction will be 
asserted. 

Burrel Barash, attorney for the 
11 dealers, said they had agreed to 
form a voluntary, unincorporated 
association and that a petition for 
an election was being filed in the 
Chicago office of the NLRB. One 
dealer, Powell Motor, did not par- 
ticipate in the court suit. 

* * * 


Utah Strike Ends 
_ week it was reported that a 
strike against the dealers in 
Price and Helper, Utah, was con- 
cluded when the dealers increased 
the hourly rates of their mechanics 
from $2.25 to $2.40 cents an hour, 
with time-and-a-half for Saturday 
work. Customer labor rates have} 
been boosted from $4.75 to $5 an 





hour. 
The dealers, represented by the| 








« _.. and when I clang the gong 
and yell ‘customer, I want you to 
come sliding down that pole like 
there was a fire someplace!” 





Carbon County Dealers Assn., 
signed a new contract with the Ma- 
chinists Union, representing the 
workers. The strike began March 
18. 

The Buffalo Dealers Assn. has 


THE HEINKELS ARE HERE! 





go 


Jacques Elmaleh, President of the East Land Motor Corp. is proud to announce the appoint- 
ment of his firm as United States distributors for the automotive products of Ernst Heinkel 


A. G. Stuttgart, West Germany. 


Now from the hands of workmen, world-renowned for their mechanical skill, come those truly 
economical vehicles, “The Heinkels.” 


First the Cabin Cruiser, a four-wheel sun-roof sedan which seats two adults and a child in 
the front plus two more children in the rear. This rear-engined Heinkel cruises at 50 m.p.h. 
using less than one gallon of gasoline for every 75 miles — yes, better than 75 miles to the gallon. 
This is a 4 cycle air-cooled engine. 


Then the Tourist; the best and the most beautiful Scooter in the world! Simple in design yet 
so painstakingly machined and built that maintenance is virtually non-existent. As far as we 
know, this is the only imported scooter with a 4-cycle engine. No need to mix oil with the gas! 
B.H.P. rating: 9.2 H.P. one of the highest powered scooters. 
The Moped motor-bike blends the simplicity of a bicycle with the performance of a scooter. 
The low gasoline consumption of 4 miles from a penny’s worth of gasoline makes it truly a 
most economical form of transportation. Just imagine 20 miles of carefree riding for a nickel; 
or 400 miles for $1.00 at 45 miles an hour. 

All the “Heinkels” are competitively priced. 


Interested dealers may write to: 


MR. JACQUES ELMALEH 
205 WEST 57th STREET 
NEW YORK,19 N. Y. 


Ernst Heinkel is perhaps known best for his aircraft, having built his first plane in 1911. Heinkel 
was also the first to build a production Jet in 1939, his rocket propelled plane was flown 


in 1937. 


The Heinkels offer an excellent supplementary line for almost any established dealership. 





— 


reported that the second dealer 
in two weeks has received a noti- 
fication from the United Auto 
Workers that it represents the 
dealer’s workers and desires to 
negotiate a contract. 

In Richmond, Calif., Auto Sales. 
men’s Local 1095 has voted to strike 
against the dozen members of the 
Richmond Motor Car Dealers Assn. 
in an attempt to obtain its first 
contract. 

Albert R. Silva, union business 
agent, said the dealers have refused 
to meet with the union to discuss 
the contract even though the sales- 
men voted 38-28 for the Union in 
an NLRB election Feb. 19. No date 
has been set for the strike. 


* * * 


‘No Man’s Land’ Bill 


- WASHINGTON, Senator Irv- 

ing Ives, New York Republican, 
has introduced a bill to end the “no 
man’s land” between the jurisdic- 
tion of the NLRB and that of state 
agencies. 

He said the need for the pro- 
posal, which would amend the Taft- 
Hartley Act, was emphasized by 
last month’s Supreme Court deci- 
sion that states couldn’t assert jur- 
isdiction in a labor matter just 
because the NLRB declined the 
jurisdiction. 

Ives introduced the same bill in 
1953 without success and there is 
believed to be little likelihood of 
changing the law this year. 

The Ives amendment would 
clarify state powers and would also 
permit delegation of Federal pow- 
ers to the states in certain cases 
normally handled by the NLRB. 


Vanishing Profits 
To Be Aired at 


Tacoma Parley 


TACOMA. — The problem of van- 
ishing profits will be given a thor- 
ough airing when members of the 
Washington State Auto Dealers 
Assn. gather here May 9-11. 


James Gilchrist, Tacoma DeSoto- 
Plymouth dealer, who is convention 
chairman, said Frederick M. Sutter, 
NADA president, and Walker Wil- 
liams, Ford vice-president, will 
speak. 

Elson G. Sims, a Ford dealer in 
Vincennes, Ind., will speak on 
“Profit Control.” Salesmanship will 
be discussed by “Sunshine” Gene 
Flack, sales counsel and director of 
ee of Sunshine Biscuits, 

ne. 


A men’s golf tournament will be 
staged at the Tacoma Country Club 
on May 9. 

Others on the Tacoma committee 
assisting Chairman Gilchrist, are 
Ray Ridge (Lincoln-Mercury), 
housing; Arnold Reading (DeSoto- 
Plymouth), publicity; Norman Gor- 
don (Studebaker), entertainment; 
Jim Will (Ford), hospitality and 
reception; Art Walker (Chevrolet), 
golf tournament; Ples Irwin 
(Dodge-Plymouth), prizes, and Don 
Rowland (Pontiac-Cadillac), trans- 
portation. 


Skyliner to lke 


Hungarian Fighter Delivers 
First of New Models 


DETROIT, — A twice-wounded 
Hungarian Freedom Fighter, wh~* 
fled to the U. S. after helping pull 
down Stalin’s statue in the Buda- 
pest Square during the Hungarian 
uprising last October, left his new- 
found job at Ford’s Rouge plant 
last Thursday to deliver Ford's first 
steel-top convertible automobile to 
Washington for use by the White 
House. 

After the new Ford car is de- 
livered, Mr, and Mrs. Joseph Szalai 
and their 16-year-old son, Joseph, 
will take a Ford-sponsored “Free- 
dom Tour” of the capital over the 
week end. Szalai, a machinery re- 
pairman in Ford’s Rouge plant 
where the steel-top convertible Sky- 
liner was built, fled from his native 
Hungary by walking 80 miles 
through the night and the mud to 
the Austrian border. 

Since its assembly, engineers 
have been modifying the Skyliner 
for the White House. The modifi- 
cations include installation of hand 
rails across the back of both front 
seats, so that dignitaries can stand 
in the rear of the vehicle during 
parades. 
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Bulletin Board ... 





Industrial Filters 
A bulletin illustrating six major 
types of filters for industrial appli- 
cations—8 pages, free. George L. 
Guymon, Industrial Filtration Co., 
Lebanon, Ind. 
*~ 


+ * 


Enameled Parts 


“Porcelain Enamel in Indus- 
try,” a booklet dealing with the 
development, advantages and 
unique features of porcelain en- 
ameling—20 pages, free. Erie Cer- 
amic Arts Co., 3120 W. Twenty- 
second St., Erie, Pa. 

+ ao * 


Extrusion Presses 


A bulletin describing aluminum 
extrusion presses—six pages, free. 
Watson-Stillman Press Division, 
Farrel-Birmingham Co., Inc., Ro- 
selle, N. J. oe 


V-Belt Hints 


A bulletin describing types of 
V-belts and listing precautions on 
how to prolong their life—tfree. 
Allis-Chalmers Mfg. Co., Milwau- 
kee 1, Wis. 


* * * 


Diesel Starter 


A brochure describing General 
Motors’ new Hydrostarter for diesel 
engines—free. Detroit Diesel En- 
gine Division, 13400 W. Outer Drive, 
Detroit 28, Mich. 

7 * - 


Lamp Specifications 

The 1957 Tung-Sol Lamp and 
Flasher Servicing Guide, contain- 
ing complete lamp and flasher 
replacement specifications for all 
domestic and many foreign makes 
from 1940 through 1957. Tung-Sol 
Electric, Inc., 95 Eighth Ave., 
Newark 4, N. J. 


* * + 


Adhesives for Plastics 


Marvibond, a process for bonding 
vinyl plastic to board or metals, 
has been developed by North East 
Laminates, Inc., Methuen, Mass. 


* * > 


Electric Fork Trucks 


A brochure describing operational 


characteristics and mechanical de-| 


tails of electric fork trucks—eight 


pages, free. Industrial Truck Divi-| 
sion, Clark Equipment Co., Battle! 


Creek, Mich. 


> + * 


Cooling-System Chart 


A wall chart showing drain) 
points on all cooling systems in| 


auto engines—free. National Car- 
bon Co., 30 E. Forty-second St., 
New York 17, N. Y. 


* * * 


Rubber Matting 


A catalog illustrating types of| 


rubber matting for industrial use— 

free. O. W. Jackson & Co., Inc., 225 

= Twenty-fourth St., New York 10, 
& ¢ 


x * - 


Product Listing 
A listing of the 67 different types 
of zinc alloy die-cast and thermo- 
plastic molded products made by 
the company. Gries Reproducer 


Corp., 125 Beechwood Ave., New 
Rochelle, N. Y. 
+t + * 
Financial Ratios 
“Twenty-Five Years of the 14 


Important Ratios,” a booklet con- 
taining ratios yardsticks widely 
used in the analysis of balance 





*‘Switch-to-14 Drive 
Begun by Seiberling 


AKRON.—A program to pro- 
vide 14-inch-diameter wheels and 
tires for most makes of 1956-55- 
54 cars now equipped with 15- 

.inch wheels has been started by 

Seiberling Rubber. 

_Seiberling acted after the Na- 
tional Wheel and Rim Assn. an- 
nounced that its member distribu- 
tors could provide the wheels for 
the ’54 to ’56 cars. 

~“ Independent Seiberling dealers 
now are providing customers 
with five 14-inch tires, five 14- 
inch wheels and four wheel 
covers, Dealers obtain the wheels 
and wheel covers from local dis- 
tributors belonging to NWRA. 





sheets and income statements—83 
pages, free, Public Relations and 
Advertising Department, Dun & 
Bradstreet, Inc., 99 Church St, New 
York 8, N. Y. 

* am 7 


Electrical Equipment 
A catalog featuring the entire 
field of automotive electrical equip- 
ment—64 pages, free. Cole-Hersee 
Co., 20 Old Colony Ave., Boston 
27, Mass. 


Single-Drum Hoists 
Booklet describing single-drum, 
multipurpose portable hoists — 12 
pages, free. Booklet 3-33A, Joy Mfg. 
Co., Oliver Building, Pittsburgh 22, 
Pa, 
+. * +. 


Clarklift-40 

Features and specifications of 
the Clarklift-40 fork truck of 4,000 
pounds capacity — six-page bro- 
chure, free. Industrial Truck di- 
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vision, Clark Equipment Co., Battle 
Creek, Mich. 


Surface-Active Agents 
A bulletin on surface-active 
agents used for wetting, dispersing, 
detergency, foaming and emulsifi- 
cation — free. American Cyanamid 
Co., 30 Rockefeller Plaza, New York 
20, N. Y. 


* * * 


Grease Research 
“Compatability of Greases,” a 


study of the compatability of eight 


commercial binary greases —67 
pages, $1.75. Office of Technical 
Services, U. S. Department of Com- 
merce, Washington 25, D. C. 


* os + 


Package Control Catalog 


Automatic “package” control cat- 
alog — 16 pages, free. Tipp-Tronic, 
Inc., Tipp City, O. 


Retzlaff Youngest Dealer? 


J. R. Retzlaff takes over the 
helm of Retzlaff Pontiac-Cadillac 
in Barstow, Calif. Retzlaff is be- 
lieved to be the youngest Pontiac- 
Cadillac dealer in the U.S. G. J. 
Retzlaff is retiring. 





Prize Drawing at Hill & Hill Opening— 

Conducting a drawing for the door prizes at opening ceremonies of Hill & Hill Co. 
(Nash), Abilene, Tex., is Lloyd T. Hill, partner and manager. Holding the lucky tickets 
is Nelson Henze, American Motors district manager. Behind Hill are John McClure 
(left) and Jim Skeff, salesman. Other partners in the firm are P. H. Hill sr., P. H. Hill 
jr. and Landon H. Hill. 








“This is a good car...” 


The salesman who puts the because into 
his sell turns this morning’s prospect into 
this afternoon’s buyer. But far too many 


prospects are allowed to get away. 


Through Willmark’s national shopping 
staff of research analysts, trained in the 
art of automobile point-of-sale testing, 
you may now employ a complete nation- 
wide program designed to teach success- 
ful automobile presentation, stimulate 


salesmen’s interest and increase sales. 





“This is a Good car, 
BECAUSE...!” 


@ Every national program specifi- 
cally designed to fit into your 
sales story 


@ All reports devised after consul- 
tation 


@ Forty years of successful point- 
of-sale testing placed at your dis- 


posal 

@ Tens of thousands of automobile 
showroom tests made in 1956 
alone 
Inquire now. Write for your free 
copy of our booklet: “How to Stim- 
ulate Sales at Point of Purchase.” 


ilimark research corporation 


250 West 57th Street ©@ Dept. AN-3 ©@ New York 19, N, Y. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Simple Design Narrows Gap 


Between Computer, Engineer 
F PROGRESS in electronic com- 
puter design continues at its 

present rate, we yet may see the 

day when a “desk computer” is as 
commonplace as today’s desk cal- 
culator, Thus, it is possible to en- 
vision the future designer as having 

“equation-solving” computer equip- 

ment which he may use as readily 

as he now operates simple calcula- 
tors to speed up arithmetic chores, 
Some of the industry’s ablest 

computer men agree that a 

significant step in this direction 





has been taken with the develop- 

ment of simplified electronic com- 

puters by Litton Industries. 

Enthusiastic reactions were evi- 
dent as Detroit’s top computer 
specialists witnessed demonstrations 
of what Litton calls “a new concept 
in electronic computing.” 

From a design standpoint, the 
Litton model 20 and model 40 com- 
puters are unusual in that they 
“combine the best features of digi- 
tal and analog computers.” The 
objective in developing this new 
research tool was “to provide a 
simple, inexpensive, accurate and 
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reliable computer to evaluate solu- 
tions of differential equations.” 
a * * 

| gee copes a Litton engineer: 

“Analog computers, which oper- 
ate through a series of physical 
inter-relationships much like a 
speedometer or a thermometer, are 
considerably less accurate than digi- 
tal units.” 

“Digital computers, on the other 
hand, operate on the basis of abso- 
lute numbers converted to magnetic 
impulses, and typically have high 
accuracy, However,” he continued, 
“their drawbacks have included the 
use of intricate electronics and a 
requirement for complex informa- 
tion ‘input and output’ mechanisms.” 

Litton designers set themselves 
the goal of retaining digital equip- 
ment accuracy at the low costs 
and with the simplicity of opera- 
tion generally associated with ana- 
log computers. 

Their development program has 
produced a computer which sells 
for less than $13,000 and requires 
no elaborate installation. Even with 
such accessory equipment as input 
and output devices, the entire setup 
will cost less than $30,000. 

According to a Litton spokesman, 
the outstanding advantages ot the 





new computer are derived from 
simplification of “programming,” 
simplicity of operation and com- 
pact size (the unit is about the size 
of an electric typewriter). 


E CALLS it “the world’s most 

intimate computer,” because it 
erects “less of a language barrier 
between the engineer and the tool 
he is using.” When using this equip- 
ment as a research or a design aid 
(as in solving algebraic or difteren- 
tial equations), there allegedly is 
a lessened requirement for the engi- 
neer to think in mathematical 
terms, 

In plain language, it is claimed 
that this computer minimizes the 
usual “input and output” tasks of 
translating an engineering prob- 
lem into terms understood by the 
computor, and then translating 
the “answers” or data derived 
from the computer into terms un- 
derstood by the engineer. 

It is said to be useful in “break- 
ing down the barrier between the 
mathematical model (prepared for 
the computer) and the actual 
product design dealt with by an 
engineer.” 

Specific areas of potential applica- 
tion to automotive research and 
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MOST COMPLETE 


WHEEL BALANCING PACKAGE EVER OFFERED! 


© Eye-catching new Alemite styling—plus exclu- 


sive Alemite features for faster, easier jobs! 


© FREE dealer sign to tie-in your service depart- 


ment with Alemite national advertising! 


REG. U. S. PAT. OFF. 


Division of STEWART-WARNER CORPORATION 


ALEMITE 


Dept. AP-47, 1850 Diversey Parkway, Chicago 14, Ill. 








design include the investigation of 
dynamic phenomena, such as those 
associated with the development of 
engines, fuel systems, steering 
mechanisms, suspension components 
and systems, as well as in ride 
analysis and study of aerodynamic 
properties of different body shapes, 
= * = 
Horn Annoyance Abates 
With Rising Temperature 
N2: IT isn’t just your imagina- 
tion automobile horns do 
sound more pleasant now that 
spring has brought warmer wea- 
ther. An expert informs me that 
the horn tone changes with air 
temperature. This _ relationship 
causes the horn to sound more 
raucous in winter than in summer, 
since production tuning is done at 
temperatures in the 70-degree 
range. 

The musical note played by 
each of the car’s two or three 
horns igs determined by the vib- 
rating frequency (cycles per sec- 
ond) of its steel diaphragm and 
characteristics of the air column 
in the horn trumpet, 

In principle, the sound is pro- 
duced through resonance of an air 
column, Since properties of this 
air column vary somewhat with 
temperature changes, the horn has 
a different sound on a hot day 
than on a cold day. 

Other miscellaneous horn oddities 
unearthed during a visit with John 
E. Irwin, Delco-Remy horn engi- 
neer, include the following: 

Horn endurance specifications 
make impressive reading, A typical 
requirement is 100,000 cycles opera- 
tion on an endurance test. This is 
equivalent to blowing the horn 30 
times a day, seven days a week for 
10 years. 





wa blown continuously for 
long periods (as in a wedding 
procession), horns sometimes stop 
operating because they overheat. 
The simple electrical power plant 
is designed for an intermittent duty 
cycle, with capability for less than 
10 minutes of continuous operation 
without overheating. 

A horn’s diaphragm and sound 
projector determine its one note. 
For each horn, these are basic 
design characteristics — so there 
is no adjustment by which the 
car owner may change the tone 
of his horn. 

A few safety advocates have 
asked for an electrical intercon- 
nection between the horn and 
the speedometer. The idea is to 
have the horn start blowing auto- 
matically when a car exceeds the 
predetermined speed. In this fash- 
ion, the speeding car would an- 
nounce to the world: “Look at me 
—I'm going too fast!” 

It is obvious that even a superfi- 
cial evaluation discloses many seri- 
ous drawbacks to such a device. 
Also, in a currently topical vein, 
there is the possibility that drivers 
might have a constitutional right 
to decline using such a device on 
the grounds that it violates the 
Fifth Amendment. 

. s 


Plenty of Hog’s Hair 
Promised by Slaughterhouse 


Now that hog’s hair is due to 
become a key element in engine 
air cleaners, it is in order to in- 
quire about the potential supply of 
this material, I asked one of the AC 
Spark Plug engineers what would 
happen if several large-volume pro- 
ducers should adopt the hog’s hair 
filter as original equipment. 


Would there be an adequate 
supply of the natural bristles? 
Or would the chemist have to 
step-in with a synthetic man- 
made version of this interesting 
material? 


Our informant said the slaughter- 
houses have assured AC that, as 
long as the American diet continues 
to feature ham, pork chops and 
bacon, there will be a plentiful 
supply of hog’s hair. 


Apparently the hog slaughter- 
houses — which long have boasted 
that, in processing pigs, they “use 
everything but the squeal” now are 
to be on a par with the cattle 
people—wh6é have found oil bath 
air cleaners a ready outlet for the 
clump of hair at the end of the 
steer’s tail. 
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The battery 
backed up by 


2,000,000 miles 
of testing... 


Auto-Lite Sta-ful is tried, tested, and proved for long life 
and quick, easy starts in the coldest weather. Two years 
and more than 2,000,000 miles of testing showed the fol- 
lowing results: 
e Not one battery failed. 
e 95% gave better cold-weather starting than required 
of new batteries. 
e None of the batteries needed water more than 3 
times a year. 


You just can’t buy a better battery at any price! 


NEEDS WATER 
ONLY 3 TIMES A YEAR* 


*IN NORMAL CAR USE 


6 or 12 volts 


3 


Dry Charged ...Fresh when you buy! 





AUTO-LITE MANUFACTURES OVER 400 PRODUCTS, INCLUDING SPARK PLUGS, BATTERIES, WIRE AND CABLE, AND AUTOMOTIVE ELECTRICAL SYSTEMS . . . SOLD THROUGHOUT THE UNITED STATES AND CANADA. 
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Contused Dealer Bookkeeping 
Can Be Cleared Up 


-. things in recent years have received as much atten- 
tion as financial statements of auto dealers. 


This aspect of the dealer’s business has been the subject 
of much preachment and much sharp-shooting, but very 
little light. 


Auto makers have been accused of rigging the books so 
that it looks like dealers are making money on one depart- 
ment (new cars) and losing it on another (used cars), 
when the reverse may very well be true. 


Others sing the gospel of the volume theory, which makes 
everything look rosy after the dealer sells a certain number 
of cars 


Still others look to the dealer reserve to spell the differ- 
ence between profit and loss. 


Then we hear that the big deal is to get the service absorp- 
tion high enough so dealers can have fun selling cars for so 
much less than their fellow dealers. 


Why dealers should want to lose money on any of their 
departments is a mystery to dealers who have studied the 
science of business. 


They have been plugging for a system of bookkeeping 
which would put each of the dealer’s departments on its 
own feet, with a fair share of costs allocated to each. They 
contend that the story behind profitless trading by dealers 
is ignorance—ignorance of the true costs of selling ONE 
new car. 


Dealers, through their national organization, have tre- 
mendous facilities for research on this subject. 


They should give NADA a mandate to develop a clear- 
eut system of bookkeeping which would enable every dealer 
to know how he stands in his business. 


Some dealers may think that confused bookkeeping is to 


their advantage, but the evidence indicates that they are 
fooling only themselves. 








Coming 
Events 


Dealer Conventions 


26-27—South Carolina Automobile 
Francis Marion Hotel, 


Apr. 
Dealers Assn., 
Charleston, 

Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 6-7— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 9-1!—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 12-13 — South Dakota Automobile 
Dealers Assn., Huron, D. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 


Boston. 

May 19-2i—North Carolina Automobile 
Dealers Assn., Asheville, 
May 24-25 — New Mexico Automotive 


Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 7-9 — Automobile Trade Assn. of 
— Commander Hotel, Ocean 

ity. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 

Assn., Inc., Samoset Hotel, Rockland, 


Me. 
Sept. 8-10—New York State Automobile 


Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y. 
Sept. 8-10—Automotive Trade Assn. of 


Virginia, Hotel Roanoke, Roanoke, 
Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 
Sept. 9 — New Hampshire Automobile 
ee Assn., Lake Tarleton Club, Pike, 


Sept. 15-16—Kentucky Automobile Dealers 
i Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 15-17—Colorado Automobile Dealers 


Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — Minnesota Automobile 
Dealers Assn., Nicollet Hotel, Minne- 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 


Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
ame. Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

of. 20-2i—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 

* * * 


Auto Shows 


ttey 34 — Roanoke Rapids Automobile 

Show, Roanoke Rapids Armory, Roanoke 
Rapids, N. C. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Dec. 14-21 — Miam: Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 412— National Automobile Show, 
New York Coliseum. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 
b. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

aoe * 


General 


Apr. 25-27—International Automotive Ex- 
position (southeast jobber sponsored). 
Dinner Key Auditorium, Miami. 

Mey 9-12 — Midwest Automotive Trade 

ow, Kiel Auditorium, St. Louis. 

May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
(See CALENDAR, Page 16, Col. 1) 


30 Years Ago... 
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Automotive Cartoon 


Of the Week 


“We back ‘em in—few people pay any attention to the 
front end anymore!" 





Letterbox 


‘Getting Fed 





i ee 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Back to Independents 


I still stick by my predictions 
that the new-car market is going 
to begin to swing back to the 
independent producer in 1958 and 
will continue until the Big Three 
goes down for the count. 

People are getting fed up on this 
bigness in Government, in the auto 
industry and farm machinery in- 
dustry. Do you realize that the 
reason that gasoline is the most 
reasonably priced product on the 
market is because there are several 
hundred oil companies? That’s 
what holds the price down. 

If the oil industry were in the 
hands of five or so large oil com- 
panies the gasoline price would be 
$1.50 or $2 a gallon. Now that the 
auto industry is in the hands of 
three large companies, they are 
holding the price line. 

The new-car prices will average 
260 percent above 1939 prewar prices. 
If there were 75 to 100 auto com- 
panies, independents where they 
could cut prices, new-car prices 
wouldn’t be over 70 percent or 80 
percent above prewar prices. 

They are wasting too much ma- 
terial in the new cars. That wide, 
flat styling and them large finned 
fenders are all nonsense. The cars 


The Big Stories 


Manufactured products of all types made in the U. S. during 1925 
totalled $62,705,714,000, of which 6.6 percent, or $4,210,174,963 was man- 
ufactured by the automobile industry, according to the U. S. Census 


Bureau. 


Chevrolet Motor Co, in March smashed all previous monthly pro- 
duction records by producing 107,900 automobiles, an average daily 
output of 4,316 cars. A daily record of 5,075 cars also was established. 

The receivers’ sale of Rickenbacker Motor Co., Detroit, was ad- 
journed in the absence of satisfactory bids. It was evident from the 
nature of the five bids that no reorganization of the company is con- 
templated. Highest bid for the property in its entirety was $1,050,000, 
or 23 cents on the dollar of assets (less intangibles). 

Out of a total of 6,371,640 farms in the U. S., 505,933 own one or 
more tractors, according to the Department of Commerce, 


—From the files of Automotive News. 








ought to have the radiators out in 
front and do away with that front 
overhang. Use low Biddle, Rolls- 
Royce and Bentley-type radiators 
and be slender with individual cycle 
fenders where you can see where 
you are going. 

Some day there’s going to be 
need for the material that’s being 
wasted in the cars of today. — 
Hersert Parker, Oakland, IIl. 

> > 


Bootleg Island? 


The enclosed ads were cut from 
the Birmingham News. After read- 
ing so much about bootlegging dy- 
ing down and wild ads being toned 
down, I decided tnat, perhaps, the 
newspapers from this area were not 
making an appearance up there. 

I live in a town of about 25,000 
people and last Saturday I counted 
18 new cars on a used-car lot. 
Nearly all the cars were Chevrolets 
with a few Fords scattered around. 
This dealer told me that he was 
getting the cars for $25 over invoice. 
I was also told by a salesman on 
the lot that they were moving more 
new Chevrolets than the factory 
dealer. I took that with a grain 
of salt, but he is moving a lot of 
cars. 

Ford and Chrysler lines are hav- 
ing a field day here, Oldsmobile and 
Cadillac are moving fairly well but 
Buick is having rough sailing. The 
Studebaker dealer has taken on 
several imports and seems to be 
doing very well. We have no Nash 
or Hudson dealer here but several 
people have gone out of town and 
bought Ramblers. 

In the research department of @ 
local plant, nine people have bought 
imports within the last several 
weeks, this in a town where an 
import was almost unheard of six 
months ago. Regular gas selling 
for 36 cents per gallon might have 
had some bearing on decisions. 

If you should decide to print this 
letter in Automotive News, please 
withhold the name and town be- 
cause I would not want to be the 
cause of some factory man check- 
ing motor numbers on the new cars 
here belonging to the used-car 
dealer.—ALABAMA READER. 














1957 's surest formula for 


more new 


car sales at greater profit 


You can now Porcelainize every new car before 


delivery with sp 


and the better g 


eedy, new and improved 


LAINIZE 


PPearance clinches the sale 


jes ONE OPERATOR INA * 


- 


SINGLE STALL CAN PORCELAINIZE- 


3 TO 5 NEW CARS EVERY 


WORKING DAY 





The speed and ease of the new Porcelainize permits its use 


as part of new car make-ready, at slight additional cost. 
Contrast this slight cost with the big gains for you and 
your customers. 


The beautiful appearance helps you sell the car. You make 
an additional profit on every sale. The car buyer gets season 
after season of paint protection which only Porcelainize can 
provide, for only a few cents added to his monthly payments. 


Porcelainize superiority is so well recognized that, according 
to test, only 3% of the buyers object to the added cost. Full 
profit is made on 97 per cent. 


Give your customers the best and you'll have the best 
customers —so Porcelainize every new car before delivery. 
Porcelainize is approved for immediate use on acrylic 
lacquers by car manufacturers. 


PORCELAINIZE 
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FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 
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Case Histories from Nation's Salesmen .. . 
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Practical Problems of Selling 


Eprror’s Note: Bert Simons, 
who formerly wrote “Case His- 
tories of a Salesman,” has 
joined the staff of the Chrysler 
Training Center in Centerline, 
Mich. Through our corre- 
spondents, we are opening this 
column to the salesmen of the 
nation. 

* * + 

AL, CAMPBELL, of Clasen- 

Morse Chevrolet, Kansas City, 
Mo., tells this story: 

We ran into one of those deals 
the other day where there seems 
to be no possible way to save 
it except a miracle. So our sales 
manager performed a miracle. 

This young fellow had come 
to Kansas City from Mississippi 
to take a pretty good job. He 
meeded a car and, since his 
earning capacity justified it, he 
wanted to buy a new car. 

So he picked it out, selected 
his accessories and produced the 
downpayment, But when we 
started making out the papers, 
we found he was under age and 
would have to get his father’s 
written consent before we could 
complete the deal. 

He assured us that this would 
be easy and asked us to make out 
all the necessary papers and mail 
them to his father in Jackson, 
Miss. 


> * > 

Wwe. it turned out that get- 
ing this consent on paper 
when another state was involved 
was a lot different from doing it 
when the parent lived in the 
same state and the same town. 
There were several forms and 
all the paper work had to be 
attested by a notary public in 
Mississippi who would witness 
the father’s signature, and then 
they had to be mailed back to us. 
We mailed the papers and 
waited for a reply. The son kept 
coming in every few days or 
calling up and asking why we 
couldn’t let him have the car. 
As time went on, it was ap- 
parent that the father wasn’t 
going to sign the papers, and 


St. Louis Dealers 
Elect Jordan as 
President for 57 


ST. LOUIS. — Irvin F. Jordan 
(Chrysler- Plymouth) has been 
elected president of the Greater St. 
Louis Automotive Assn. for the 
coming year. 

Other officers are Michael J. 
Bilgere (Chevrolet), vice-president; 
C. A. Gilbert (Buick), treasurer, 
and Fay Hahn, secretary. 

Directors for a new two-year 
term included, in addition to the 
officers, Thomas E. Costello (Ford) 
and Ray Rixman (Dodge). Ed Hay- 
ward is manager of the associa- 
tion, which is starting its 50th year 
of operation. 

Dr. Kenneth McFarland, General 
Motors educational consultant, was 
speaker at the group’s annual din- 
mer meeting. 


Calendar 


(Continued from Page 14) 


General 


Show (national regional designated), 
Commonwealth Armory, Boston. 

June 16-21—Annual , American 
Society for Testing Materials Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National invention, 
Toledo. 


AUTO 
TURNTABLES 
«+ 


Manufactared by 


Macton Machinery Co. 
DYKE LANE 


Stemford 2, 
Cons. 


We saw our deal perched on the 
window sill, ready to fly out. 
The next time the son came in 
I cornered him and asked him 
if he was sure his father had no 
objections to his buying the car 
and why did he think the papers 
hadn’t been signed and returned. 
I told him we were anxious to 
hand him the keys that minute. 
+ + * 
E ASSURED me there was 
no parental objection, “Dad 
doesn’t understand all those 
papers and he doesn’t want to 






have to hunt up a notary or take 
them to a lawyer to get them 
signed,” the boy said. 

“He’s probably just doing 
nothing and thinking about it. 
Maybe they’ll come through, and 
if they don’t Ill just go back 
down there and buy a car and 
drive it up here.” 

“Well, I knew we had to do 
something right away so I ex- 
plained the deal to our sales- 
manager and suggested that he 
telephone the father in Jackson. 

We soon had the father on 


the phone. He inquired how his 
boy was getting along, and we 
told him how well he was doing. 
He said there were just too 
many papers to sign without 
taking them to a lawyer, and our 
sales manager replied: “Yes, 
that’s because you’re in one state 
and we're in another, It sort of 
complicates the deal. Now if you 
were up here you could just sign 
one paper right here without 
a notary and that’s all there’d 
be to it.” 
+ + ” 
" AIT a minute,” the father 
answered, “I want to see 
that boy and his wife anyway. I'll 
just start up there tomorrow 
morning and we'll both be in your 
office in two or three days.” 
Sure enough, about the third 


...WwWith these 


A McGRAW-HILL PUBLICATIO 


— 


day the boy and his wife ani 
his beaming father and mother 
came in to see the new car. 
Father signed, and we handed 
the keys to the son. 

“Now when they drive her 
around in front I'll take you all 
for the first ride,” he said, 

Taught us there is always a 
way if we can think of it and 
if we can’t think of it, maybe 
someone else can, as this boy’s 
father did. 


Williamson Promoted 


Directors of Tube Reducing 
Corp., Wallington, N, J., have 
elected A. J. Williamson as presi- 
dent. Formerly executive vice- 
president, Williamson joined Tube 
Reducing as a vice-president in 


1951, 





great advertisin< 
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Highways and Safety... 
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Traffic Deaths Decline 
At Increased Rate 


HE downward trend in traffic 

deaths continued even more 
strongly in February, the National 
Safety Council has reported. 

February traffic deaths dropped 
7 percent—2,540 as compared with 
2,730 in February last year. The 
January toll declined 3 percent. 
The last time there was a reduc- 
tion in two consecutive months 
was in January and February, 
1955. 


The traffic death toll for the first| 


|two months this year was 5,400— 
| down 5 percent. 

“We can’t tell yet whether this 
downturn is really significant,” said 
Ned H. Dearborn, council president. 
| “But we feel sure that the tremen- 
|dous activity generated by the 
council’s. ‘Back the Attack’ cam- 
| paign and the Governor’s Confer- 
oe is having a favorable effect.” 

= > 


HE improvement was wide- 
spread. Of the 48 states report- 


ing for February, those with fewer 
deaths outnumbered those with 
more, 25 to 22, with one state show- 
ing no change. 

For the two months, 27 states 
had reductions, 18 had increases 
and three reported no change. 
The 27 states with fewer deaths 
for two months were headed by 
Massachusetts and South Dakota. 
Both listed reductions of 45 per- 
cent. 


Cities alone were doing better 
than the nation as a whole. Among 
576 cities reporting February ex-| 
perience, the improvement over the} 


| previous February was 14 percent. 


For two months, it was 13 percent. | 
Of the 576 cities, 488 had fewer)! 
deaths or no change in deaths in| 


ic Gains in the truck-and-bus fleet field. 


y 
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February. For two months, 461 had | 
fewer deaths or no change. 
* oa + | 


N FEBRUARY, 430 of the 576 

reporting cities had perfect rec- | 
ords. Of these, the three largest | 
were Denver (415,800), Toledo (303,- 
600) and Syracuse (220,600). 


For two months, 362 cities still 
had perfect records, the three larg- | 
est being Syracuse (220,600); Nor-| 
folk, Va. (213,500) and Salt Lake 
City (182,100). 

The three leading cities in each| 
population group at the end of Feb-| 
ruary, ranked according to the| 
number of deaths per 10,000 regis- 
tered vehicles, were: 


Over 1,000,000 Population 
Detroit 
Chicago... 
New York 


150,000 - 1,000,000 
Cleveland 
St. Louis ... 

Washington ......... 
500,000 - 750,000 


Boston . 
Seattle ... 
Pittsburgh 
350,000 - 500, 


Denver ag 
Indianapolis . 
Portland, Ore. . 
200,000 - 350,000 
Norfolk, Va. 
Syracuse .. 
Toledo 


100,000 - 200,000 
Salt Lake City 
Austin, Tex. ..... 
Bridgeport, Conn. .... 
50,000 - 100,000 


EINE. ceshapbveiivocindintadbessbiues 
Winston-Salem, N, C. 


| Topeka, Kans. ................... 


25,000 - 50,000 
Muskegon, Mich. .. 
Las Vegas, Nev. . 
BOUD, BBs ceicsccscsesss 

10,000 - 25,000 
Modesto, Calif. ... 
Casper, Wyo. ...... 

St. Clair Shores, Mich 
= 


Insurance Hikes 


Linked to Design 


Automobile design has been 
named as partially contributing to 
a 25 percent boost in auto liability 
insurance rates for bodily injury in 
Chicago. 

Accidents are becoming more 
serious because of increasing horse 
power, Chicago insurance men said. 
The number of accidents also is 
increasing because the use of auto- 
mobiles is increasing. 

The rate for property damage in 
Chicago is going up 3 percent, 
partly because of increased labor 
cost and auto design. Chicago in- 
surance rate increases, effective 
Apr. 17, are part of a state-wide 
boost announced by State Insurance 
Director Joseph S. Gerber. Gerber 
attributed the boosts to increasing 
traffic accidents. 

= 





Buffalo Police Shun 
Black as Auto Color 


Police cars of various colors, in 
use by Buffalo detective squads 
in recent weeks, have proved 
highly effective, Joseph A. DeCil- 
lis, police commissioner, said. 

The cars are blue, green or 
chocolate brown and replace 
many standard black police cars. 
They are not marked in any way. 
None have two-tone paint. The 
roof radio aerial, noticeable on 
most police cars, has been elim- 
inated to help disguise the cars. 
The short-wave radio is con- 
nected with a standard radio 
aerial on the front left fender. 

* * = 


Dealers Donate 5 Cars 


Five cars for student and adult 
driver training at the San Lean- 
dro (Calif.) High School have 
been supplied by Dailey Chevro- 
let Co., Ed Chovanes’ Ford and 
Peabody Motors Inc. (Plymouth). 

” * * 


British Columbia Enacts 


New Motor Vehicle Act 


British Columbia has enacted a 
Motor Vehicle Act which is expected 
to be the forerunner of similar acts 
in other providences. 

The new act prohibits right-side 
passing except in laned areas; per- 
mits right turns against a red light 
after bringing the vehicle to a full 
stop, and provides that any person 
judged a juvenile delinquent may be 
ordered to surrender his license. 

Fines for traffic offenses would 
range from $10 to $500, abolishing 
the present varying minimum and 
maximum penalties for different 
offenses. 





USED CAR DEALERS 


We can supply you with 
CHEVROLETS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
all cars clean 


As Neer As Your Telephone 
EMKAY, INC. 


The }4-ton Transtar Pickup, with exclusive Twin Traction. 













The Packard Clipper Station Wagon opens new selling markets. 
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‘(own course 


“Balanced Volume’ Franchise 


If you’ve been piloting a “‘single-line operation” or working with two or more 
different franchises, you’ll appreciate Studebaker-Packard’s “Balanced Volume” 
Franchise. Here’s wide market coverage under a single merchandising program 
— fine cars...sports cars... low- and medium-priced cars...sedans... station 
wagons... and a full line of trucks. But, with the unique “Balanced Volume” 
Franchise you order only the units you want, when you need them. So if you 
want the advantages of.a “full-line dealership,” without the drawbacks you 
may now be working under, call or write: Dealer Development Department, 
Studebaker-Packard Corp., South Bend 27, Indiana. 


Studebaker-Packard 


CORPORATION 


Where pile of Worbmanalje comes fort! 











AUTOMOTIVE WASHINGTON 


Ode to Billboard Rings 
In Senate as War Cry 


By William Ullman 

Washington Correspondent 
A four-line verse composed by Baltimore poet Ogden Nash, 
originally intended for nothing more than light reading, 
has turned up in the Senate as the battle cry of highway 


beauty enthusiasts. 


The verse, quoted on the floor the other day by Senator 
oO SST 


Richard Neuberger, Oregon 
Democrat, goes like this: 
“I think that I shall never see 
A billboard lovely as a tree. 
Perhaps unless the billboards fall, 
Tll never see a tree at all.” 
Last year’s highway act, as prac- 
tically everyone knows, did nothing 
to outlaw outdoor advertising along 
the proposed 41,000-mile interstate 
system. Many claim that this omis- 
sion was disastrous, and the result 
is one of the most emotional Con- 


gressional free-for-alls of 
sion, Sag 

The Administra- 
tion favors a bill 
which would se- 
verely penalize 
states w hich re- 
fuse or are unable 
to control bill- 
boards. 

The plan is 
this. Congress 
would declare it 
our national 


this ses- 





William Uliman 
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policy to prevent the construction 
of billboards within 750 feet of an 
interstate highway. States would 
have until Mid-1960 to pass any 
laws to conform to the 
national policy, If the states failed 
to do this, they would be denied 
5 percent of the Federal money 
due them for building interstate 
highways. 

The Administration proposal lays 
the cost of acquiring easements 
along the highways squarely on the 
states. While the actual cost of 
obtaining these land strips hasn’t 
been pinned down yet, Federal 
Highway Administrator Bertram 
Tallamy thinks it might cost an 
average of $6,000 per mile. 


* * * 
Penalty ‘Incentive’ 

ECRETARY of Commerce Sin- 

clair Weeks told the Senate 
that the 5 percent penalty would 
really be an “incentive” for bill- 
board control, adding that a larger 
penalty might delay or interfere 
with completion of the highway in 
states that couldn’t stop highway 
advertising. 

So far, at any rate, the most 
frantic opposition to the proposal 
has come, not from the states, 
but from advertisers, motels, bill- 


board salesmen and unions, in- 
cluding the AFL-CIO. 

The favorite argument of this 
opposition seems to be that bill- 
boards are more interesting than 
plain old scenery. A congressman 
reported that one of his constitu- 
ents, a woman driver, wrote him: 

“Signs on a highway are no worse 
than railroad tracts, or sloppy 
farmyards, or junk yards or other 
unsightly areas. In fact, they are 
all designed by top flight artists 
and are good to look at.” 

A union local president wrote 
that police and sheriffs will testify 
that billboards help to prevent 
“road hypnosis.” 

An advertising man stated that 
“obviously this is just a first step 
in the direction of—let’s be very, 
very blunt and say Communism.” 

Neuberger, author of another 
bill to halt signs along the high- 
ways, called such arguments “ef- 
frontery.” 

“In other words,” he declared in 
a Senate speech, “if the billboards 
were not there, the driver might 
nod at his post because all he then 
could look at would be the spectacle 
of sky and mountain.” 

: + * 


Ads Versus Nature? 


HE senator wondered if Ameri- 
cans have become “so addicted 





The first 
Automatic Transmission 
specially designed 
for medium and 
heavy-duty trucks 


This Allison transmission is a combination 
torque converter, six-speed automatic trans- 
mission, and hydraulic retarder all in one. 


On-highway trucks are now being delivered with an 
automatic transmission developed by Allison from the 
famous TORQMATIC DRIVEs that have proved themselves 
in years of service in the heaviest off-highway haulers. 
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Here is a transmission that can hold a truck on a grade 
without riding the service brakes. It’s done with a swirl 
of oil deep inside the hydraulic retarder. 
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Here is a transmission that quickshifts at full throttle. 
No missed shifts—no wrong gears. The transmission 
automatically senses load, grade, terrain and speed. 
Your trucks maintain better schedules. 








Direct-drive lock-up engages automatically in each gear 


assuring top fuel economy. 





Drivers appreciate the no-shift driving in even the 
heaviest traffic. You simply set the selector lever in 
“Intermediate” and steer the truck. 


Allison automatic transmissions are now available in 
Chevrolet and other leading trucks. TORQMATIC DRIVEs, 
designed and _ built by Allison, will soon be available on 
many other makes. Ask your truck dealer. 


ALLISON DIVISION OF GENERAL MOTORS, Indianapolis, Indiana 
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to the drugs of the advertising in- 
dustry that we must be saved by 
its billboards from falling to sleep 
over the view of our country as 
bountiful nature gave it to us.” 

The argument over which is 
prettier, a silo or the picture of 
a toothpaste tube, could probably 
rage unabated for years and years, 
But Tallamy set down some new 
standards for settling the con- 
troversy, wisely steering clear of 
the issue of highway beauty, 

Billboards are bad, said Tallamy, 
because they confuse drivers mov- 
ing at high speeds. 

If a sign has much wording on 
it, and a driver tries to read it, 
“he is liable to run into serious 
trouble,” he warned the Senate 
Roads Subcommittee. 

Tallamy said the answer to the 
problem is not to tell a driver to 
keep his eyes on the road in front 
of him, because drivers will have 
to read a great many official signs 
along the interstate highways, 

Some of these signs will tell of 
the existence of an interchange 
ahead, and they will begin three 
miles from each interchange. Since 
interchanges will be built about 
every eight miles, there will be little 
space for billboards. 

In addition to interchange signs, 
Tallamy said there will be signs 
notifying drivers of road condi- 
tions or of filling station and 
restaurant turn-offs. 

Tallamy wants nothing to distract 
motorists from these important 
signs, and he feels commercial bill- 
boards might do this. He has 
learned, as have many drivers 
hurtling over new turnpikes, that 
it takes longer to slow down for 
turn-offs than many people realize, 
It’s going to be important for 
motorists to read every warning 
sign. 


* * * 


Permissive Signs 
S A matter of fact, the Adminis- 
tration proposal would permit, 


|in addition to official signs, signs 


advertising the sale or lease of 
property on which they are located, 
signs on land zoned industrial or 
commercial, and signs on the prop- 
erty of the businesses which they 
advertise. 

The billboard battle, like most 
fights in Congress, isn’t limited to 
two factions. A number of legis- 
lators don’t like billboards — but 
they don’t like the Administra- 
tion proposal, either. 

Roads Subcommittee Chairman 
Albert Gore, Tennessee Democrat, 
is opposed to the idea of a 5 percent 
penalty for states that can’t go 
along with the anti-advertising 
policy. He feels that Congress has 
promised the states that the Fed- 
eral Government will match their 
funds in the ratio of 90-10, and he 
doesn’t want to “renege” with a 
new penalty clause. 

He prefers the “carrot instead of 
the stick,” he said. 

Gore’s “carrot” would be Federal 
assistance to states in constructing 
roadside rest facilities, parks, recre- 
ation areas, and so forth. States 
which failed to control billboards 
would be denied this aid. 

Neuberger’s bill calls for Fed- 
eral assistance in buying up ease- 
ments along the highways, and 
provides no penalty for states 
which fail to cooperate, Secretary 
Weeks believes this proposal lacks 
teeth. 

Neuberger, on the other hand, be- 
lieves that Secretary Weeks’ bill 
has a big loophole in it, since it 
permits billboards in areas zoned 
commercial, States could get 
around the intent of the law, he 
said, simply by zoning all areas 
along highways either commercial 
or industrial. 


Employment Rises 


675,000 in Month 


WASHINGTON. — Some 675,000 
more persons were employed in 
March than in February, and un- 
employment was 239,000 below the 
February figure, according to Com- 
merce Secretary Sinclair Weeks. 
The civilian labor force increased 
by 435,000 during the month. 

The March figures were: Labor 
force, 66,746,000; employed, 63,865,- 
000; unemployed, 2,882,000. 

Weeks said that on the basis of 
definitions in use a year ago, the 
March-to-March figures showed an 
employment increase of 971,000, an 


unemployment decrease of 134,000 © 
and an increase in the civilian labor 


force of 836,000. 

























jis “overhead loadin 


making it harder to sell cars at a profit? 


Here’s how Pennzoil’s service selling program 
can improve your trading position 
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If you find fixed expenses a tough nut to crack these days, the Pennzoil proposition 
offers profitable relief. This program gets right at the heart of new and used car 
profits, because it increases both the number of repair orders and the number of 


om 


items per R.O. By building service profits that absorb overhead, it enables you to 
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make trades more profitably and increases your net on all car sales. 


Works two ways to increase your profits 


Pennzoil offers the right combination for service profits: A motor oil so good it 
eliminates all prevalent engine lubrication problems, keeps customers satisfied; 
and an easy, effective, proved customer relations program that brings in a con- 
trolled flow of profitable service business. 


PaOnTAX (ecnfizon) SYSTEM te a oe The Pennzoil Kontax System” is the most complete, most flexible and simplest 

c wil customer control method in the industry — car dealers’ favorite by 4 to 1 over any 

eT Thi) ait r _ other. It helps you sell a// your services and merchandise, even cars. It upgrades 

SERVICE -TB A ee service traffic, creates more regular customers, sells more items per R.O. — unlocks 
MEW AND USED CARS Sone IL profit potential in every phase of your service business. 
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Give your salesmen the backing of a good trading position now. For complete 
details, phone your nearest Pennzoil distributor or mail the coupon. No obligation. 





. Sales Manager, Kontax System 
1 : Pennzoil, Oil City, Pa. 
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- Get the Complete : | like the idea, but | have to be convinced. Let's get together to 
. talk it over. 


PENNZOIL ‘ Name of system | use now. 
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Profit Story! 
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MEMBER PENN. GRADE CRUDE OIL ASSN., PERMIT NO.2 
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Heavy-Duty Transmission Is Semiautomatic— 


Cutaway view illustrates features of Clark Equipment Co.'s new semiautomatic 
truck transmission. The gearbox is a five-speed synchronized transmission. It has an 
auxiliary unit, composed of a direct and underdrive gear set which are semiauto 
matically engaged to “split” the geared steps of the transmission, providing ratios 


ranging from 10.0 to 1 to 1.0 to |. 
* * * 


> ? . 


New Clark Transmission 


Helps Shift Its Own Gears 


JACKSON, Mich. — Clark Equip- 
ment Co.’s transmission division has 
developed a semiautomatic heavy- 
duty truck transmission which 
minimizes shift-lever and clutch- 
pedal manipulation and reduces the 
need for skilled gear shifting, ac- 
cording to C. H. King, vice-president. 

Called StepMatic, the transmission 
is an integrated combination of a 
five-speed synchronized transmis- 
sion and an auxiliary unit, com- 


posed of a direct and an underdrive | 


gear set which are semiautomati- 
cally engaged. 

The underdrive gear ratio “splits” 
the geared steps of the transmission. 
As a result, the StepMatic has 10 
closely spaced gear ratios. This 
means that the gear train can be 
selected for optimum engine opera- 
tion. On the basis of extensive field 
testing, Clark engineers report that 
fuel economy as well as savings in 
engine and transmission wear are 
obtained. 

Regardless of the transmission 
gear in use, the driver can obtain 
additional gear reduction and power 
immediately by “floorboarding” the 
accelerator pedal or by pushing a 
button on the dashboard or shift 
lever, as arranged to suit the truck 
builder’s option. 

This shifts the auxiliary into 
underdrive and provides additional 
gear reduction. The auxiliary auto- 
matically returns to direct drive 
when the driver relaxes the accel- 
erator pedal. With StepMatic, the 
driver does not require a high 
degree of gear-shifting skill, King 
said. 

Features claimed for the Step- 
Matic transmission include simplic- 
ity of design and construction, 
compactness and simplicity of oper- 
ation. The ten-speed unit is available 
in two sizes, Model 303X rated for 
engine torque output of 300 pound- 
foot, and approximately 5%” longer 
than the conventional five-speed 
transmission; and the 400-X, rated 
for 425 pound-foot torque and 6- 
7/16” longer than conventional five- 
speed units. 

Engagement of the underdrive 
ratio in the StepMatic is controlled 
by a speed responsive governor 
and by a kickdown switch. A right- 
angle helical gear on the governor 
shaft is driven by a drive-gear 
mounted on the input shaft. 

The kickdown switch, which 
completes or breaks the circuit 
actuating the shifting mechanism, 
can be mounted on the dashboard, 
underneath the accelerator pedal or 
on the main transmission shift 
lever. 

At engine speeds at or below idl- 
ing speed, the StepMatic unit is 
always underdrive. At increased 
engine speed, the governor makes 
contact to complete a solenoid valve 
circuit. Air or vacuum then actuates 
a cylinder which compresses a 
spring to produce force on the 
auxiliary shift lever. This tends to 
shift the unit into direct gear. 

However, the shift to direct does 
not occur until the operator relaxes 
the accelerator pedal. This produces 





the torque reversal which allows the 
clutching gear to shift into direct. 


When the engine returns to idl- 
ing speed, the governor breaks 
contact. This breaks the solenoid 
valve circuit. The return spring in 
the cylinder, aided by thrust from 
the helical sliding gear tends to 
shift the StepMatic unit into under- 
drive. This takes place when tooth 
load on the clutch teeth is reduced, 
as in normal deceleration. 


Up to this point, the controlling 
action of the governor on the Step- 
Matic unit has been described. It 
takes place within the idling speed 
range. At high speeds, the StepMatic 
unit is controlled by the kickdown 
switch. 


When the terrain, traffic or other 
operating conditions require added 
gear reduction, the truck driver 
actuates the kickdown switch. This 
breaks the circuit on the solenoid 
valve and the return spring in the 
cylinder tends to shift the unit into 
underdrive. 


This cannot be completed until 
torque reversal takes place. Instan- 
taneous torque reversal is accomp- 
lished by momentarily cutting off 
the engine fuel supply through 
action of the kickdown switch. 


Upon completion of the shift, a 
remake switch instantaneously re- 
stores the fuel supply. Also, the 
StepMatic preloads itself for the 
shift into direct, but remains in 
underdrive until the operator re- 
laxes the accelerator. 

A reverse lockout switch is pro- 
vided to prevent any upshift to 
direct while in reverse gear. When 
the main transmission case has 
shifted into reverse gear, a ramp on 
the reverse rail pushes the plunger 
in the switch and breaks the 
governor circuit. 
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GEAR REDUCTIONS 
5 SPEED O SPEED 
TRANS STEPMATIC 


VEHICLE TOP SPEED 100 TO 1.00 TO 









_128 TO 

52 TO 

__. 204 TO! 
268 TO! 

__ 343 TO! 
4.52 TO! 
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VEHICLE SPEED-MPH —= 


7.28 TO! 


10.00 TO! 


ENGINE GOVERNED 
SPEED 


5 —— VEHICLE AT REST 
ENGINE SPEED-RPM —= 


Gears by Steps— 


Diagram illustrates characteristics of 
StepMatic truck transmission developed by 
Clark Equipment Co. Underdrive gear set 
in StepMatic automatically engages, giving 
effect of 10-speed transmission. 
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(One of a series) 








Use Stainless Steel trim to sell your cars! 


The new Studebaker President Classic, shown here, 
makes good use of Stainless Steel trim, and you can use 
it to sell to the public. 

Let your prospects take a good look at the careful 
use of the Stainless trim, at the clean beauty of this 
outstanding brightwork. Be sure to emphasize that 
Stainless trim will keep its beauty year after year. 
(That’s an attractive resale point.) 

Stress the hardness of Stainless Steel trim. Stainless, 
which is harder even than carbon steel, can withstand 
pitting and corrosion, resist dents and scratches far 
better than any other trim material. Point out that 


Stainless can’t peel. Tell your customers how easy it is 
to clean Stainless Steel; there’s no worry about bleach- 
ing or discoloration by detergents. 

_ Stainless Steel, good-looking and long-lasting, typifies 
the extra value to be found in the cars you want to sell. 
Use it. 


USS 
Stainless Steel | 
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Bangkok Absorbs 90% of Imports... 
Roads Key to Thai Auto Market 


Eprrors Nore: Mrs. George M. 
Slocum, chairman of the board of 
Automotive News, is on a world 
cruise contacting key auto dealers 
and distributors on business con- 
ditions. Here is another of her 
reports: 

* = 
By Mrs. George M. Slocum 
Chairman, Automotive News 

BANGKOK, Thailand. — In this 
long-independent monarchy known 
best to westerners as the setting for 
“The King and I” 
and “Anna and 
the King of Siam,” 
the motor vehicle 
market is com- 
pletely dependent 
on road-building 
progress. 

Poor country 
roads confine auto 
travel to a 100- 
mile radius of 
bustling Bangkok, 
the modern 





Slocum 


Mrs. 
capital. 
Ninety percent of Thailand’s 
car imports are sold here, al- 
though the rural ratio is expected 
to increase as road development 

is furthered. 

In spite of government quota 
restrictions, truck sales will equal 
the 1956 rate this year, according 
to L. G. Harrison, manager of 
Butler & Webster, Ltd. (Buick- 


Good Management 
To Take Spotlight 


At Pa. Convention 


HARRISBURG, Pa. — (UTPS) — 
Business Management will be the 
theme for the 37th annual meeting 
of the Pennsylvania Automotive 
Assn. Apr, 29-30 at the Penn-Shera- 
ton Hotel in Pittsburgh. 

Service to the public, advertising, 
public relations, employe relations, 
the cost of doing business and per- 
sonnel training will be stressed. 


Among the speakers will be 
Frederick M. Sutter, NADA presi- 
dent; Walter A. Deal, Buick dealer 
from Asheville, N. C., and George 
H. Hafer, Harrisburg, legal counsel 
for PAA, 

An innovation will be “Factory 
Family” meetings, five individual 
sessions at which leading automo- 
tive industry officials will meet 
with dealers in their respective 
lines to discuss customer relations 
and public relations. 

Participating in these meetings 
will be Roy Abernethy, sales vice- 
president, American Motors; 
Charlies Jacobson, dealer relations 
vice-president, Chrysler Corp.; 
Charlies Beacham, general sales 
manager, Ford division; William 
Hufstader, sales vice-president, 
General Motors Corp. and 8S. A. 
Skillman, vice-president and gen- 
eral sales manager, Studebaker- 
Packard Corp. 

Another highlight will be a panel 
discussion on operating manage- 
ment problems. Participants will 
include W. M, McCune, Kittanning, 
NADA director and a past presi- 
dent of PAA; Dave Reese, Drexel 
Hill, director; Dave Smith, Wash- 
ington, Pa., PAA director, and John 
B. White, PAA president. 

Charles S. Frantz, manager of 
Motor Twins, Inc., Kingston, Pa., 
will serve as moderator for a panel 
to be held on the subject, “Young 
Automotive Managers.” 


Aman Sells to Endres 
Basil Aman, who has operated 
a Ford dealership in Navarre, O., 
for 23 years, has sold out to 
Stephen Endres, Massillon, who 
will do business as Endres Ford 








Chevrolet-Cadillac-GMC). Car sales, 
however, may show a decrease. 

“Since there are no finance com- 
panies and banks will not advance 
money to finance this business,” 
Harrison said, “the whole load of 
financing vehicle purchases falls on 
the distributor, This ties up a large 
amount of capital.” 

Trucks range far and wide 


Cole-Finder Takes 
Plymouth Exclusive 


CHICAGO.—Cole-Finder Corp. 
has dropped its Mercury fran- 
chise to become an _ exclusive 
Plymouth outlet, according to 
Irwin Cole, president. 

Cole started his firm in 1946 
and has become one of the na- 
tion’s largest Mercury dealers. It 
is reported that his advertising 
budget has reached $1 million a 
year and that some of his give- 
away promotions have amounted 
to $10,000 a week. 














over the country on roads which 
are impassable for cars. Registra- 
tions in 1955 totalled 32,700 trucks 
and buses and 17,100 cars. 

The port of Bangkok has been 
opened to ocean-going vessels only 
since 1954. Much dredging of the 
25-mile river route from the sea to 
the capital was necessary before the 
port could be opened. 

Dealers use all types of media for 
advertising, including television on 
a limited basis, Neon signs and bill- 
boards are used by dealers through- 
out the metropolitan area. 

Approximately 10 to 15 percent 
of the vehicles in Thailand are 
replaced annually because of ob- 
solescence, according to Harrison. 
However, the export quotas mini- 
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_ a of used-car re- |GM Dealership in Bangkok— Bras 
© probiem. Butler & Webster Lid., above, is the Ban i i 

a » gkok headquarters for Buick, Cadill 309 « 

Bangkok has about | 900,000 of| Chevrolet and GMC. Manager L. G. Harrison reported to Mrs. George M. Senet In 

Thailand’s 20,300,000 residents. U. S.| chairman of the board of Automotive News, that growth of Thailand's auto market amo 

assistance figures heavily in the| will depend entirely on completion of a rural road-building program. Ninety percent inco. 


government’s road-expansion plans. 






of Thailand's vehicle imports are sold in the Bangkok orea. 








SELLING SLANTS 


AC presents your's 





Spring Spark|P 
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T @ STRIKING PLASTIC WINDOW DISPLAY 
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Get an Action Sales Start This Spring with AC! 



















On the Financial Front... 


Brighter Profit Year 


Seen for Auto Firms 


NEW YORK.—Except for Gen- 
eral Motors Corp., improved profit 
margins in the auto industry for 
1957 are forecast by Standard & 
Poor’s Corp. 

However, the firm noted that, 
with the final quarter likely to 
benefit from 1958 introductions, a 
slight gain is possible for GM. 

Various factors combining in 
favor of Chrysler Corp. and Ford 
Motor Co. “suggest that profits... 


Revere Sales Increase 


But Earnings Decline 

Net income of Revere Copper & 
Brass, Inc., in 1956 totalled $9,590,- 
309 on sales of $250,489,010. 

In the previous year, sales 
amounted to $242,680,892 and net 
income was $11,281,984. 


OF THE MONTH 


will rise at a better rate than sales,” 
Standard & Poor’s said. 

It also predicted that American 
Motors Corp. and Studebaker- 
Packard Corp. “will recover mark- 
edly” in operating results. This was 
attributed to plant consolidation 
programs and other cost-reducing 
moves. 

Keen competitive truck pricing, 
Standard & Poor’s said, probably is 
preventing cost increases from be- 
ing fully offset in prices. 

“However, greater emphasis 
heavier, more expensive uni 
points to improved (profit) mar- 
gins for Diamond T, Mack and 

White and, except for Diamond T, 

where absence of special income 

is depressing, profits gains of good 
proportion are in prospect,” the 
firm said. 


It also predicted that Divco- 


on 
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Wayne will benefit from broadened 
lines and “some recovery is likely 


for Fruehauf Trailer said 


Standard & Poor’s. 


Co.,” 


= * = 
Commercial Solvents Sales 
Rise, but °56 Profits Slip 


Commercial Solvents Corp. re- 
ported that 1956 sales climbed $58,- 
745,254 compared with $56,623,754 in 
1955. However net earnings dropped 
to $2,830,591 from $3,451,813 in 1955. 

It also was announced that share- 
holders of CSC and Thermatomic 
Carbon Co. have approved the 
merger of Thermatomic into CSC. 
Commercial Solvents has managed 
Thermatomic since 1931 and holds 
a 68 percent interest in the com- 
pany. Eighteen shares of CSC stock 
will be exchanged for each share of 
Thermatomic. 


= . + 
DeVilbiss Sets Sales Record; 


Net Rises to $1,790,625 
Automatic paint-spraying ma- 
with more than 100 per- 
cent increase in sales, helped 
lead DeVilbiss Co. to a record 
sales year in 1956, Howard DeVil- 
biss, president, said in a report 
to stockholders. 


Company sales totalled $22,651,- 











“Why yes, we have a convertible 
to tradein! How did you know?” 





279, a 12.3 percent increase over 


Bullard 


Bullard Co., 1956 vs. 1955: Net 
sales, $42,427,247 and $30,278,284; 
net loss, $1,502,878 and $1,029,599. 
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Robertshaw-Fulton 
Robertshaw-Fulton Controls Co., 





oreat sales-loaded 
Plug Campaign! 


Here’s a selling quartet that will keep your 
cash register singing a merry sales tune this spring! 





2. UNIQUE WALL PROJECTION SIGN — Both sides of this attention- 
getter remind your customers to ‘Keep in Tune” with a new SET 


of AC Spark Plugs. 


3. A SPECIAL SELLING PLAN BOOK — Something really new! A 
big folder, jam-packed with display suggestions, sales-tested selling 
and service sales incentives . . 


“events” 


you've been waiting for .. . 


. completely organized 


Plus Terrific National Advertising Support for You! 


OUTDOOR POSTERS — Over 5000 posters from coast to coast carrying your 
Keep in Tune” theme. That’s real selling support! 


NATIONAL 


MAGAZINES — Full-color advertisements in Life, 


Look, The 


Saturday Evening Post and other leading magazines! 


NETWORK TELEVISION — Action-packed AC commercials on Wide Wide 
World, the big 12-hour Sunday show over NBC-TV. 


AC SPARK PLUG Rp THE ELECTRONICS DIVISION OF GENERAL MOTORS 


plans for stepping up your spring spark plug sales. 
4. THE AC SPARK PLUG REECHET TOOL KIT — Here's the answer 
a new, seven-piece tool kit that 
makes ALL spark plug installations fast and easy. Saves time .. . 
saves labor. Yours at a very specia® low price with an order for 
48 AC Spark Plugs. 


sce 


AC 
















CALL YOUR REGULAR 
AC SUPPLIER TODAY! 











1956 vs. 1955: Sales, $250,489,010 and 
$242,680,892; net earnings, $4,224,170 
and $3,750,427. 

* * *@ 
Improved Sales, Income 


Envisioned by Flintkote 

Sales and net earnings of Flint- 
kote Co. in the first three months 
of 1957 should “show improve- 
ment” over the comparable period 
last year, I. J. Harvey jr., presi- 
dent, reported at the annual 
meeting in Boston. 

Sales in the initial 1956 quarter 
(adjusted to a calendar year 
basis) amounted to $23,308,341, 
while net income was $778,279. 
The company changed its ac- 
counting procedure last Jan. 1 to 
a calendar-year basis from a 13- 
period year. 
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Airline Official 
Cites Fare Inequity 


Reduction in profit margins ab- 
sorbed by American Airlines and 
the industry in 1956 is a trend likely 
to continue unless airline fares are 
increased, C. R. Smith, president, 
has reported to stockholders. 

He said the airlines cannot meet 
increasing costs and provide mod- 
ern equipment and facilities, based 
on fares related to costs of 15 years 
ago. “In 1956, average airline fares 
were slightly below 1942 levels. Dur- 
ing the same period, railroad fares 
went up nearly 40 percent, without 
reflecting recently authorized in- 
creases, while motor coach fares 
rose more than 25 percent,” he said. 

« 


Fedders-Quigan Reports 
$1,373,979 Net in Half 


Fedders-Quigan Corp., Maspeth, 
N. Y., has reported a net profit of 
$1,373,979 for the six months ended 
Feb. 28, 1957, as compared to $729,- 
335 for the year ago period. 

Net sales were $33,484,159 for the 
six months, compared with $23,- 
850,667 for the year ago period. 
Second-quarter figures were $1,185,- 
798 profit from sales of $21,901,768. 
Sales and earnings both for the six 
months and the quarter were the 
highest for any comparable periods 
in the firm’s history. 


2 Cash Deusen 
Awarded Mercury 
Contest Buyers 


DEARBORN. — Bonus awards of 
$10,000 and $2,000 already have 
been won by contestants in the Big 
M Dream Car contest sponsored by 
Mercury division and Mercury 
dealers. That’s in addition to 44 new 
Mercurys which have been awarded 
the winners. 

George S. Coats, general market- 

ng manager for Mercury, reports 
that with the contests half over, 23 
states are represented among win- 
ners of new Mercurys. Residents of 
Ohio have won five Mercurys, 
and of Texas, Oklahoma and Cali- 
fornia four each. 

J. Eugene Foster, of Montgomery, 
Ala., won a $10,000 cash award in 
lieu of a new Mercury Monterey 
sedan because he had purchased a 
new Mercury during the contest. 
Josephine Trifiletti, Oaklyn, N. J. 
earned a bonus of $2,000 cash in 
addition to the Mercury Monterey 
sedan she won, because she pur- 
chased a used car from a Mercury 
dealer during the contest, 

Each week 15 new Mercurys and 
350 other prizes have been given 
away to the writer of the best last 
line for a jingle. The contest 
ends Apr, 20. 


Becker Adds Nash-Rambler 


Becker Motor Sales, Dayton, O., 
has been appointed a Nash-Rambler 
dealership. The firm will continue 
to handle Willys. : 


YAQA-OSIBNT 


THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Worgren-STEMAG. ino. 


1281 Se. Cherokee, Denver 23, Cole. 
Ask for typical sample, complete details 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 

eae courts consistently hold 

that a contract without valid 
“consideration” is void. An example 
of invalid “consideration” is in a 
late decision where a higher court 
held an automobile dealer not liable 
for his refusal to fullfill his promise 
to an automobile buyer to hold a 
repossessed automobile until the 
defaulted buyer could pay his de- 
linquent account. 

For instance, in Knoebel v. Chief 
Pontiac Co., 294 Pac. (2d) 625, the 
testimony showed: One Knoebel pur- 
chased an auto- 
mobile from Chief 
Pontiac. Knoebel 
signed a condi- 
tional sale con- 
tract which con- 
tained the clause 
that in the event 
he defaulted on 
any payment, the 
seller had the 
right to declare 
the unpaid bal- 

L, T. Parker ance to be —— 
diately due and payable. Further, 
upon " cath Knoebel’s default the 
seller could take immediate posses- 
sion of the automobile and resell 
the automobile at public or private 
sale with or without notice to the 
purchaser. 

Testimony showed that Knoebel 
became in default in the conditional 
sale contract payments and the 
automobile was returned to the 
seller, Chief Pontiac. Knoebel con- 
tacted Chief Pontiac, whose author- 
ized official positively agreed to hold 
the automobile until the following 
Aug. 10 when Knoebel promised to 
pay up his delinquent payments. 

> . . 


Car Already Sold 


On AUG. 7 Knoebel went to Chief 
Pontiac to pay up his delin- 
‘quent account and secure possession 
of the automobile. Meanwhile Chief. 
Pontiac had sold the car for $495, 








The court held: 

“There being no consideration for 
a promise to hold until certain date 
an automobile which had been re- 
possessed under the terms of a con- 
ditional sales contract, the agree- 
ment was unenforceable.” 

With respect to valid “considera- 
tion” to make a contract enforce- 
able the court explained that there 
must be a “benefit” or “detriment” 
to both the buyer and seller. 

In this respect, the court quoted: 

“The promise of a person to carry 
out a subsisting contract is clearly 
without consideration, as he is 


Sales Mark Set 
By General Tire 


AKRON. — Sales of General Tire 
& Rubber Co. for the year ended 
last Nov. 30 reached an alltime high 


| 
Ha 


record sales year for General. The 
figures include U. S. and Canadian 
operations, but do not include sales 
of RKO Teleradio. 

‘ earnings for fiscal 1956 





ecisions 


doing no more than he was already 
obliged to do, and hence has sus- 
tained no detriment, nor has the 
other party to the contract obtained 
any benefit.” 

In other words, once a sale con- 
tract is properly signed and the 
buyer breaches his agreement there- 
under, the seller never is liable on 
any subsequent promise or agree- 
ment with respect to this breached 
contract, unless the buyer pays 
some money to-the seller as valid 
“consideration” and to make the 
contract enforceable. 


For comparison, see Goodman v.| 


Mammoth, 168 N, W. 912. This court 
held that in order to constitute a 
valid “consideration” for an exten- 
sion of time for the payment of a 
debt, there must be a “benefit” to 
the creditor or a “detriment” to the 
debtor. 

In other words, the creditor must 
secure, by reason of the extension 
for payment, something which he 
could not otherwise demand from 





the debtor, or the debtor must do 


or obligate himself to do something |; 
which was not bound to do under 


the original contract. 
oe: = 


Insurance Policy Void 


LL automobile dealers must 
realize that the higher courts 

consistently hold that an insurance 
policy is a contract. Hence, if an 
automobile dealer violates or 
breaches any clause in an insurance 
policy, such policy is automatically 
and immediately rendered void. 

For illustration, in Everly v. 
Great American Indemnity Co., 
294 Pac. (2d) 109, it was shown 
that an automobile dealer named 
Everly held an automobile insur- 
ance policy which contained a 
clause that Everly, to keep the 
policy valid, would notify the in- 
surance company within 30 days 
after acquiring a new automobile. 

Everly had a wreck while driving 
a new automobile. The automobile 
was considerably damaged. The in- 
surance company refused to pay 
the loss on the grounds that Everly 
had not notified the company of 
receipt of the new car within 30 
days after the delivery of the new 
car to him. The higher court held 
that the insurance company need 
not pay the loss. 




































































































Franklin Motor Sales Opens— 

City officials joined American Motors and dealership personnel at the opening of 
Franklin Motor Sales, Inc, (Nash), Lackawanna, N. Y. From left, front row, are George 
J. Saab, president, Lackawanna Chamber of Commerce; Leo Kaczor, councilman; Walter 
Tomljenovich, council president, and Walter Holynski, dealership president. Back row, 
John Washington, Buffalo city manager for AMC; Ray Cushman, Buffalo zone sales 
promotion manager; Richard Holynski, the dealer's son; George Yoviene, fire chief; 
Mark Page, Buffalo zone manager, and D. G. Cassidy, assistant zone manager. 


SELLING SLANTS 





A tremendous new AC | 





2. CLEVER STIK-KLIP OIL AND FILTER DISPLAY — Works anywhere on 
any surface. Special clip holds actual can of your premium oil. An out- 
standing service-area companion reminder to tie-in with your maif point- 


of-sale display. 


Here’s Your AC Oil Filter Program. . . 
to Step Up Spring Sales of Filters and Your Premium Oil! 


5 = 


PROTECTION 


MATES 


for 6's and 8's 


AC 


O'L FILTERS 


and... 





3. ACTION-PACKED DEALER PLAN BOOK —A full-scale, completely 
organized approach for stepping up oil and filter sales this spring. Loaded 
with clever display ideas, customer-tested sales “events” and easy-0 
operate service sales incentives. Designed for all dealers, regardless of size! 


Plus Industry-Topping National Advertising Support! 


Backi up your spring the interest- 
oaee “Protection Mates” billboard will be seen by 
millions of motorists in 634 major 
covering every town of 


point-of-sale, 
this spring, 
over population. 


‘ey 


Big, full-color AC Oil Filter advertisements 
in Life, Look 
Millions of readers will be reminded of 
to change by the “Protection 


NATIONAL MAGAZINES NETWORK TELEVISION 


Famous stars of the entertainment world wi'! be 

Wide Wide World, "the arect MIBCITV seecaeudat 
i orid, great - 

that covers 96% of all TV sets. — 


and The Saturday Evening Post. 
need 


mest] AC SPARK PLUG r= THE ELECTRONICS DIVISION OF GENERAL MOTORS 


seo 
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Merchandising 


Memos to Dealers 


Ww" TALK a lot about upgrading 
auto salesmanship as a career, 
making it an attractive field of 
endeavor for young, well-educated 
men. 

But what happens when we hire 
such a young comer? 

Could he be a lad like this one? 
He is willing, intelligent and able. 
He gets plenty of instruction, but 
much of it disjointed, He finds it 
difficult to jell the disjointed in- 
formation into successful sales, 

On the one hand he may hear 
that the customer is king, that he 
must give a quality deal all the way 
through. Then the old-timer whis- 
pers that the public is a bum, 


By Bob Finlay 





created to be shafted by the wily 
auto salesman. 
* + * 


Just Below Robbery 


H® MAY be told that auto selling 

is a respected career, and then 
he may be riding in the car with 
his wife and hear a radio thriller 
in which a bank robber is fleeing 
in a car with his wife, with police 
bullets whizzing past. 

The bank robber’s wife, weeping, 
pleads: “John, you’ve just got to 
get out of this horrible way of 
life .. . You can even sell cars 
for a living.” 

Alex Sedoff, a veteran retail sales- 

man who heads the retail sales 
clinic at the Chrysler Training 


Center, says he and his wife ac- 
tually did hear the above conversa- 


tion on a radio program. 
* * * 


Needs Morale Boost 


Be guewe the retail salesman needs 

more than anything,” Sedoff 
claims, “is to have his morale lifted. 
He’s beaten down on all sides— 
by the public, often the dealer and 
sometimes his wife. 

“Whatever you say about the 
auto salesman, you've got to admit 
that he is the guy who will move 
every one of the six million or 
so cars to be sold this year.” 

Sedoff thinks that the training 
center, headed by Les Piot out in 
Centerline, Mich., can do wonders 
for both salesman and dealer. 


Some dealers, he said, are reluc- 
tant to spare their salesmen for the 
five-day training course, but those 
who do invariably send more men. 
Once the dealer sees the marked 
improvement which a balance 
course in training provides he is 
sold. 

. + os 


Channels Information 
7 course has a way of chan- 





: SALES MEETING sued 
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“Now, if you gentlemen will 
pardon the pun ... the meeting 
will now come to orders.” 





+ o = 
mation the salesman may have into 
successful techniques. 


“T’ve seen salesmen,” said Sedoff, 
“who have been able to stumble 


nelling the loose ends of infor- | through a few sales a month quad- 


OF THE MONTH ! 





/ Oil Filter Campaign ! 





1. SALES-APPEALING PLASTIC 


WINDOW DISPLAY 


Wham! What an eye-stopper! Sludgie’s 
fun-loving pups in deep, dimensional, full- 
color plastic, with a recess to hold a can of 
your premium oil. They mount on the outside 
of your show window. The accompanying 
window trims mount on the inside .. . 
together these items are a real sales-catcher. 


Get an Action Sales Start This Spring with AC 


CALL YOUR REGULAR 





SUPPLIER TODAY! 


CTR] and Filter Here! 
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ruple their sales after this five-day 
course.” 

It isn’t only the poor salesman 
who benefits. Sedoff says that 
plenty of $20,000-a-year salesmen 
have taken the course, and they 
are the easiest to work with be- 
cause they are always seeking 
better ways of selling. 

The first day is devoted to pros- 
pecting, the second to demonstrat- 
ing, the third to handling the trade- 
in, the fourth to closing techniques 
and the fifth to delivery, follow-up 
and service. 

The instructors mix balanced 
training with seminars in which the 
salesmen swap practical informa- 
tion, For example, a salesman from 
Brooklyn brings up a closing prob- 
lem. 


The conference leader points to 
someone in the class, 

“How do you handle that out in 
Oshkosh?” he asks, Before long the 
Brooklyn salesman is getting advice 
that has worked from a dozen parts 
of the country. 

aa * * 


Time to Shut Up 


[asns are times when it pays to 
shut up, too, Sedoff said. 

In this respect a salesman told a 
story of making his big pitch to a 
schoo] teacher, She just sat and 
looked at him. He guessed that the 
price was too high, that she was 
going to make up her mind the 
wrong way. He was tempted to cut 
his price, but decided he’d outwait 
her. 

Finally, after a long three min- 
utes, she broke the silence: 

“Would $600 down be all right?” 
she asked. 

Sedoff said that salesmen live in 
an atmosphere of cut prices and 
thus they tend to think that their 
customers are thinking only of 
price. As a result, whenever a pros- 
pect keeps his mouth closed, the 
salesman shoots him a lower price. 
When that happens, the prospect 
does start thinking of price and the 
salesman may have thrown up & 
new obstacle instead of bringing 
the prospect closer to the order. 

“Make your pitch and then shut 
up until you find what really is on 
the prospect’s mind,” Sedoff said. 

a t aa 


Keep It Simple 
OME salesmen, said Sedoff, think 
it is smart to confuse a pros- 
pect, but the smart salesman keeps 
the sale as simple as possible. 


P 
confused by all the figures on the 
order blank. 

“For that reason, they offer the 
prospect the title form first. That’s 
simple. Then they offer the next 
most simple form, By the time the 
prospect gets to the order blank, he 
is in the swing of signing and 
barely hesitates.” 


Wolfram Finds 
Evidence of Rise 
In Sales Efforts 


KANSAS CITY. — “Business is 
good for those who go out after it,” 
J. F. Wolfram, Oldsmobile general 
manager, told newsmen here at a 
breakfast press conference. 

“This is true in the automobile 
business as well as any other. For 
instance, 41 percent of our dealers 
in this area are selling more cars 
than last year. I think this is 
largely due to increased sales ef- 
fort,” Wolfram said. 

His comment reflected observa- 
tions on a nationwide tour. In key 
cities Wolfram has presided at spe- 
cial dealer meetings to unveil spring 
merchandising plans and discuss 
ways and means of better serving 
the motoring public. 

On this transcontinental trip, 
there are evidences of a strong 
sales effort being made by all types 
of business—and, of lively response 
by the buying public,” Wolfram 

said. 


He said that air conditioning 
sales are 53 percent higher this 
year than last and that Oldsmobile’s 
new J-2 Rocket engine is being 
ordered on one out of every five 
cars built. 

Wolfram was accompanied by 
Victor H. Sutherlen, general sales 
manager; R. E. Aldred, national 
business management manager; W. 
J. Buxton, national service man- 
ager, and R. E. Gifford, national 
used-car merchandising manager. 








No. 27 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


Above—The sixth National Service Council of 
Retail Service Managers holds a panel discus- 
sion with top Mercury Division marketing and 
service officials. 


Below—Each Council member receives an 
official plaque thanking him for his contribution 
to the Council. Here Harold Winkle, Service 
Manager, Harbor Motors, Long Beach, Cali- 
fornia, receives his from F. C. Reith, Vice 
President, General Manager, Mercury Division. 





MERCURY AND LINCOLN 


National Service 
Managers Council 


...better ways 
to better service 


The Mercury and Lincoln National Council of Dealer Ser- 
vice Managers is composed of 23 retail service managers .. . 
elected as delegates from Service Managers Clubs in each of 
the 23 retail sales districts. 

These Council members meet annually with top Mercury 
and Lincoln marketing and service officials to discuss all 
phases of factory-dealership service operations. 


In a democratic process the members arrange their own 
schedule of subjects they wish to present to the Council. 


From reports, suggestions and experiences—and especially 
from problems the members pose—policies that guide you 
in your day-to-day service operations are developed by all of 
us working together. 


Dealer-company relations, general service policies, service 
programs, warranty and policy procedures, and product train- 
ing are some of the areas covered. In addition, the design, 
manufacture and quality of the engine, chassis, body and 
electrical components are discussed in relation to service. 


When the meetings are over, Council members report back 
to their Service Managers Clubs with the answers to the 
questions the clubs have asked. Thus, over-all recommenda- 
tions and reports from the Council meetings go directly to 
service managers and service personnel in every Mercury 
and Lincoln dealership. 

The Council has proved to be an effective two-way com- 
munication system of ideas and opinions . . . resulting in 
better ways to better service! 

It all adds up to the kind of dealer-company relationship 
that results in better profits to you and better service to 
your customers. 


Another reason why it’s great to be a dealer in the Ford Family 


of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY #® LINCOLN ¢ CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 











- 1950, California’s lawmakers 
cracked down on the personal 
use of tax-supported vehicles. Over- 
night, many highly placed officials 
found themselves without personal 
transportation for the first time in 
30 years. 

Thousands of employes of the 
Golden State were pretty sore. Many 
had been recruited with the under- 
standing, expressed or implied, that 
State automobiles would be fur- 
nished. : 

You can’t suddenly change hu- 
man habits by a legislative direc- 

tive, especially when men have 
been led to believe that these 
habits will be part of the pay- 
check. So, an automotive man- 
mt section was created to 
lubricate the friction. The head 


lubricator was a man with sense, | 
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ideas and plenty of get-up and- 
go—Elisworth W. Scammon. 
Before Scammon took over, 
large part of the Californian’s tax 
dollar was being wasted because 
tax-operated vehicles were used for 


personal transportation, Still more| = 


: 
al’ 


was going down the drain because| @ 


of the disintegrated, inefficient oper- 
ation of its far-flung transportation 
fleet of 12,000 cars—now 18,000. 

By applying scientific fleet-man- 
agement, Scammon, in the last five 
years, reduced the cost till now it 
comes to only five cents a mile—in 
spite of steadily rising costs of 
automotive transportation in gen- 


eral. 
* * * 


Revamping the Operation 
H= SAID recently: “No other 

field has so many self-qualified 
‘experts’ as the automotive indus- 
try.” 

So the first thing he did was send 
two qualified mechanical inspectors 
into the field. Now there are 16 
regular inspectors. The money 
saved on unnecessary repairs, on 
fleet discounts for repair parts and 
through better working relation- 
ships with the shops—and flat-rate 
schedules for labor—has paid for 
the inspectors many times over. 

It was found that in nearly 
every instance the dealer of the 





Avis Firm Buys 10 Ramblers— 





make of car could make better 
repairs for less money than other 
repair shops. Scammon dropped 
the competitive bids for repairs 
of $100 and over and made ar- 
rangements so dealers could ex- 
amine cars in order to arrive at 
accurate estimates. 

A central purchasing system was 
installed. Passenger cars and pickup 











Mr. Dealer: 
Mr.Distributor: 
Why you should 


handle a Cscsck Crum 





NEW BLEND-IN STYLING 


COOL QUEEN on installation, looks custom 
styled for each car. Smooth neutral finish may 
be painted to any desired color. 


NEW LOW PRICE GIVES YOU MARK-UP 
LEVERAGE YOU NEVER HAD BEFORE 


RIE pte Be 8 


COOL QUEEN is a quality controlled preci- 


sion built unit. 


COOL QUEEN is packaged and shipped under 
Packaging Association seal of approval, guar- 
anteeing safe arrival. 


Except for a few component parts, COOL 


QUEEN is manufactured and assembled under 


one roof. 


National advertising and local sales and advertising 
kit to assist in developing your market. 


DEALER-DISTRIBUTOR FRANCHISE 
SECOND TO NONE 








MORE PROFIT TO YOU 
NEW LOW PRICE.... 


cooling .. . 
front and back. 





NEW SELLING FEATURES 
TROUBLE FREE OPERATION... 
QUICK INSTALLATION 


Tony Standish, owner of the Avis car-rental agency in Phoenix, Ariz., takes 
delivery of 10 air-conditioned Ramblers, which have been added to his fleet. At the 
delivery are, from left, M. Klein, Klein Sales, Inc. (Hudson), Phoenix; Standish, and 
Don Tanker, American Motors district manager. 


trucks now are purchased in blocks 
of 1,000 units per bid with deliveries 
staggered over a period of several 
months at the three metropolitan 
centers of Los Angeles. San Fran- 
cisco and Sacramento. 

+ = * 


More Than ‘Book’ Figure 


CAMMON made standardization 
the order of the day but, of 


SIX OUTLETS For Immediate Cooling 


COOL QUEEN provides six outlets for instant 





‘U’ SHAPED Evaporator Cooling Coil 


The “U” requires less space, yet permits 30% 


more effective cooling area. Placement of 
blower eliminates icing and produces a record 


451 CFM. _eeeuammai 





SET -N-FORGET Temperature Control 


Frio-matic temperature control with Warner 
electric clutch gives desired cooling constantly. 





KLAUSS-JOYCE Inc. 
5526 Dyer Street EM1-7136 Dallas, Texas OG 


course, it is not possible to stand- 
ardize to the degree that private 
industry does. 

Every business, as a taxpayer, is 
entitled to do business with the 
State. Therefore, price is consid- 
ered first and specifications are not 
unreasonably restrictive. But the 
day has passed when the make and 
model is determined by the impor- 
tance of the employe asking to have 
a car purchased for his official use. 

In pre-Scammon days, the 

dealer usually took the used car 
in trade without having a chance 
to see the car for appraisal, And 
if he did, he would chope off a 
bit more from the allowance to 
take care of the added wear and 
tear before the new car could be 
delivered. 


Today the State sells most of its 
old cars at auction, and more than 
90 percent of the takers are car 
dealers. Are you surprised that a 
car every Tom, Dick and Harry has 
driven 100,000 miles brings good 
prices from dealers? 


Well, five years ago you would 
have been right. But Scammon’s 
all-out program of preventive main- 
tenance with a permanent record 
on each vehicle—the recording has 
been almost 100 percent — brings 
prices that average better than the 
wholesale book. And purchasers 
line up for these state cars because 
they need less reconditioning than 
privately owned cars with less 
mileage. 

* = = 


Motor Pool Organized 


OBODY handed Scammon a 

blueprint. He kept his eyes open 
and used his head. In buying, he 
discovered that three minor items 
proved their importance out of all 
proportion to their initial cost: 
High-temperature (170 to 180 de- 
grees) thermostats, heavy-duty oil- 
bath air cleaners and oil filters. 

A State employe averages $2.45 
an hour. Thus time is money when 
a car breaks down. So inspection 
was increased to keep breakdowns 
at a minimum. This, along with 
pamphlets issued on defensive driv- 
ing and accident reviews with the 
driver, cut the current standard in- 
surance premium for $100,000 to 
$200,000 liability and $10,000 prop- 
erty damage to $26 a unit. 

The car that puts on mileage in 
the shortest time costs the least per 
mile, so Scammon set up a motor- 
pool system. 


First, it saved storage space. 
Formerly a car was assigned on 
the basis of 1,000 miles of travel 
a month, and this often was done 
in two days with the car idle the 
rest of the time. Next is speeded 
up the turnover of State cars 
without lowering the 100,000-mile 
requirement, 

There are hundreds of thousands 
of tax-supported vehicles — exclud- 
ing Federal—in this country. The 
saving of only one mill a mile in 
the operation of California’s 18,000 
State-owned cars represents nearly 
a quarter of a million dollars a year. 

Well, what are we waiting for? 
Scammon’s shown the way. 

P. S. As I see the picture, Cali- 
fornia has not only saved a lot of 
tax dollars—and we are all taxpay- 
ers—but Scammon’s program looks 
like a good deal for car dealers. 
What’s the setup in your state? 


Stewart-Warner Shifts 
Bassick Manufacturing 


CHICAGO.—Bassick Co., Bridge- 
port, Conn., a division of Stewart- 
Warner Corp., has moved its auto- 
motive and specialty hardware 
manufacturing operations to the 
Alemite and Stewart-Warner in- 
strument plant. 

It could be construed from an 
earlier report in Automotive News 
that the entire company was 
moving here. This is not the case, 
Stewart-Warner said. The other 
operations of Bassick remain in 
Bridgeport, Conn. 


Parker Promotes Three 


R, L. Greene, assistant sales 
manager, has been appointed to 
special products sales to super- 
vise all activities in connection 
with aluminum treatments mar- 
keted by Parker Rust Proof Co., 
Detroit. Also announced were the 
appointments of R. I. Peterson, 
general service manager, to cen- 
tral region manager, and C. F. 
Rasmussen, assistant service 
manager, to assistant central re- 
gion manager. 
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LIFE pre-sells locally, reaching 3 out of 5 households in the 
average community in 13 weeks, helping you sell more new 


cars in your showroom. 


Your customers see their cars come alive in 
LIFE. Readers get the excitement, the color, 
the thrill of a showroom itself. 

LIFE provides showroom presentation as only 
a magazine can . . . and LIFE provides it to 
more people, and more new-car buying people, 
than any other magazine. 


LIFE LEADS IN WEEKLY CIRCULATION 


LIFE 5,738,226 
Saturday Evening Post 4,950,061 
Look (bi-weekly) 4,191,057 


ABC Publisher Statements (June-December 1956) 


Audience source: A Study of the Household 
Accumulative Audience of LIFE. 


motoring America responds to LIFE 


An average issue of LIFE reaches 39% of all 
new-car buying households. Thirteen issues of 
LIFE build up an accumulative audience of 73% 
of all new-car buying households. 

Each week, everywhere, people respond to 
LIFE’s great words, great pictures and compell- 
ing advertising pages. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Toledo 


New-car sales in Lucas County 
(Toledo) totalled 2,120 in March, a 
gain over the 1,827 reported in the 
previous month but below the 2,153 
in March, 1956, the Toledo Automo- 
bile Dealers Assn. reports. 

Eight makes and foreign cars, 
excepting Volkswagen, were down 
last month from March a year ago, 
while 13 makes, including Volks- 
wagen, were up. In the first three 
months of 1957 sales totalled 5,735, 
against 6,281 in the same period of 
1956. 

Makes showing gains last month 
over March a year ago were: 

, 54 and 53; Dodge, 127 
and 70; Ford, 531 and 491; Impe- 
rial, 14 and 6; Lincoln, 12 and 
10; Mercury, 87 and 63; Oldsmo- 
bile, 157 and 135; Packard, 3 and 

; Plymouth, 220 and 140; Ram- 
bier, 18 and none; Studebaker, 29 


and 15; Volkswagen, 13 and none; 
Willys, 4 and 3. 

Registering declines were Buick, 
153 and 263; Cadillac, 40 and 42; 
Chevrolet, 473 and 630; DeSoto, 33 
and 35; Hudson, 0 and 7; Kaiser, 0 
and 3; Nash, 11 and 24; Pontiac, 
135 and 141; foreign (except Volks- 
wagen), 6 and 12. 

In the first three months of this 
year only seven makes showed 
gains over a year ago. They were 
Dodge, 332 and 188; Ford, 1,464 and 
1,309; Imperial, 45 and 0; Oldsmo- 
bile, 445 and 422; Plymouth, 594 and 
507; Rambler, 40 and 0; Volks- 
wagen, 25 and 0.—(George E. Toles.) 

* = * 


Miami 
New-car sales have shown a pick- 
up the latter part of March and 
early in April in the Miami area. 
Business has been generally satis- 
factory. 
Increasing competition has been 


noted among some foreign models, 
notably Volkswagen, with Mercedes 
and Volvo making their appearance 
here for the first time—(George S. 
Connell.) 


* * 


Detroit 


Detroit dealers sold 15,317 new 
cars during March, an increase of 
18 percent over the previous 
month’s total of 12,958. 

In March, 1956, the total was 
13,312. 

Ohrysler Corp. continued to in- 
crease its share of the total 
accounting for 25.66 per- 
cent of all new cars sold 
the month. Ford Motor Co. had 
35.61 percent of the market; 
General Motors, 36.04 percent; 
American Motors, 1.25 percent; 
Studebaker- 0.32 percent, 
and miscellaneous, 1.12 percent, 





in parentheses): Ford, 4,234 (27.65|the corresponding period of last 
percent); Chevrolet, 2,642 (17.25); | year. 


Plymouth, 2,015 (13.15); Mercury, 
1,104 (7.21); Dodge, 995 (6.50); 
Buick, 899 (5.87); Oldsmobile, 887 
(5.79); Pontiac, 576 (3.76); Cadillac, 
516 (3.387); DeSoto, 420 (2.74); 
Chrysler, 355 (2.32); Rambler, 158 
(1.03); Imperial, 146 (0.95); Lincoln, 
114 (0.74); Studebaker, 40 (0.26); 
Nash, 21 (0.14); Hudson, 13 (0.08); 
Packard, 9 (0.06); Willys, 7 (0.05); 
Continental, 2 (0.01), and miscel- 
laneous, 164 (1.07). 

New-truck registrations in 
March totalled 699, a decline of 
14 percent from the 815 recorded 
in February. In March, 1956, new- 
truck registrations amounted to 
1,206. 

March registrations and penetra- 
tions of new trucks were: Ford, 
312 (44.63 percent); Chevrolet, 220 
(31.47); Dodge, 64 (9.16); Interna- 
tional, 22 (3.15); GMC, 18 (2.57); 
Diveo, 12 (1.72); Mack, 6 (0.86); 
Autocar, 5 (0.72); Studebaker, 2 
(0.29); Willys, 1 (0.14), and miscel- 
laneous, 37 (5.29). — (Robert M. 
Lienert.) 


* * * 


New Orleans 


New-car sales in New Orleans for 


By individual make, registrations | March totalled 2,258, which was two 
for the month were (penetration | less than February and 45 less than 


For the fastest-selling line of all 







CARBURETERS 


Here’s a tremendous business opportunity for you. A market with 
built-in acceptance that makes all roads lead to you... when you 


What a great, constantly-growing market CARTER 
creates for you! A leading manufacturer of complete, modern auto- 
motive fuel systems ... millions of cars on the road today are factory- 
equipped with CARTER Corbureters, Fuel Pumps, Fuel Filters. And 
the same CARTER products are the popular choice for service. 






stock and sell CARTER! See your CARTER Supplier for complete details. 


CARTER 





# FUEL 
SYSTEMS 


FUEL PUMPS 


FUEL FILTERS 


CARBURETOR 





Truck sales for March amounted 
to 298, compared with 247 in Feb- 
ruary and 284 for the like period of 
last year. 

Individual car sales by makes 
were: Chevrolet, 680; Ford, 563; 
Plymouth, 264; Pontiac, 153; Olds- 
mobile, 113; Mercury, 96; Buick, 
94; Dodge, 88; Cadillac, 69; 
Chrysler, 49; DeSoto, 22; Volks- 
wagen, 22; Studebaker, 19; Lincoin 
11; Hudson, 7; MG, 6, and Pack- 


ard, 1, 

Individual sales by trucks were: 
Chevrolet, 150; Ford, 93; Interna- 
tional, 28; GMC, 9; White, 6; Dodge, 
4; Diamond T, 3; Studebaker, 2, 
and Mack, 2, — (Gordon Hebert.) 

a ® ca 
Louisville 

March was another slow month 
for new-car sales in Louisville, as 
registrations totalled 1,720, com- 
pared with 1,530 in February and 
1,600 in January. 

The first-quarter total of 4,850 
compared with 6,161 in the cor- 
responding period of last year and 
ay in the first three months of 


March registrations by makes 
were: Ford, 530; Chevrolet, 473; 
Oldsmobile, 146; Buick, 130; 
Plymouth, 128; Pontiac, 77; Mer- 
cury, 76; Dodge, 28; Cadillac, 24; 
Volkswagen, 22; DeSoto, 20; 
Chrysler, 19; Hudson, 12; Im- 
perial, 7; Lincoln, 7; Nash, 6; 
Studebaker, 6; Hillman, 3; Willys, 
2; Austin Healey, 1; Jaguar, 1; 
MG, 1, and Morris, 1. 

March new-truck registrations 
amounted to 153, compared with 
158 in February. The first-quarter 
total was 483, compared with 626 
last year and 610 in 1955. 

By make, new-truck registrations 
in March were: Ford, 76; Chevro- 
let, 50; International, 12; Dodge, 4; 
Mack, 2; Studebaker, 1; Voiks- 
wagen, 1; White, 1, and miscellane- 
ous, 1—(A. W. Williams.) 


Manhattan, Kans. 


March new-car registrations in 
Riley County (Manhattan), Kans. 
jumped ahead of February sales, 
112 to 54. 

Although March held the advan- 
tage of more selling days than 
February, opinion of most dealers 
was that a better feeling towards 
new car purchases was evident. 

Dealers felt that with the ad- 
vent of much needed moisture 
over the farm belt, sales should 
continue on the upgrade from 
now on. 

Increase of sales also extended 
into the used-car department, There 
were 343 registrations, against 317 
in February. 

New-truck sales increased from 
four in February to seven in March. 
Used-truck sales also gained in the 
same period, 30 to 25.—(George M. 
Hunholz.) 


> . 7 
Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati) during 
March totalled 3,800 units, com- 
pared with 4,150 in the like month 
of 1956. 

New-car registrations by make 
were: Ford, 852; Chevrolet, $759; 
Plymouth, 524; Buick, 366; Oldsmo- 
bile, 336; Pontiac, 208; Dodge, 170; 
Mercury, 153; Cadillac, 69; Rambler, 
61; Chrysler, 55; DeSoto, 53; Impe- 
rial, 27; Studebaker, 25; Volks- 
wagen, 23; Hudson, 13; Nash, 13; 
Lincoln, 10; Packard, 6; MG, 3; 
Willys, 1, and miscellaneous im- 
— cars, 9. 

ew-car registratio 

in Se se 806 units, 

while vrole' ms to- 
al 10. registratio 

ew-truck registrations in March 
totalled 254 units, as nst 

March, 1956. ” —_ -" 

New-truck registrations by make 
were: Ford, 97; Chevrolet, 51; In- 
ternational, 41; Mack, 17; General 
Motors, 15; Reo, 8; Willys, 6; Dodge, 
6; Diveo Twin, 4; Studebaker, 3; 
White, 3, and Diamond T, 2— 
(Frank Kappel) F 


# + 
Pittsburgh 
New-car registrations in the 
Pittsburgh area during the week 
ended Apr. 6 were “considerably 
lower” than in the previous week, 


according to the Bureau of Business 
Research of the University of Pitts- 


The bureau's seasonally 
index of general Seas aay 
stood at 111.5 percent of the 1947-49 
(Continued on Page 33, Col, 1) 
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(Continued from Page 32) 


average. It had been 112.3 percent 
a month earlier. 

The steel ingot rate edged up 
during the week to 95 percent of 
practical capacity.—(Leon M. Lef- 
fingwell.) . ie 

Providence 

New-car registrations in Rhode 
Island in February totalled 1,652, 
compared with 2,088 in the same 
month a year ago. 

Figures compiled by the Rhode 


Island Automobile Dealers’ Assn. | 


indicate Ford paced the field with 


Firms to Spend 


$8.4 Billion for 
67 Expansion 


WASHINGTON. An annual 
survey by the Securities and Ex- 
change Commission reveals that 
U. S. manufacturing firms and 
public utilities intend to obtain 
$8.4 billion for capital expenditures 
this year, compared to $7.9 billion 
last year. 

However, the SEC hastens to note 
that this projection is subject to 
considerable change since it repre- 
sents business intentions and is not 
a forecast. 

The intended '57 capital expendi- 
tures amount to $4.2 billion for 
manufacturing companies and $4.1 
billion for public utilities. In 1956 
the manufacturers spent $5 billion 
and the utilities $2.8 billion for this 
purpose. 

The SEC survey indicated that 
the 1957 financing is expected to 
consist of $5.2 billion worth of bonds 
and notes, $1.7 billion worth of 
equity financing and $1.4 billion 
worth of bonds. These figures are 
rounded and will not necessarily 
add to the exact totals. 


59 Nations Exhibit 
At Trade Fair 


NEW YORK.—The United States 
World Trade Fair, which opened 
Apr. 14 and closes Apr. 27 at the 
New York Coliseum, features na- 
tional exhibits from 59 countries 
and commercial exhibits from all 
over the world. 


More than 100,000 buyers for re- 
tailers and distributors are expected 
at the trade sessions of the Fair 
and about one million of the gen- 
eral public are expected at the pub- 
lic sessions. 

The Fair was organized by the 
Charles L. Snitow Organization to 
boost international trade. Cooperat- 
ing are the White House, the Fed- 
eral Government and the Depart- 
ment of State. 





56 Begin Classes 
In Dealer School 


DETROIT. — Largest class in the 
history of the Chevrolet Dealer Sons 
School has been enrolled for the 
45th session which opened here 
Apr. 1. 

Fifty-six men, including two from 
Canada and one from Vienna, Aus- 
tria, have been selected from among 
hundreds of applicants to attend 
the six-week course in modern 
dealership management, Top Chev- 
rolet executives serve on the faculty. 

The school, established 19 years 
ago, has graduated more than 1,700 
dealer representatives, 





Friedel Accuses Makers 
_ Of Laxity on Safety 


WASHINGTON. — Laxity in 
making “proven safety devices a 
Part of standard car equipment” 
was charged against the auto 
industry last week by Rep. Samuel 
N, Friedel, Maryland Democrat. 





376 while Chevrolet was second 
with 


338. 

Registrations for other makes 
were: Plymouth, 203; Oldsmobile, 
147; Buick, 93; Dodge, 83; Pontiac, 
78; Mercury, 67; Chrysler, 54; Cadil- 
lac, 43; Nash, 37; DeSoto, 33; Lin- 
coln, 20; Studebaker, 14; Imperial, 
12; Hudson, 3; Packard, 2, and 
miscellaneous, 44. 

New-truck registrations totalled 
77, as against 135 in February, 1956. 
—(Thomas L. Forbes.) 

+ + * 


Cleveland 


Registrations of new cars in the 
Cleveland area during March 
totalled 7,993, a gain of 34 percent 
over the February count of 5,972. 

For the first quarter, new-car 
sales amounted to 19,810, about one 
percent below the comparable year- 
ago period. 

March registrations by make 
were: Ford, 1,818; Chevrolet, 1,- 
469; Plymouth, 1,047; Buick, 674; 
Oldsmobile, 591; Dodge, 504; Mer- 
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cury, 445; Pontiac, 425; Chrysler, 
218; DeSoto, 210; Cadillac, 207; 
Imperial, 75; Rambler, 62; Lin- 
coln, 54; Studebaker, 53; Volks- 
wagen, 53; Nash, 18; Hudson, 10; 
MG, 10; Packard, 10; Metropoli- 
tan, 9; English Ford, 6; Volvo, 6; 
Morris, 5; Renault, 4; Hillman, 3; 
Borgward, 2; Jaguar, 2; Citroen, 
1; DKW, 1; Mercedes, 1; Porsche, 
1, and Triumph, 1. 


New-truck registrations in March 
totalled 609, up 71 percent over 
February’s 355. By make, they were: 
Ford, 208; Chevrolet, 169; Dodge, 
59; International, 51; White, 38; 
GMC, 26; Divco, 19; Willys, 18; 
Volkswagen, 9; Mack, 5; Stude- 
baker, 5; Brockway, 1, and Reo, 1.— 
(Sanford Markey.) 


* = * 
Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., during March totalled 1,597 
compared with 1,514 in February. 

By makes, registrations were: 
Chevrolet, 495; Ford, 450; Buick, 





144; Oldsmobile, 89; Plymouth, 84; Discuss Auto-Lite Ad Program— 


Pontiac, 82; Mercury, 58; Dodge, 37; 
Cadillac, 35; Chrysler, 22; DeSoto, 


D. B. Seems, center, advertising vice-president, Electric Auto-Lite Co., Toledo, tells 


22; Nash 21; Volkswagen, 20; Lin-| M. H. Smith, left, Auto-Lite general sales manager, replacement sales, and Robert 
coln, 10; Studebaker, 9; English) Price, battery merchandising manager, what the Auto-Lite Battery Classified Telephone 
Ford, 5; MG, 3; Austin, 2; Morris,| Tie-In will mean to dealers in this year's greatly expanded consumer program. The 


1, and Willys, 1—(Stuart Riddle.) 


promotion will be used in all Auto-Lite consumer advertisements. 





¥* some of the more than 100 places where ENJAY BUTYL works, silently 
and dependably, helping to improve the performance of today’s new cars. 


ENJAY BUTYL-— fabulous all-weather rubber 





BOOSTS PERFORMANCE IN ’57 CARS 


Molded into more than 100 parts, this super-durable, all-weather rubber helps 
provide a steadier, softer, more silent ride under even the most strenuous condi- 
tions of stress, weather change, and abrasive action. The dependability of all 
these parts contributes to the outstanding performance of the modern car. 


Readily available in non-staining grades, Enjay Butyl rubber can be compounded 
into white and light-colored parts that combine beauty with top-notch perform- 


ance. Low in cost, it out-performs and out-lasts all other rubbers formerly used, and 
may well be able to cut costs and improve performance in your product. For further 


BUTYL 


information, and for expert technical assistance, contact the Enjay Company. 


Pioneer in Petrochemicals 


ENJAY COMPANY, INC., 15 West Sist Street, New York 19, N. Y. 
Akron + Boston + Chicago + Los Angeles » New Orleans + Tulsa 


Enjay Butyl is the greatest rubber value 
in the world . . . the super-durable rubber 
with outstanding resistance to aging « 
abrasion « tear « chipping « cracking « 
ozone and corona + chemicals + gases « 
heat « cold + sunlight + moisture. 








) [SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65%) 
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2 SIZES 


1. LONG JOHN for WAGONS 
74” Long in UP Position—90" Flat 
2. STANDARD for All Cars 
56” Long in UP Position—72” Fiat 
Miller Saddles Lock on 














FITS ALL CARS! 
CLAMPS SECURELY! 
ON or OFF in a Jiffy! 


NO HOLES TO DRILL! 


AGENTS—JOBBERS 
Several Good Territories Now Open! 












































MILLER MFG. CO. 17638 Ga. River, Detroit 27, Mich 
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Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


ee, Germany. — Goliath, 

one of the three enterprises 
which Dr. Borgward owns in Bre- 
men, made a rather poor showing 
in 1956. 

The blame has been put on 
the fact that Goliath stuck to 
the two-cylinder, two-cycle en- 
gine. The two-cycle trade has 
taken a beating since the war. 
The two-cycle engine in the very 

cheap cars has been accepted by 
the public but shunned in cars 
priced higher than the Volkswagen. 

Goliath now has come out with 
a new power plant which went 
quite a ways in a new direction. 
Using the four-stroke cycle for the 
first time, Goliath apparently de- 
cided to make it outstanding from 
the start. 

This new engine—a boxer or flat- 
opposed type, four cylinder—has a 
block made from light alloys and 
utilizes wet cylinder sleeves. 

It delivers about 43 SAE horse- 
power, has overhead valves and, 
it is claimed, attains “perfect 
balance” of the crankshaft with- 
out weights. It looks a bit like the 
VW engine, except it is water 
cooled. 


Front wheel drive is featured, the 
engine far ahead, and the trans- 
mission— with four synchronized 


forward speeds—is behind the dif- 
ferential. 
The engine also will be used in 


the one-ton express truck by Goliath. 


The car has been priced at about 
$1,500 in Germany. 
o aa = 


Marriage at Simca 


I AM happy to report that Aronde 
and Vedette have been married 
and their child will be known as 
Ariane. 

What happened is that a num- 
ber of car buyers wanted a room- 
ier car than Aronde but without 
the small V-8 engine, a luxury 
in France. 

So, mechanical parts of Aronde 
have been put into everything else 
of Vedette. Ariane is what the 
French call a sept chevaux—seven 
horsepower by the old taxation 
formula, It has 48 horsepower, room 
for six, four cylinders and sells in 
Paris for 725,000 francs, or about 
$1,812.50. 


Mercedes New Features 


CEDES, for sure, will come 

up with new technical features 

at the Geneva Auto Show in 

Switzerland, as it does each time 
a show is on hand. 

In order to give the extremely 

fast 300 SL roadster a bit more 

comfort than a racer would have, 





Air-Conditioning Rise Seen... 


More Cool 


FORT WORTH.— The future of 
automotive air conditioning is 
bright and 1957 should be an excel- 
lent year, according to A-R.A. Mfg. 
Co., a pioneer in this field. 

G. W. Derby, sales vice-presi- 
dent, expects his company to 
greater sales gain in 1957 
1956 — and in 1956 the 


According to A. R. A., “The auto- 
mobile air conditioner has sprung 
to life just as did commercial and 
residential air conditioning — by 
leaps and bounds. At first, only 
the wealthy could afford it. Today, 
it is being erased from the ‘luxury’ 
list.” 

Last year, air-conditioned vehi- 
cles accounted for only 3 percent 
of automobile production. A-R.A. 
commented, “This figure shows that 
the market has barely been tapped, 
and the industry expects to make 
its biggest stride this year.” 

Comfort and health were among 
the reasons for this prediction. The 
company also noted that “as sales 
have climbed, costs have dropped.” 

Pointing to its own product, A. 
R. A, said it produces units that 
may be taken out and reinstalled 


Schloss Sues S-P; 


Claims Breach of 


‘Exclusive’ Rights 


SAN FRANCISCO. — Ansel J. 
Schloss, Inc., has filed a $497,000 
breach of contract suit against 
Studebaker-Packard Corp. 

Schloss contends that S-P granted 
him exclusive rights in February, 
1955, to sell Studebakers on Van 
Ness Ave., San Francisco’s Automo- 
bile Row, and that Harvey Motors 
later opened a Studebaker dealer- 
ship only seven blocks away on 
Van Ness. 

Schloss acknowledged that he 
signed another franchise after 1955 
that did not include the exclusive 
rights, but, according to the suit, 
he signed it without reading it, as- 
suming there was no change in the 
agreement. 

The $497,000 was said to represent 
lost potential profits and loss from 
settlement of a long-term lease on 
the dealership’s Van Ness Ave. 
headquarters. 


Cars in °57 


if the owner changes cars. Should 
he decide not to remove it, the 
unit enhances the resale value of 
the car. 

A.R.A. manufacturers five types 
of units. There is a trunk model, 
one that fits under the instrument 
panel and another unit for station 
wagons. There’s also an ambulance 
model and a custom-built unit for 
the Ford Thunderbird. 

The models are sold for factory 
and field installation—in garages, 
specialized service shops, automo- 
tive supply stores, jobbers and to 
new-car dealers. The company also 
= ® widespread distributor sys- 


Asked if a change is seen, for 
the future, away from field instal- 
lations toward original equipment, 
Derby said, “For a period of years 
yet, we believe both will increase 
in a growing market.” 

Another object of speculation is 
whether a smaller, more-compact, 
lower-priced air conditioner will 
be developed in the future, 


Speaking for his company, A. L. 
Voggenthaler, A.R.A. manufactur- 
ing vice-president, said, “We believe 
that peak cooling always will be 
desired. We will not sacrifice maxi- 
mum performance either to reduce 
size or lower the price of the unit. 

“We have pioneered auto air con- 
ditioning and believe our present 
favorable position in the field 
results from sound, well-established 
engineering with a constant objec- 
tive of providing the maximum 
cooling comfort.” 
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Rear Springing— 


Mercedes has permitted softer rear 
springing. 

In order to step up “spring re- 
sistance progressivity”—especially 
when both independently sprun 
rear wheels should be “up” 
Mercedes installed a third coil 
spring between arms. 

These arms are each operated 
from one side of the suspension and 
compress the third spring. 

Also used on this car are unitized 
lighting containers which incor- 
porate headlights, fog, parking and 
directional lights in one housing. 

Elegant luggage, especially fitted 
for the speed-roadster has been pro- 
vided as an extra. 

* * af 


Europe Is Curious 


ee are wondering why 
U. S. manufacturers do not 
proceed with the development of 
new, economical six-cylinder en- 
gines which would improve the 
export position of their cars. Es- 
pecially in those countries which 
are not able economically to use 
the big V-8s. | 





A New ‘Child’'— 


This is the result of the “marriage” of 


Aronde and Vedette. It is called Ariane 


and embodies the mechanical parts of 
Aronde and everything else of Vedette. It 
has 48 horsepower, room for six, four cyl- 
inders and sells for about $1,812.50 in 
Paris. 






” 


Goliath's New Engine— 


This is the new power plant adopted by 
Goliath, of Germany. The block is made of 
light alloys and delivers about 43 SAE 
horsepower, has overhead valves. Goliath 
claims that it attains “perfect balance" of 
the crankshaft without weights. 

a 





The Mercedes 300 SL roadster utilizes the above rear springing system. The third 
spring is employed, it was said, to step up “spring resistance progressivity,” espe- 
cially when both independently sprung rear wheels are up. The arms are operated 
from each side of the suspension and compress the third spring. 











Next month New Yorkers—in city 
and suburbs—will buy an estimated 


99,10/ 


new Cars 


more new cars than will be sold 








in any other market in the country™ 


*Probably, that is, but with the record for years back 
as support, this is a pretty safe prediction. 





Biggest salesman in your 


biggest market is The New York Times. 
Are you using it as much 
and as often as you should? 


ented in Detroit by Sawyer Ferguson Walker 














SAFETY PANELS—fFor continuous pro- 
tection and avtomatic operation of un- 
attended or remotely-controlied engines, 
the Instrument Division, Stewart-Warner 
Corp., 1826 Diversey Pkwy., Chicago 14, 
ii., has announced safety panels that 
automatically shut off engines should oil 
pressure drop to a dangerously low level 
or engine woter temperatures rise to a 
dangerously high point. Available for both 
battery and magneto-type ignitions, the 
panels can be used on 6, 12, 24, or 32- 
volt circuits. The panels include precut 
holes for the insertion of a Stewart- 
Warner tachometer, Hobbs hour meter or 
other instruments or gouges as needed in 
any particular installation. 

* * > 





VALVE REFACER—A streamlined valve 
refacer to meet modern car specifications, 
with an added claim of simpler operation, 
is being offered to the automotive service 
field by Thor Power Tool Co., 181 N. 
State St., Avrora, Ill. Improvements in- 
clude a precision collet in the valve head 
for smooth, accurate grinding of the valve 
face in perfect concentricity with the valve 
stem, within rigid tolerances demanded by 
today’s high compression engines, it is 
claimed. The grinding unit has a larger 
(five-inch) grinding wheel with equipment 
for wheel dressing. The Model 300 also 
contains a butt grinding wheel with at- 
tochments to square up valve stems, rocker 
arms and tappets. 

a ae 


Alemite Issues Catalog 
Of Lubrication Fittings 
Alemite has produced a catalog 
of lubrication fittings as a guide 
to selection of the right fitting, 
This catalog lists fittings, from “ 
the “pin type” to the newest, as 
well as those developed for 
special purposes. 





BUFFING PAD—A buffing pad, known 
as Saf-T-Edge, and specifically engineered 
to follow the contour of even the most 


radically designed ccrs, has been an- 
nounced by Luster Products Corp., Box 803, 
Lansing, Mich. Saf-T-Edge pads fit all 
types of polish machines and ore gvar- 
anteed to prevent paint burn and elimin- 
ate streak or swirl, it is claimed. The pad 
is 81% inches in diameter. 
. sc 2 


Low Profile Building 
Announced by Butler 

A low profile, pre-engineered 
metal building having a roof pitch 
of 1 in 12 has been announced by 
Butler Mfg. Co., Kansas City. 

Butler said that while imparting 
the general appearance of the fiat 
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8000 W. Chicago Ave., Detroit 4,| — 


roof design, the low pitch retains 
advantages of a gable roof, The 
buildings are especially suited for 
use as supermarkets, showrooms, 
factories, warehouses, schools, gym- 
nasiums, retail stores, community 
buildings and shopping. centers, 
Butler said. 


:§ &s 


TIRE GAUGES—A line of tire gauges, 
featuring nylon bars, has been marketed 
by Acme Air Appliance Co., Inc., 100 
Hinsdale St., Brooklyn 7, N. Y. Individual 
gauges are available for use on cars, 
trucks and tractors. 





ONLER—The Pre-Matic oiler is said to 
insure instant engine lubrication by in- 
jecting engine oil under pressure into the 
oil system before the engine is started. 
This is said to insure that all parts reached 
by the oil system have been separated ‘b: 
a film of lubricant before any movement 
takes place. The unit, about the size of 
an oil tilter, is produced by Pre-Matic 
Mfg. Co., Portland, Ore. Once installed 
and properly connected the oiler is fully 
automatic in operation, it is claimed. 

* * ® 


Big-Capacity Lathe 
A new lathe, designed for ma- 
chining tubing, shafting and other 
long work, has been developed by 
South Bend Lathe Works, South 


Bend 22, Ind. The lathe takes up 
to 129 inches between centers. 





ALUMINUM GRATING — An aluminum 
grating that is said to meet the demands 
of the construction and maintenance in- 
dustries for heavy and versatile usage has 
been announced by the Klemp Metal 
Grating Corp., 6601 S. Melvina, Chicago 
38, Il. The RR type aluminum grating is 
especially designed to retain the combined 
advantages of a rectangular opening and 
riveted gratings. This grating remains 
structurally rigid regardless of cutouts 
located in any part of the panel, it is 
claimed. RR grating is easily cleaned and 
offers greater durability under severe load 
conditions. 














GRIP RING TOOL—The Waldes Trvarc 
grip ring assembly tool, manufactured by 
Waldes Kohinoor, Inc., 47-16 Austel Place, 
Long Island City 1, N. Y. Known as model 
GR, the tool is designed for Truarc Series 
5555 grip rings, the tool spreads the ring 
to the exact diameter required for in- 
stallation, automatically prevents over- 
spreading and subsequent permanent set, 
it is claimed. The tool is manufactured 
currently in three sizes: GR-15, GR-18 
and GR-25. The GR-15 is designed for a 
Truare Series 5555-15 ring, which is seated 
over a shaft 5/32 of an inch in diameter; 
the GR-18 accommodates the Series 5555- 
18 ring, for a shaft 3/16 of an inch in 
diameter; the GR-25 is for Series 5555- 
25, or Y%-inch ring. 


se 

POWER PLANE—A 16-inch power plane, 
the model 150P, has been introduced by 
the Porter-Cable Machine Co., 108 Ex- 
change St., Syracuse 8, N. Y. Available 
with accessory Y, % or 1% HP motor, 
the new plane delivers the high r.p.m. 
performance necessary for a finished 
surface that requires no sanding. The 
operating speed of the 150P eliminates 
chipping even on laminates, it is claimed. 
A 2%-inch spiral cutter removes up to 
3/32 inches of wood at each stroke, with 
a simple depth control permitting ad- 
justment even while planing. The 150P 
cuts any angle from minus 15 degrees 
to plus 45 degrees. Overall measurements 
are 16 inches long, 6 inches wide and 
7% inches high, with a net weight of 4% 
pounds. The frame is polished aluminum 
with stainless steel shoe plates. 

* * * 





DISPLAY CARD—A fuel line display card 
that holds 10 selling types of flexible 
fuel lines ready for installation is now 
available to automotive service ovtlets 
from E. Edelmann & Co., 2332 W. Logan 
Bivd., Chicago 47, ill. The colorfully 
printed 11-by-16-inch easel card, suitable 
for counter, bench top or wall hanging, 
is included at no extra cost with the 
No. 418 fuel line stock. This group of 
10 Edelmann “pressure-bonded” copper 
clad flexible fuel lines has been specially 
selected tc include only popular numbers 
for cars from 1932 to 1955. 

a a 


Neutral Primer Surfacer 


Announced by Ditsler 

A quick-drying neutral gray lac- 
quer primer surfacer has been an- 
nounced by the Ditzler color divi- 
sion of Pittsburgh Plate Glass Co., 


Mich. 

Ditzler said the primer surfacer, 
San Quick Neutral DZL-3600, has a 
high solid content, requiring fewer 
coats for proper filling. It feathers 
with no splitting or chipping and 
has excellent adhesion and color 
holdout, Ditzler said. 

* * 


* 





BUCKET PUMP — A portable bucket 
pump featuring an exclusive patented 
“Adjusto Lever,” said to make it easy 
to pump either oil or grease in the 
coldest weather and at pressures of 2,500 
to 5,000 pounds has been announced by 
the Alemite Division, Stewart-Warner 
Corp., 1826 Diversey Pkwy., Chicago 14, 
Il. Available in seven models for all types 
of lube fittings, the bucket pump features 
@ gasket sealed cover eliminating dirt, 
moisture from the lubricant and spillage 
on the job. An exclusive Dynamic Primer 
insures constont delivery and new foot 
valve assures full pressure at every stroke, 
using any lubricont, in any weather, it 
is claimed. It hes a capacity of 35 pounds. 


. 





WRENCHES—The S-K/Lectrolite line of 
wrenches has been expanded with the 
introduction of the S-K/Lectrolite Adjust- 
able Wrenches, according to Lectrolite 
Corp., Defiance, O. The new adjustable 
wrenches are said to incorporate three im- 
portant advances in design. The jaw has 
been designed so that the wrenches give 
a true hex fit Gat all openings; easier 
operation has been assured by utilizing 
a larger knurl; and the design eliminates 
protrusions at the head with the jaw 
closed. The wrenches are monvfactured 
in four different lengths, 6, 8, 10 and 12 
inches. 





WARNING LAMP — A line of thin, 
lightweight stop and warning lamps are 
now being produced by the Grote Mfg. 
Co., Bellevue, Ky. The lamps have an 
extra-large 7-inch bullseye and concentric 
circle lens pattern which lights up with 
great intensity both day and night, it is 
claimed. Thére are different styles of 
lamps: For flush founting on vehicle, for 
bracket or stud mounting, there's a chro- 
mivm plated model and a double-lamp 
emergency model. The latter provides a 
warning signal in two directions. 





SAFETY TAPE—A carded package con- 
taining an 80-inch roll of one-inch wide 
“Scotchlite” brand reflective safety tape 
has been marketed by Minnesota Mining 
and Mfg. Co., Dept. R7-75, 900 Bush St., 
St. Paul 6, Minn. Available in either red 
or silver, the oval roll is protected by a 
plastic bubble and mounted on a 4-by- 
5-inch three-color card punched at the top 
for peg board display. Pictured at the 
top of the card are drawings depicting 
various uses of the reflective safety tape 
including car doors and bumpers. On the 
back are additional pictures and applica- 
tion instructions. 





SUSPENSION LEVELATOR — Republic 
Levelator Valves used in air suspension 
systems maintain automatically the most 
desirable axle-tochassis height, it is 
claimed. Large orifices are said to pro- 
vide rapid, accurate corrections of changes 
in height, except for normal suspension 
motion caused by road irregularities. A 
time-delay device conserves air by actu- 
ating the valves only after a sustained 
change in height. This time delay is oad- 
justable to the requirements of the load. 
Republic Mfg. Co., 15655 Brookpark Rd., 
Cleveland 11, O. 








LIGHT HANDLE —A lightweight, high- 
impact phenolic shop light handle, de- 
signed for quick and easy attachment to 
any drop cord, has been introduced by 
Cordomatic, 1724 W. Indiana Ave., Phila- 
delphia 32, Pa. The handle, which is 
U/L and CSA approved, comes complete 
with Levolier toggle switch, side con- 
venience outlet and builtin strain relief. 
The unit also includes a chrome plated 
reflector with a reinforced hanger hook 
swing open gvard for quick bulb change. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Although expenditures for maga- 
zine, supplements and network 
television advertising was up 12.7 
percent over 1955, only two of the 
five car manufacturers spent more 
money on these media in 1956 than 
the previous year. 

General Motors, which placed 
second among the top 100 ad- 
vertisers, was up from $44,459,367 
in 1955 to $48,981,798 last year, 
while Ford Motor, which finished 
in seventh place, increased its 
expenditures from $18,615,968 in 
55 to $21,793,953 last year, 

Chrysler, which placed fifth, drop- 
ped from $27,794,038 in ’55 to $26,- 
923,885 in ’56; American Motors in 
52nd place dropped from $5,086,044 
to $4,400,086, and Studebaker-Pack- 
ard, which finished in 60th place, 
was down from $4,331,765 to $3,609,- 
856. 

The figures, based on expendi- 
tures compiled by Leading National 
Advertisers, Inc., and released by 
Advertising Age, are based on meas- 
urements of 88 general magazines 
or groups, five farm publications, 
three television networks, and 
American Weekly, Family Weekly, 
First Three Markets Group, New 
York Mirror Magazine, New York 
Times Magazine, Parade and This 
Week Magazine. 

Expenditures by the top 100 
advertisers totalled $754,274,612 in 
1956, or a 12.7 percent gain over 
the $669,256,978 spent by the top 
100 advertisers in these media the 
previous year. 

GM, which dropped to its second 
place standing from the top spot 
in 1955, spent $25,685,637 on maga- 
zine advertising in 1956, while net- 

work television got $19,086,646 and 
Sunday magazine sections received 
$4,209,515. GM’s magazine advertis- 
ing expenditures were broken down 
as $24,289,733 for general and $1,- 
395,904 for farm publications. 

Ford Motor leaned heavily on 
television as it put $10,316,421 of 
its expenditures of $21,793,953 into 
that media. General magazines re- 
ceived $9,837,101; farm publications, 
$863,056, and magazine supplements, 
$741,375. 

Chrysler Corp, was the biggest 
user of television as it spent $13,- 
198,264 of its total $26,923,885 ex- 
penditures on that medium in 
1956. General magazines received 
$7,740,412; farm magazines, $359,- 
584, and magazine sections, $625,- 
625. 















































AMC spent more than half of its 
budget on television advertising, 
too. Its television expenditures 
totalled $2,218,142, compared to 
$1,943,524 for general magazines, 
$177,320 for magazine sections and 
$61,100 for farm publications. 

S-P, like GM, leaned most heav- 
ily on general magazines, Its ex- 
penditures in general magazines 
during 1956 totalled $2,157,678, 
compared to $1,322,888 for television 
and $129,290 for farm magazines. 
8-P did not spend any money on 
Sunday magazine sections in 1956. 

* * * 


FC & B Appoints Clark 

Robert M. Clark has joined the 
Detroit office of Foote, Cone & 
Belding as associ- 
ate media direc- 
tor. He has held 
media positions in 
the past with 
several Detroit 
agencies handling 
automotive ac- 
counts. 

Prior to enter- 
ing the agency 
field, Clark was 
with the Automo- 
tive Electric Assn. 





R. M. Clark 
in Detroit and had been a manu- 


facturer’s agent. 
* 


* * 


Safety Award to Chronicle 
The Houston Chronicle has been 
voted the National Safety Council’s 
Public interest award for 1956 for 
“exceptional service to safety.” The 
Chronicle was the only paper in 
the Southwest to win the award. 
The Chronicle, during the past 
year, has published more than 1,200 
individual articles, editorials, car- 


toons, and photos—apart from the 
routine coverage of traffic accidents. 
+” + * 


M J & A Expands Service 


MacManus, John & Adams has 
established a department for the 
development, purchasing and pro- 
duction of sales promotion and 
sales aid material for Pontiac. It 
has handled Pontiac advertising for 
the past 23 years. 

According to Ernest A. Jones, 
president, the additional activities 
will be handled by a new sales aid 
section. 


+. a * 

Freightliner Honored 

The “Freightliner Progress,” em- 
ploye publication of Freightliner 
Corp.. manufacturer of White- 
Freightliner trucks and tractors, 
was the recent winner of the Class 
I Award of Merit in the 1956 Oregon- 
Southwest Washington Industrial 
Editors Competition sponsored by 
the Oregon Industrial Editors Assn. 





Class I includes companies with less | suburban markets “where there are 
than 1,500 employes. no subways, no trolley lines, where 
The award was given for “all- there are fewer buses, fewer taxi- 
around excellence in editing, com- | ©#bs.” 
position, makeup and editorial Speaking before the annual 
content.” convention of the National Assn. 
of Transportation Advertisers at 
Scotsdale, Ariz., Hagopian said 
that the population of suburbs is 
growing seven times faster than 
the cities they surround. He 
pointed to this market as an im- 
portant opportunity for trans- 
portation advertisers to add 
supplementary activities to their 
present operations, 

“Right now at Plymouth,” Hago- 
pian said, “we are taking a good, 
hard look at suburban business po- 
tential and are reviewing the prop- 
osition of locating more Plymouth 
dealerships in suburban areas.” 

Hagopian cited the transporta- 
tion advertising industry as “a 
medium which has prided itself, 


© + 
Radio ‘Blitz’ Campaign 

National account executives of 
the Radio Advertising Bureau will 
commence an il-city sales “blitz” 
early in May. 

The purpose of the “blitz” tour is 
to acquaint large local and regional 
advertisers with the benefits to be 
derived by their respective indus- 
tries through use of radio as an 
advertising medium, and to in- 
crease radio billings at the local 
station level. 

The cities to be “blitzed” during 
the upcoming series are: Houston, 
and San Antonio, Tex.; Memphis, 
Nashville and Knoxville, Tenn.; 


Indianapolis; Pittsburgh; Milwau- | rightfully, on being closest to the 
kee; Cincinnati; Atlanta, and | point of purchase.” 
Miami. 


“Further stimulation of shop- 
ping in downtown urban shopping 
areas, along with new ideas for 
sales promotion in suburban areas 
can mean your industry will get 
bigger than ever,” Hagopian told 
the advertising group. 

As part of its own point of 


= * + 
Hagopian Points to Suburbs 
Louis T. Hagopian, director of 
advertising and sales promotion for 
Plymouth, has suggested that 
transportation advertisers seek di- 
versified opportunities in new 





purchase program this year, Plym- 
outh has used travelling displays, 
taxi signs, airport displays and 
department store displays, Hago- 


pian said. 


* * * 


Names 


Marc Daniels has been named 
head of the program department of 
TNT Tele-Sessons, Inc., closed- 
circuit television company. Daniels, 
has been associated with TNT 
closed-circuit television for two 


years. 
* * 


* 

Edward M. Talbert has been 
named comptroller and assist treas- 
urer of Campbell-Ewald Co., De- 
troit. ee es Al me 

Clemens Bentley, for several years 
promotion director of This Week 
magazine, has joined the promotion 
department of Reader’s Digest. 

* + 


* 

Edward C. Dolph, formerly as- 
sistant promotion :manager of 
Collier’s magazine has joined the 
creative staff of Roy S. Durstine, 
Inc., advertising agency. 

* * * 


A. M. Benedict has been ap- 
pointed to the newly created posi- 
tion of advertising director of 
Petersen Publishing Co, Benedict 
formerly was national advertising 
manager for the firm. 


Neh com \i:. 
CONDITIONERS 


@ FASTEST COOLING refrigerated 
auto air conditioner — best by test. 


@ PUSH-BUTTON controlled Magne- 
Touch Temperature Control com- 
plete with Automatic Clutch. 


@ CHOICE OF DIRECT OR NO-DRAFT 
*_ & VENTILATION. 


@ INSTALLED IN APPROXIMATELY 
* 4 HOURS. 


Have 
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. -- also for most makes and models of 
PASSENGER CARS, STATION WAGONS, 
and CONVERTIBLES. 


The 1957 FRIGIKING places the Dealer in the 
enviable position of giving better deals on air- 
conditioned cars . . . therefore selling more cars 
for extra profits. 


Manufactured by the pioneer and leader in 
automotive air conditioning. 








MAIL TODAY for Full Details! 
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representative 
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call on us, or send: 
C Installation and 
Service Manval 


( 1957 Availability 
List for all makes 
and earlier models 


C0) Sales Aids 


() Units and Parts List 
on 1957 Frigiking 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from _ Reports.) 
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Prices of '56s added and "48s dropped in November, 1955. Prices of '57s added and ’49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $3 last week to $933, 
according to Automotive News’ 
index. 

There were only two exceptions 
to the general downward trend: 
"55s went up $9, 57s advanced $7. 

Losses included $1 on ’53s, $2 on 
"Sis, $6 on ’52s, $7 on ’50s, $11 on 
"54s and $15 on ’56és. New lows 
were established on prices for ’56s 
and ’5is. 


At a group of representative | power steering. 
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MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 





QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 





1OWA 








TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
-In the Heart of the Clean Car Country 
4701 S.E. i4th Des Moines 15, lowa 
Phone ATilantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Tities and Checks 








West Peabody, Mass. 
Joseph Herbert 





auctions last week the average 
consignment was 167.4 units, com- 
pared with 182.0 in the previous 
week and 184.6 in the same week 
a month ago. 

The sales ratio was 72.6 per- 
cent, compared with 67.1 percent 
a week earlier and 66.0 percent 
in the comparable March week. 


Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 


MASSACHUSETTS 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every Tues- 
day. Prices are for sale of Apr, 9.) 
BUICK—’'55 Century Riviera, $1,730* (ps); 

Super Riviera, $1,690* (ps); Special Rivi- 

era, $1,680*; 4-dr., $1,480*%; 2-dr., $1,- 

335*, $1,270*, $1,200, $1,150. °54 Special 

Riviera, $1,280*, '53 Super Riviera, $780*; 

Special 4-dr., $700*. ‘52 Super 4-dr., 

$550*. °51 Special 4-dr., $380*; Super 4- 

dr., $275*, $210*; RM 2-dr., $270*. 
CADILLAC—’55 (62) conv., $3,300* (ps); 


coupe de Ville, $3,005* (ps). ’50 (61) 
coupe, $550°*. 

CHEVROLET~—-'57 Bel Air (8) Hardtop, 
$2.410* (ps). °56 Corvette, $2,600; Bel 
Air (8) Hardtop, 2 at $2,000*; 4-dr., 
$1,715*, $1,705*; Two-ten (8) station 
wagon, $1,910; 2-dr., $1,400, 2 at $1,- 


375; Two-ten (6) station wagon, $1,595. 








PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guoranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S$. Rt. 1 





Jefferson 1-7500 
Phillip Glick 








AUTO DEALERS AUCTION 
Kansas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Cuesentecd 


Bob Ring, Owner — ed Reed, Mgr. 
Auctioneers 
Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 


Sale every Friday: 10:30 a.m. 
An effective channel to buy and sell 





MICHIGAN 


Checks and tities guaranteed 


GRAND RAPIDS AUCTIONS, INC. 


Ga Ut Cne Hell ep wat of Crantvite, 


EVERY TUESDAY—CHECKS “INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
' Conveniently located Y% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 



























Phone Dunkirk 3-0150 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 

80 car sale average 


All Titles and Checks Guaranteed 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 








’55 Two-ten (8) station wagon, $1,560, 
$1,530; Bel Air (6) Hardtop, $1,555*; 
Bel Air (8) Hardtop, $1,345*; 4-dr., $1,- 
340; Two-ten (8) 4-dr., $1,280*, $1,175, 
$1,120. ’54 Bel Air Hardtop, $1,030, $860; 


4-dr., $685, $600. °53 Bel Air Hardtop, 
$855; 4-dr., $640. ‘52 SL Deluxe 4-dr., 
$490°, $445*, $415°; coupe, $420°. '51 SL 
Deluxe 2-dr., $395*; 4-dr., $250; SL Spe- 
cial 2-dr., $250. '50 SL Deluxe 4-dr., 
$320; 2-dr., $220. °49 FL Deluxe 2-dr., 


$250, $155; 4-dr., $205. 
CHRYSLER—’55 NY Hardtop, $1,930* (ps). 

*51 Imperial 4-dr., $295* (ps). 

SOTO — '53 Firedome Hardtop, 
"52 Custom 4-dr., $420*. 

’55 Custom Royal (8) 4-dr., 
"53 Coronet (8) 


$945° 


$1,- 
station wagon, 


(ps). 
DODGE— 
395°. 
$785. 
FORD—’57 Fairlane (8) 500 Victoria, $2,- 
445° (ps). °56 Country sedan, _ $1,960°, 


NEW YORK 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 


Your Good Will—Our Most Valuable Asset 
On U. S. Revte 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 


- 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guarant 
Phone Manheim 5-240! 


ee 





TENNESSEE 


= 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO 
AUCTIONS 
Lawrenceburg, Tenn.—Tp y 


Huntsville, Ala 
100% Insured—No 





WASHINGTON 





10644 E. Marginal Way 
“Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check"’ 
Bill Johnson Bob McConkey 





——— 


$1,860; Parkland station wagon, $1,950*; 
Fairlane (8) conv., $1,730; 4-dr.. $1,. 
650*; Custom (8) 4-dr., $1, 560°; Ranch 
Wagon, $1,520. °55 Fairlane (8) 4-dr,, 
$1,330° (ps), $1,300*; Custom (8) 4-dr,, 
$1,250*, $1,170, $1, 120°; 2-dr., $1 240¢ 
$1,155, $1,035; Custom (6) 2-dr, $700. 
°54 Country sedan, $1,275°; Custom (8) 
club coupe, $875; 4-dr., $855*°, $550. ’53 
Country Squire, $950°; Crest (8) 4-dr,, 
$815* (ps); conv., $710*; Custom (8) 
2-dr., $685, $680*, $465; club coupe, $675; 
4-dr., $645, $600; Main (8) 4-dr., $455; 
2-dr., $355; Main (6) 2-dr. $415, $320, 
52 Custom (8) 2-dr., $550, $480, $425; 4. 
r., $500*. '51 Custom (8) 2-dr., $315: 9 
at $310*; Custom (6) 2-dr., $195. ’59 
Custom (8) 2-dr., $240; Deluxe (8) 2. 
dr., $220. '49 Custom (8) 4-dr., $275. 

HUDSON—’51 Hornet 4-dr., $220*. 

LINCOLN—’51 Cosmopolitan conv., $145*, 

MERCURY—’56 Custom Hardtop, $1,900* 
(ps). °55 Custom station wagon, $1,830* 
(ps); 4-dr., $1,335*; Monterey 2-dr., $1,. 
635°; 4-dr., $1,480*. 54 Sun Valley coupe, 
$1,195* (ps), '51 4-dr., $430, 

NASH-—’57 Metropolitan 2-dr., $1,425. '55 
Rambler Cross Country, $1,450*, $1,405; 
2-dr., $785; Custom 2-dr., $850. '53 Ram. 
bler station wagon, $555, $500. '51 States. 
man 4-dr., $155, 

OLDSMOBILE—’56 (88) 4-dr., 
dr., $1,900*. °55 (98) 
(88) Holiday, $1,735*; 
(88) Holiday, §$1,445*; 
$1,385*, $1,275* (ps). '53 (98) Holiday, 
$1,120* (ps); (88) Super 4-dr., $925; 
Deluxe 4-dr., $725, $675. °52 (88) Super 
Holiday, $760*%; 2-dr., $695°. °51 (88) 
Super conv., $450°; (98) 4-dr., $345*, 2 
at $230*. '50 (88) 4-dr., $260*; (98) 4 
r., $225°. 

PLYMOUTH—’55 Savoy (8) 4-dr., 
$990; Plaza (8) 4-dr., $975, $855; Savoy 
(6), $950, $710. "53 Cambridge Suburban, 
$715, $665; Cranbrook 4-dr., $620, $410, 
"52 Concord Suburban, $540. °51 Cam- 
bridge Suburban, $460; Cranbrook 2-dr., 
$300. °50 4-dr., $220, $165; club coupe, 
$170. 

PONTIAC—’55 Chieftain (8) 4-dr., 
$1,135. °54 Chieftain (8) 4-dr., 
Chieftain (8) 4-dr., $470*, 
$180*, $120°*. 

STUDEBAKER—’57 Parkview station wag- 
on, $2,220*. 47 Champion 4-dr., $115. 

MISCELLANEOUS—’56 Volkswagen 2-dr., 
2 at $1,550, $1,475. "53 Henry J 2-dr., 
$190; Ford %-ton pickup, $565. '52 Dodge 
%-ton pickup, $375, ‘51 Chevrolet *%%-ton 
pickup, $550, $500; Ford %-ton pickup, 
$455; GMC 1i1-ton stake, $630. "50 Chev- 
rolet %-ton pickup, $480; Ford %-ton 
pickup, $325. °41 International walk-in, 
$105. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Apr. 9.) 
(Sold 42 cars out of 100 offerings.) 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
067, $1,000; 2-dr., $1,040. °54 Two-ten 
station wagon, $750; Delray coupe, $690. 
"53 Two-ten 2-dr., $450. "50 SL Deluxe 
2-dr., $225, $165; 4-dr., $175. '49 SL De- 
luxe 2-dr., $172. '48 SL Deluxe 2-dr., 
$235. 
DeSOTO—'53 Custom 4-dr., $332. 
DODGE—’'50 4-dr., $107. '49 4-dr., $110. 
FORD — ’57 Fairlane (8) 4-dr., $2,150°*; 
Custom (8) 4-dr., $1,850°. "56 Fairlane 
(8) Victoria, $1,585°. ‘55 Fairlane (8) 
4-dr., $1,210°. ‘54 Custom (8) 4-dr., 
$525°; 2-dr., $545. '52 Custom (8) 2-dr., 
$320; 4-dr., $172. °51 4-dr., $332. 
MERCURY — '54 Custom 4-dr., $705. "51 
2-dr., $360. '50 4-dr., $192. °49 2-dr,, 


$125. 
OLDSMOBILE—’54 (88) 4-dr., $1,025*. "51 
$150. 


(88) 4-dr., $100. 
PACKARD—’51 Clipper 2-dr., 
PLYMOUTH—'53 Cranbrook 4-dr., $300. 
STUDEBAKER—’51 Champion 4-dr., $142. 
MISCELLANEOUS — '53 Chevrolet \%-ton 
pickup, $525. ‘52 Ford %-ton pickup, 
$412. '51 Ford %-ton pickup, $255; Chev- 
rolet %-ton pickup, $280. "50 Chevrolet 
%-ton pickup, $280; GMC %-ton pickup, 
$270. '49 Ford %-ton pickup, $230; GMC 
%-ton pickup, $250. '49 Chevrolet %-ton 
pickup, $170. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 9.) 

(Sold 255 cars out of 467.) 
BUICK—’55 Century Riviera, $1,550° (ps); 


$1,975°; 2. 
Holiday, $1, 760*; 
4-dr., $1,520. "54 
Super Holiday, 


$1,030, 


$1,310*, 
$850. '52 
50 2-dr,, 


Special Riviera, $1,500°; 2-dr., $1,045°; 
ae Riviera, $1,260°. 54 Special Rivi- 
$1,180° (ps); 4-dr., $1,155*, $840°; 


RM Riviera, $1,150* (ps); Super "Riviera, 
$1,030° (ps), $880°; Century Riviera, $1,- 
025°. ‘53 Super Riviera, —- $640° 
(ps), $600*, $570*; Special 2-dr.; $665°, 
$600; 4-dr., $500, $400°. 51 Super Rivi- 
era, $200°. 

CADILLAC—’57 (62) sedan de Ville, $5,- 
350° (ps). °55 (62) conv., $2,630° (ps). 
"54 (62) coupe de Ville, $2,500° (ps). °53 
(62) 4-dr., $1,235°, $875°; coupe, $1,200° 
ge). "52 '(62) coupe, $885*, "51 (62) 4- 

$480*. '50 (62) 4-dr., $785°. 

CHEVROLET—'s? One-fifty (6) 2-dr., $1,- 
550. ’56 Bel Air (8) conv., $1,725*%; 4-dr., 
$1,640°; Two-ten (8) station wagon, $1,- 
450; One-fifty (6) 2-dr., $1,030, '55 Bel 
Air (8) Sport coupe, $1,350°, $1,340*, 
$1,295*; station wagon, $1, 320°: 4-dr., 
$1,240°; 2-dr., $1,100*; Two-ten (8) 4-dr., 
$1,160°, $1, 155°, $1, 145°; Two-ten (6) 
Delray, $1,110*; Bel Air (6) 2-dr.. $985°; 
One-fifty (6) 4-dr., $920, '54 Bel Air 4 
dr., $800* (ps); 2-ar. $795, $710°; Two- 
ten 4-dr. $785*, $700. ’53 Bel Air 2-dr., 
$725°*; 4-dr., $550°, $420°; station “ee 
$650: conv., $640*; Two-ten 4-dr., $650 
(ps), $570; " 2-dr., $520, $495, $445; One- 
fifty 2-dr., $215. °52 aL Deluxe 2-dr., 
$350. ’51 SL Deluxe 4-dr., $300. 

CHRYSLER—'55 Windsor 2-dr., $1,315*. 
’53 Windsor 4-dr., $750° (ps); "NY 4-dr., 
$490* (ps). "52 Windsor 4-dr., $235°, 
$210* (ps). 51 NY 4-dr., $235°. 

DeSOTO—’54 Firedome 4- ar., $710°. 

DODGE—’'56 Coronet (8) Hardtop, $1,500°. 
*55 Coronet (8) station wagon, $1,285*; 
2-dr., $1,150*; 4-dr., $1,100°. ’54 ‘Coronet 
(8) 4-dr., $520°, "63 Coronet (8) 4-dr., 
$395*; Meadowbrook 4-dr., $280*, ‘52° 
Coronet 4-dr., $285°*. 

FORD-—’56 Fairlane (8) Victoria, $1,725°, 
$1,710*, $1,650* (ps), $1,400*, $1,325*; 
conv., $1,695*; Country sedan, $1,565", 
$1,360* ; Ranch Wagon, $1, 600°, $1,585°; 
Custom (8) 4-dr., $1,180*, "55. Fairlane 
(8) Victoria, $1, ‘490°, $1,395*, $1,330° 
(ps), $1, 205°’; conv., $1, 445°; 4-ar., $1- 
100°; 2-dr., $820; Country sedan, $1, 490°. 
"54 Ranch’ Wagon, $1,010*; Custom (8) 
2-dr., $705; 4-dr., $700°. ’53 Ranch 
Wagon, $700*; Crest (8) Victoria, $630, 
$590*; Custom (8) 2-dr.. $575; 4-dr., 
. $550, $510*; Main (8) 2-dr., $500, ‘52 

(Continued on Page 39, Col. 1) 
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675; 2-dr., $1,250 (ps); RM Riviera, $1,- Bt OL te, Stet, pee 
600* (ps), $1,470*; Super 2-dr., $1,560*. r., ys -dr., 6 
54 Super 4-dr., $1,070*; Special 2-dr., Model Breakdown PACKARD—’55 Clipper 4-dr., $1,100*, ’53 


Used-Car Auction Prices || 2°03 i 85:."85- "| of Auction Averages [razors a curses co statm 





(Continued from Page 38) 


Custom (8) 2-dr., $220*, '51 Custom (8) 
Q-dr., $270, "23 Model T 4-dr., $505. 

HUDSON—’55 Wasp 4-dr., $745*. '54 Jet 
4-dr., $290; Hornet 4-dr., $200°, ’53 4- 
dr., $255. 

IMPERIAL—’55 2-dr., $1,910* (ps). 

KAISER—’53 4-dr., $390°*. 

LINCOLN—’52 Cosmopolitan 4-dr., $230*. 

MERC URY—’55 Custom station wagon, $1,- 
475*; Monterey 4-dr., $1,385*; Hardtop, 
$1,350*; Montclair 2-dr., $1,275* (ps). 
54 Sun Valley coupe, $1,145*, $900, $885* 
(ps); 2-dr., $1,005*, $855*; Custom 2- 
dr., $810*; 4-dr., $800*, ‘53 Monterey 
2-dr., $680*; 4-dr., $510*; Custom 2-dr., 
$455*. '51 4-dr., $295°. 

NASH—'56 Ambassador 4-dr., $1,775* (ps). 
’55 Rambler 4-dr., $1,230. '54 Ambassa- 
dor 2-dr., $1,000* (ps); 4-dr., $600; Ram- 
bier 4-dr., $800. 53 Ambassador 4-dr., 

* 

on DSMOBILE — '57 (88) conv., $2,950* 
(ps). "56 (88) conv., $2,280* (ps), $2,- 
200* (ps); Holiday, $2,135* (ps), $2,100* 
(ps); 4-dr., $1,870* (ps), $1,860° (ps). 
’55 (88) Holiday, $1,755* (ps), $1,690° 
(ps); 4-dr., $1,635* (ps); (98) Holiday, 
$1,335* (ps). '54 (98) Holiday, $1,530* 
(ps); (88) Holiday, $1,345* (ps); 4-dr., 
$1,205* (ps); 2-dr., $1,180*%, $1,165°, 
$845* (ps). °53 (98) Holiday, $1,015*; 
4-dr., $685*; (88) 4-dr., $860*, $795*, 








$790*, $785°*. 
PACKARD—’53 Clipper 4-dr., $480°*. 
PLYMOUTH — ‘56 Belvedere (8) station 


wagon, $1,730*; Savoy (8) station wag- 
on, $1,400. °55 Belvedere (8) 4-dr., $1,- 
185; Plaza (6) 2-dr., $980, $800; Savoy 
(8) 4-dr., $915; Savoy (6) 2-dr., $880, 
$800*. °53 Cambridge 2-dr., $360. °52 
Cranbrook 4-dr., $260. 

PONTIAO — ’'56 Star Chief (8) Catalina, 
$2,000* (ps); Chieftain (8) Catalina, $1,- 
650°. °55 Star Chief (8) conv., $1,540*, 
$1,495*; 4-dr., $1,345° (ps), $1,150°; 
Catalina $1,340* (ps); Chieftain (8) Cat- 
alina, $1,325*; station wagon, $1,165* 
(ps); 2-dr., $1,150*, $1,100*, $875; 4-dr., 
$965*. "54 Chieftain (8) 4-dr., $695*. ‘53 
Chieftain (8) conv., $600*; 4-dr., $460°. 
'52 Chieftain (8) conv., $510°; 2-dr., 
$355; 4-dr., $350, $285°*. "51 (8) conv., 

60* 


$360*. . 

STUDEBAKER—’56 President 4-dr., $1,- 
290°. '55 Champion 4-dr., $700. 54 Cham- 
pion 2-dr., $500; 4-dr., $500. "53 Com- 
mander 2-dr., $440°. 

MISCELLANEOUS—’' 52 Jaguar 4-dr., $675. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc, Sale every 
Tuesday. Prices are for sale of Apr. 9.) 
(This sale definitely showed weakness 
on late-nvodel prices. Dealers buying very 
carefully. Sold 141 out of 269.) 
BUICK—'56 RM conv., $2,295* (ps); 4-dr., 
$1,995*; Special Riviera, $1,990°; 2-dr., 
$1,600*. ‘55 Super conv., $1,625° (ps); 
Riviera, $1,490° (ps), $1,440°, $1,390° 
(ps); RM Riviera, $1,555* (ps); Special 
Riviera, $1,505*, $1,360°; 2-dr., $1,405*, 
$1,385*, 2 at $1,350°; Century Riviera, 
$1,480° (ps), $1,300*. '53 Super Riviera, 
$715*, $700°, $675°, $585; 2-dr., $700*; 
Special 4-dr. $590°, $500. ‘52 Super 
Riviera, $400°; Special 4-dr., $360°. °51 
4-dr.. $275°. 
CADILLAC—’56 (62) 2-dr., $3,255* (ps). 
"54 (62) 4-dr., $1,950° (ps). 
CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
300°; Two-ten (8) 2-dr., $1,915°. ‘56 
Two-ten (8) station wagon, $1,800° (ps); 
Deiray coupe, $1,425; Two-ten (6) sta- 
tion wagon, $1,700; Bel Air (8) 2-dr., 
$1,555°, $1,445°. °55 Bel Air (8) club 
coupe, $1,295°, $1,195, $1,170, $1,160; 
Bel Air (6) 4-dr., $950°; Two-ten (8) 
2-dr., $1,065*, $1,015; Two-ten (6) 2-dr., 
$1,005, $930, $895, $840; One-fifty (6) 
4-dr., $745. °54 Two-ten station wagon, 
$970°; 2-dr., $770, $625; Bel Air 4-dr., 
2 at $860°, $845. "53 Two-ten 4-dr., $590, 
$450, $365; Bel Air conv., $525; 2-dr., 
$435. "49 SL Deluxe 4-dr., $135. 
CHRYSLER—'51 Windsor 4-dr., $165. 
DeSOTO—'56 Firedome 4-dr., $2,050° (ps). 
DODGE—'55 Royal Lancer, $1,485* (ps). 
"54 Royal sedan, 2 at $735°; Coronet 2- 
dr., $575. °53 Suburban, $530; Coronet 
2-dr., $405; 4-dr., $165. '52 2-dr., $315, 


$260. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
285°, $2,200°. °56 Fairlane (8) 4-dr., 
$1,675*; Victoria, $1,485*. ‘55 Fairlane 
(8) Crown Victoria, $1,500*; conv., $1,- 
305; 4-dr., $1,105, $1,050, $1,000; Custom 
(8) 2-dr.. $980, $930°, $925; Custom (6) 
2-dr., $875*, $690. "54 Custom (8) 4-dr., 
$825, $800; Custom (6) 4-dr., $590°. '53 
Crest (8) Victoria, $510; Custom (8) 2- 
dr., $455, $245. ‘52 Custom (6) 2-dr., 
$255. °51 2-dr., $175; station wagon, 


HUDSON—'53 Hornet 4-dr., $185. °51 4- 
dr. $110. 

LINCOLN — '56 Premiere sedan, $2,805* 
(ps). °52 2-dr., $475°*. 

MEKCURY — ’55 Monterey station wagon, 
$1,325. '53 Monterey club coupe, $745; 
conv., $700*, °52 Custom club coupe, 
$320°. 

NASH — ’56 Rambler 4-dr., $1,480*. '55 
Rambler station wagon, $1,110. ‘53 
Statesman club coupe, $500; 4-dr., $465. 

OLDSMOBILE -— °56 (88) 4-dr., $2,125* 
(ps), $2,050* (ps); Holiday, $1,885*. °55 
(88) 2-dr., $1,500*%, $1,315*. '54 (98) 4- 
dr., $1,345* (ps); (88) Super 2-dr., $1,- 
270* (ps), $1,175*; Deluxe 2-dr., $925. 
51 (88) 4-dr., $220°. 

PLYMOUTH—’55 Savoy station wagon, $1,- 
095*. °54 Belvedere 4-dr., $715*; Savoy 
sedan, $400. ‘53 Suburban, $685; sedan, 
$340, "51 station wagon, $350. 

PONTIAC—’'55 Chieftain (8) 4-dr., $1,- 
165*, '54 Star Chief (8) Catalina, $1,040* 
(ps); 4-dr., $640. ’°53 Chieftain (8) 2-dr., 
$890, $710; 4-dr., $625*, $615, 2 at $570°*, 
$515*, $370. ’51 4-dr., $150. 

STUDEBAKER — '56 Commander station 
uw $1,375. °52 Champion 2-dr., $280, 


WILLYS—’53 station wagon, $690. 
MMOELLANBOUS— 01 Volkswagen, §$2,- 


FORT WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 

Tuesday. Prices are for sale af Apr. 9.) 
(Sold 42 cars out of 66 offerings.) 

BUIGK—’56 Specia! station wagon, $2,005*; 
Super Riviera, $2,090* (ps). '54 Super 
2-dr., $1,205* (ps), $1,100*, $1,000*; RM 
2-dr., $1,025*.. 53 RM Riviera, $740* 
(ps). "51 Special 4-dr., $275, 

CADILLAC — '56 (62) Hardtop, $3,375* 











cial 4-dr., $240; Super station wagon, wagon, $1,300*; Savoy (6) 4-dr., $1,175*. 





$180*. °50 Special 4-dr., $170; Super Apr., 1957 March, Feb., ’54 Belvedere conv., $770*; 4-dr., $750*; 
— a 4-dr., $100°, a Model To Date 1957 1957 Savoy club coupe, $700, $590; Plaza 2- 
conv., . 404 dr., $560. 

CADILLAC—’56 (62) 4-dr., $3,500* (ps), 1957.............. $2,350 $2,330 $2, PONTIAC—’56 Chieftain (8) station wag- 


$3,360* (ps). °55 (62) conv., $2,840* 


1,686 1,721 on, $1,910*; 4-dr., $1,925*, 55 Chieftain 
(60) 4-dr., $2,580* (ps). 54 (62) 


(8) Catalina, $1,500* (ps), ’53 Chieftain 
1,247 1,275 (8) station wagon, $740* (ps); 4-dr., 


(ps). 52 (62) Hardtop, $980*, ’51 (62) 


; (ps) ; 
2-dr., $670°. 50 (62) conv., $820*; 4-dr.,| {P32) Gd. ge. Saad” (ON: ube de 














$655*. ) 
7 cael * Ville, $890* (ps). °50 (62) coupe, $550*; $610*; 2-dr., $490, °52 Chieftain (8) 2- 
Nason $1505, °S0 Bel Ale (8) Harttan | _4-dr., $360%, *48 (60) 4-dr., $100. we 906 | ar., $335, "$1 (8) 2-dr,, $110°, '50 (8) 
$1,885* (ps), $1,335*, °53 Bel Air conv., | CHEVROLET—'57 Bel Air (8) conv., $2,- 515 596 4-dr., $150*, "49 (8) 4-dr., $140*, 
$735*; Two-ten 2-dr.. $580, ’52 Two-ten| 419° (ps). 56 Two-ten (6) 4-dr., $1,260. 317 388 STUDEBAKER — ’53 Commander 2-dr., 
4-dr., $380. ’50 SL Deluxe 2-dr., $150. *55 Bel Air (6) 2-dr., $1,250; Bel Air (8) $450; 4-dr., $410. 
DeSOTO—’53 Firedome Hardtop, $570* conv., $1,310*; Two-ten (6) Delray coupe, 263 270 | WILLYS—’55 station wagon, $920. ’52 De- 
FORD—’56 Custom (8) 2-dr., $1,310*. °54 $1,200; 4-dr., $940; 2-dr., $935, $920. '54 luxe 2-dr., $145*; Aero 2-dr., $140, 
Custom (8) 4-dr., $875*; Main (8) 2-dr. Two-ten station wagon, $1,050*; 2-dr.,| 1950.............. 191 202 199 | MISCELLANEOUS—’53 Ford %-ton pick- 
$460*, °52 Custom (8) 2-dr., $440; 4-dr..| $780; One-fifty 2-dr., $535. °53 Bel Air Overall up, $380. ’51 Chevrolet 1%-ton dump, 
$395. . . "1 on couge aaonae “ae ya eo E $850. °48 GMC cab and chassis, $260, 
KAISER—'53 Deluxe 4-dr., $230. ~ar., ; Two-ten 4-dr., ee Average $ 933 $ 946 $ 970 
MERCURY—’56 Monterey Hardtop, $1,740*| Special coupe, $420; FI, Deluxe 2-dr., DANVILLE. VA. 
(ps); 2-dr., $1,755*, ’55 Montclair 2-dr.,] $490. '51 SL Deluxe 2-dr., $310°, $260*, ? 
$1,435*. 51 2-dr., $140, $160°. (8) 2-dr., $275*; 4-dr., $200, ‘50 Custom| Danville Auto Auction. Sale every Wed- 
OLDSMOBILE—’53 (88) Super 4-dr., 2 at CHRYSLER—’56 NY 4-dr., $2,050*. °53 (8) 4-dr., $180, $160. nesday, Prices are for sale of Apr. 10.) 
$695* (ps). NY 2-dr., $790* (ps). HUDSON-_’52 Hornet 4-dr.. $200° (Sales today indicate improved retail 
PONTIAC — °53 Chieftain (8) Catalina,| DODGE—'52 Coronet 2-dr., $245*. 51 Cor-| TINGOLN .— * a ; »| ae. tame Ee eee Se 
$620*, $600°. onet club coupe, $250; Meadowbrook 2- . — '57 Premiere conv., $4,200°| very good for the next 8 to 10 weeks. 
MISCELLANEOUS—’52 Ford %-ton pick-| 4dr., $180. ers d Sold 131 out of 173.) ‘ 
up, $440. ’51 Chevrolet %-ton pickup, | FORD—'57 Fairlane (8) 500 conv., $2,270°| MERCURY — °57 Montclair 2-dr., $2,6808| BUICK ’57 Special Riviera. $2,600° (pe). 
$325. 50 Ford %-ton pickup, $220. (ps); Ranch Wagon, $1,940. '56’Country| {PS), '55 Custom Sport coupe, $1,120. °54| °56 Special Riviera, $1,8108; 2dr., $l. 
Squire, $1,975*; Country sedan, $1,650: Monterey Sport coupe, $1,100* (ps); Cus-' 750°. °'55 Super Riviera, $1,505* (ps); 
ALBANY Fairlane (8) a-dr $1,640* "$1 430°: tom 2-dr., $880. ’'53 Custom 4-dr., $550*. Century Riviera, $1,425* (ps); RM Rivi- 
conv., $1,595; Custom (8) 2-dr $1 360. *51 Custom 4-dr., $125, era, $1,365* (ps); conv., $1,430*° (ps). 
(Tim Anspach Auto Auction. Sale every| $1,200*. '55 Fairlane (8) Victoria, $1,-| NASH—'54 Rambler 4-dr., $840. 53 Ram- 54 RM 2-dr., $1,060° (ps); Super Rivi- 
Monday. Prices are for sale of Apr. 8.) 320* (ps), $1,225*; 4-dr., $1,200*; Cus- bier Country club, $700; 4-dr., $530. ’52 era, $980*; Special Riviera, $1,035*. °53 
(Today’s market was strong and prices tom (8) 2-dr.. $1,125*; Main (6) 4-dr.,| Rambler 2-dr., $200, °51 Statesman 4-dr.,| RM conv., $665*; Super Riviera, $560; 
edged up slightly from the start. The | $610 (taxi). '54 Custom (8) 2-dr., $800.| $200. Special 4-dr., $500, $475; 2-dr., $455. °51 
auction room was knee-deep in good buy- "53 Crest (8) Victoria, 2 at $770*’ $730;| OLDSMOBILE—’56 (98) Holiday, $2,300°| RM 4-dr., $405*; Super 4-dr., $225°; 
ers, Clean cars led the parade as we sold conv., $700; Custom (8) 4-dr.,’ $680,| (ps). ’55 (98) Holiday, $1,810* (ps), $1,-| Special 2-dr., $130. 50 Super conv., 
140 out of 171.) $675*; Ranch Wagon, $650. "52 Crest (8)| 700* (ps); (88) Super Holiday, $1,630*| _ $165°. ; 7 
BUICK—’56 Century conv., $2,200* (ps);| Victoria, $610*; Custom (8) 4-dr., $420*,| (ps), $1,500* (ps); Deluxe 4-dr., $1,570*, | CADILLAC—’53 (62) 4-dr., $1,005* (ps). 
Special Riviera, $2,030* (ps); 4-dr., $1,- $380; Main (8) 2-dr., $270. ’51 Custom "52 (98) 4-dr., $440°; (88) 2-dr., $190*. | (Continued on Page 40, Col, 4) 








ARMSTRONG -SIDDELEY MOTORS LIMITED 


IS PLEASED TO ANNOUNCE THE APPOINTMENT OF 


INCORPORATED 


AS UNITED STATES DISTRIBUTORS OF THE 


7 Passenger Chauffeur-Driven 
ARMSTRONG — SIDDELEY 


Sepyphire LIMOUSINE 


We pridefully say that this car is beautifully built and appointed in the quiet good taste so typical of the 
better British coachbuilders. And though each car isindividually built by hand and is truly a custom auto- 
mobile it is still in the same retail price range as the only stock American 7-passenger limousine. $8870. 


Dealer territories will be rigidly protected. 


Please address inquiries to: MR. NATHAN A. DRETZIN 
Surrey-Siddeley Motors Corp. 
49-21 Northern Boulevard 
Long Island City 1, New York 


The Armstrong-Siddeley Sapphire 346 Limousine 
Specifications: 
Wheelbase 133 inches - Weight 4300 Ibs. 
Automatic Transmission. built by Rolls Royce 
Power Steering , Seats 9 comfortably 


Power Brakes - Power Windows 


Armstrong-Siddeley Motors Ltd. Coventry, England Manufacturers of the Sapphire Jet Aircraft engine. 
Member of the Hawker Siddeley group. 





’51 (88) 4-dr., $190*%, $180*. ’50 (98) 2- 










nr 


oe GRR A oe RR a ee tm 














AUTOMOTIVE NEWS, APRIL 22, 1957 


FIRST...To break the POLAR BARRIER! 


refrigerated 


AUTO AIR CONDITIONER 


The customer and the coils won't give you the big freeze 
once you install the ‘57 MOBILETTE. Now . . . with the 


exclusive Mobil-D-Icer . . 


- you electrically-automatically 


control the clutch, meaning even coil temperature and 


maximum cooling always! 


OTHER MOBILETTE 


Push-button Controls — New 


case —two 2-speed fans 


FEATURE 


ae 


sleek efficient cooling 


standardized pressed mounts 


WRITE OR WIRE FOR MLUSTRATED BROCHURE AND COMPLETE PRICE INFORMATION 


MOBIL-AIRE MANUFACTURING COMPANY 


BOX 122 


CCC one year Guarantee good 
anywhere in USA. No Mileage 
Restriction! 


COVERS 


MOTOR — CLUTCH 
STANDARD TRANSMISSION 
AUTOMATIC TRANSMISSION 

STEERING — BRAKES 

FRONT & REAR AXLE 


CCC Insured Guarantee turns 
“shoppers” into “BUYERS” 


DEALERS: Tell someone you 
know of this outstanding op- 
portunity. CCC Regional Mana- 
‘ ger appointed in your area will 
make substantial earnings. 


HIGH INCOME POSITIONS 
OPEN FOR: Dealers—Former 
Dealers; Used Car Sales Man- 
agers, New Car Sales Mana- 
gers or Salesmen in Allied Busi- 
nesses! 


CERTIFIED CARS CORPORATION 


* DENISON, TEXAS 


WANTED: 


REGIONAL 


MANAGERS 


TO HELP DEALERS 
SELL MORE 


USED CARS 


AT 
GREATER 
PROFIT 


WITH 


LESS 
EXPENSE 


AND 
NO 
RESPONSIBILITY 


“4 Nationwide Service” 


3555 W. PETERSON AVE., CHICAGO 45, ILL. 
District Managerships Available Now 


In Limited Number 





OHEVROLET—’57 Bel Air (8) 4-dr., $2,- 


CHRYSLER—’'56 Windsor Newport, $2,040* 


DeSOTO—’51 Sportsman club coupe, $250*. 
DODGE—’55 Royal club coupe, $1,255*. °53 


FORD—’'56 Ccuntry sedan, $1,865° (ps); 


MERCURY — ’'55 Monterey Hardtop, $1,- 


NASH-—’54 Statesman 4-dr., $470. 
OLDSMOBILE—’55 (98) Holiday, $1,805* 


PLYMOUTH—'55 Savoy (8) 4-dr., $695. 


PONTIAC—’'56 Chieftain (8) Catalina, $1,- 


WILLYS—'53 Aero Lark, $170. 


nesday. Prices are for sale of Apr. 10.) 


mot very active and cars hard te sell. 
Seid 111 out of 201.) 
BUICK— 


$130. 
CADILLAC—’55 (62) 2-dr., $2,905° (ps). 


CHEVROLET—'57 Bel Air (8) 2-dr., $1,- 


CHRYSLER — °50 Windsor 4-dr., $285; 


DODGE—’52 Wayfarer 2-dr., $180. 
FORD—’57 Fairlane (8) 500 2-dr., $2,125° 








Used-Car Auction Prices 





(Continued from Page 39) 


250°; Sport coupe, $2,150*; Two-ten (6) 
4-dr., $1,665. °56 Bel Air (8) 4-dr., $1,- 
550°: Two-ten (6) 2-dr., $1,120, ’55 Bel 
Air (6) station wagon, $1,470*; Bel Air 
(8) 2-dr., $990°; 4-dr., $985, $975; club 
coupe, $960; Two-ten (8) Delray coupe, 
$1,045; Two-ten (6) 2-dr., $900; 4-dr., 
$870; One-fifty (6) 4-dr., $740. 54 Two- 
ten station wagon, $905; 4-dr., $835; 2- 
dr.,. $615; One-fifty station wagon, $750; 
Bel Air 4-dr., $720; 2-dr., $680. °53 Bel 
Air 4-dr., $585°; 2-dr. $580°, $515, 
$450*; One-fifty 4-dr., $385. ‘52 SL De- 
luxe Bel Air, $410*. '51 SL. Deluxe 2-dr., 
$285*, $195; Bel Air, $135. 









(ps). "55 NY 4-dr., $1,430°. 







Custom club coupe, $160. 





Fairlane (8) Victoria, $1,660*; 2-dr., $1,- 
470*, $1,370* (ps); Ranch Wagon, $1,320. 
’5S Fairlane (8) conv., $1,350*, $1,345°*; 
4-dr., $1,130°, $1, 020°; Custom (8) 4- 
dr., $1,020, $930°; Main (8) 2-dr., $745. 
’54 Country sedan, $1,065*; Main (8) 
4-dr., $460°. '53 Crest (8) conv., $675* 
(ps); Custom (8) 4-dr., $365, $345; Main 
(6) 4-dr., $425; Main (8) 4-dr., $460, '51 
Custom (8) 4-dr., $180. 














210°; Custom 2-dr., $965°. 







(ps). "54 (98) Holiday, $1,295° (ps); (88) 
2-dr., $1,020°, $950°. "51 (88) Super 2- 
dr., $245° 







’54 Cranbrook 2-dr., $600. '53 Cranbrook 
4-dr., $350. °52 Cranbrook 4-dr., $110. 







710°, $1,655°, $1,625°, $1,525°, $1,460°. 
"55 Star Chief (8) 4-dr., $1,255°; Chief- 
tain (8) 2-dr., $1,120°. '54 Star Chief 
(8) Catalina, $1,020°. '53 Chieftain (8) 
Catalina, $635°; 2-dr., $345°. ‘52 Chief- 
tain (8) 4-dr., $135°. 
















FLINT 


(Flint Auto Auction, Inc. Sale every Wed- 






(Prices were off im general. Bidding 






"56 Special 2-dr.. $1,565°. "54 Cen- 
tury 2-dr., $1,355°, $1,235°. ‘53 Super 
2-dr., $660° (ps), $595°; Special 2-dr., 
$620°, $605. "52 Super 2-dr., $405. 
Super 4-dr., $290°, $175°; Special 2-dr., 










'S3 (62) 4-dr., $1,005° (ps). "51 (62) 
4-dr., $810. 


960°; Two-ten (8) 4-dr., $1,805. "56 sta- 
tion wagon, $1,715; Bel Air 2-dr., $1,206. 
‘55 Bel Air 2-dr., $840; Two-ten 4-dr., 
$830. "54 Two-ten 2-dr., $685, '53 Bel Air 
2-dr., $755, $555; Two-ten station wagon, 
$985°; 4-dr., $530, "52 SL Deluxe 2-dr., 
$500, $205; 4-dr., $365°, $165. ‘51 SL 
Deluxe club coupe, $475; 2-dr., $275°. "50 
SL Deluxe 4-dr., $225*, $200; 2-dr., $220. 
‘49 SL Deluxe 2-dr., $100; FL Deluxe 2- 
dr., $255, $135 





coupe, $165. 





(ps), $2,005; Custom (8) 2-dr., $1,705. 
'56 Fairlane (8) Victoria, $1, 505°; 2-dr., 
$1,425*; Ranch Wagon $1,455, ‘31, 440: 
Custom (8) 2-dr., $1, 405°, '55 Fairlane 
(8) Victoria, $1,395°; 4-dr., $1,125; Cus- 
tom (8) 2-dr., $1,255° (ps), $1,205, $1,- 
065, $1,010, $965° (ps); 4-dr., $1,005, 
$985; Ranch Wagon, $1,255*, $1,115; 
Main (6) 2-dr., $735. ‘54 Crest (8) 4- 
$805*; Custom (8) 2-dr., $730. ‘53 
Custom (8) 2-dr., $1,010, $780° $655°, 
$630°, $605*, $608; 4-dr., $515, "52 Crest 
(8) Victoria, $475°; conv., $200; Custom 
(8) 4-dr., $415, $405, $400; 2-dr., $225. 
‘51 Custom (8) Victoria, $325°; 2-dr., 
$375, $315°, $185°; 4-dr., $535°; conv., 
$275; Deluxe (8) 2-dr., $165. '50 Custom 
(8) 2-dr., $260, $220, 2 at $175, $165, 
$140. "49 Custom (8) 4-dr., $250. ‘48 
Deluxe (8) coupe, $230, ‘40 4-dr., $275; 
2-dr., $130. 



















$1,350° (ps), $1,200* (ps). °52 (62) 4-dr, 
$725* (ps); coupe de Ville, $680* (ps). 

CHE VROLET—’57 Bel Air (8) Sport coupe, 
$2,275* (ps), $2,250° (ps); Sport sedan, 
$2,275* (ps). ‘56 Bel Air (8) 4- dr., 
$1,560*, $1,555*; Bel Air (6) conv. $1- 
470; Two-ten (6) station wagon, $i, 550; 
Two-ten (8) 2-dr., $1,275; One-fifty (8) 
2-dr., $1,130. '55 Bel Air (8) Sport coupe, 
$1,335*, $1,300* (ps), $1,275, $1,230; 2. 
dr., $1,135*, $920; Two-ten (6) 2-dr,, 
$1, 015°: Two-ten (8) 4-dr., $995°. 54 Be 
Air Spo coupe, $1, 010°, $930; 4-dr., 
$865*, $715°; 2-dr., $775*; "Two-ten 2-dr, 
$630. '53 Bel Air 4-dr. '3575°; Two-ten 
4-dr., $440°. '52 SL Deiuxe 2-dr., $325°, 

CHRYSLER — ’56 Windsor Newport, $2,. 
300° (ps). '55 NY 4-dr., $1,630°, $1, 600° 
(ps); Windsor 4-dr., $1,435° (ps). '54 NY 
4-dr., $1,010* (ps), $755°. °53 Windsor 
4-dr., $380°. 

DeSOTO—’56 Fireflite conv., $2,150° (ps); 
Firedome Sportsman, $1,800° (ps). ‘53 
Firedome 4-dr., $500* (ps). 

DODGE—’55 Royal (8) Lancer, $1,380*, 
$1,300*; conv., $1,015; Coronet (6) 2-dr., 
$965. °54 Coronet (8) 2-dr., $660. ‘53 


FORD—’57 Fairlane (8) 500 Victoria, $2,- 
100°; Country sedan, $2,020°. °56 Coun- 
try Squire, $1,880° (ps); Country sedan, 
$1,580*, $1,435; Ranch Wagon, $1,675* 
(ps); Fairlane (8) conv., $1,770*, $1,750*, 
$1,660° (ps); Victoria, $1,725* (ps); Cus- 
tom (8) 4-dr., $1,380°. '55 Thunderbird, 
$2,050° (ps), $1,975* (ps); Fairlane (8) 
Crown Victoria, $1,425*° (ps); Victoria, 
$1,325°, $1,295°; comv., $1,375°; 4-dr., 
$1,225*, $1,100°; Ranch Wagon, $1,120; 
Custom (8) 4-dr., $920. °54 Crest (8) 
Victoria, $940°; Skyliner coupe, 4935*; 
Custom (8) 4-dr., $735*, 53 Cust6ém (8) 
2-dr., $600, $450°; 4-dr., $590; Custom 
(6) 2-dr., $630. "51 Custom (8) 2-dr., 
$335 


HUDSON—'56 Hornet 4-dr., $1,200*. '55 
Wasp Country club, $1,150*. 
MERCURY—’57 Monterey Phaeton, $2,550* 
(ps). "56 Monterey station wagon, $2,055* 
(ps); 4-dr., $1,510°, $1,510; Montclair 
conv., $1,925* (ps); Custom conv., $1,- 
805°; Sport coupe, $1,560°. '55 Montclair 
$1,390, $1,330°; Monterey 4-dr., 
Monterey 


Country 
Country club, $910. 


'50| OLDSMOBILE—’57 (88) Holiday, $2,700°. 


"56 (98) conv., §2,575° (ps); Holiday, 
$2,360° (ps), $2,135°; (88) conv., $2,250° 
(ps), $2,200° (ps); Super Holiday, $2,185* 
(ps), $2,165*° (ps), $2,125° (ps), $1,880° 
(ps); Deluxe Holiday, $2,025° (ps). ‘55 
(98) conv., $1,965* (ps), $1,900° (ps); 
Holiday, $1,900° (ps), $1,400° (ps), $1.- 
300° (ps); 4-dr., $1,335° (ps); (88) Super 
Holiday, $1,775° (ps), $1,750° (ps); De- 
luxe Holiday, $1,280*, $1,000°. "53 (88) 
Super 4-dr., ._$750°; (98) 4-dr.. $640° 
(ps). '52 (88) Super Holiday, $555*, ‘52 
(88) 2-dr., $430. 

PACKARD—'55 Hardtop, $1,545° (ps). ‘53 
Clipper 4-dr., $355°. 

PLYMOUTH— 57 Savoy (8) 2-dr., $1,795°. 
"56 Belvedere (8) station wagon, $1,780*; 
Sport sedan, $1,525°; Sport coupe, $1,- 
510°; Savoy (8) 4-dr., $1,280°. "55 Bel- 
vedere (8) Sport coupe, $1,350° (ps); 
conv., $1,275° (ps); Savoy (8) 4-dr., 
$935; Savoy (6) 2-dr.. $875°. "54 Belve- 
dere Sport coupe, $340. "53 Savoy 4-dr., 


PONTIAC—'56 Chieftain (8) Catalina, $1,- 
700°; 4-dr., $1,350° (ps), $960°. "55 Star 
Chief (8) Catalina, $1, 365°; 4-dr., $1,- 
300°; Chieftain (8) station wagon, $1,- 
275°; Catalina, $1,230°. ‘54 Star Chief 
(8) Catalina, $945°. ‘53 Chieftain (8) 
Catalina, $800°; 2-dr., $515. "50 (8) sta- 
tion wagon. $330° 

STUDEBAKER —'56 Flight Hawk coupe, 
$1,395. "53 Commander Hardtop, $440. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Apr. 10.) 
(National Aute Auction Week celebra- 
tion huge success, Sold 79 percent of 287 


consignments.) 
BUICK—'57 Century Riviera, $2,790° (ps): 


WILLYS—’52 2-dr., 
MISCELLANEO 


every Thursday. Prices are for sale of 
Apr. i1.) 









HUDSON—’53 4-dr., $410. 
MERCURY—'53 Monterey 2-dr., $775. *51 
2-dr., $165. 49 4-dr., $100. 
OLDSMOBILE—'55 (88) 4-dr., $1,615. '54 
(88) 2-dr., $1,450° (ps), $905. ‘53 (98) 
2-dr., $985; 4-dr. $710 (ps), $685°; (88) 
4-dr., $745*. ’51 (88) conv.; $405°; 4-dr., 
$205°. "50 (88) 4-dr., $380, ‘49 4-dr., 
$110. 
PLYMOUTH—'56 Plaza (6) 4¢dr., $1,205, 
$1,115. °55 Belvedere (8) 4-dr., $1,090°; 
—_ (6) 4-dr., $815. "53 ae 2- 
$410; 4-dr., $380. '50 4-dr. 
PONTIAC’ 51 4- ar., $230; 
STUDEBAKER — ‘56 Golden Hawk 2-dr., 
$1,605. "53 Commander 2-dr., $455. "50 
2-dr., $135, $115. 


Special Riviera, $2,585*. '56 Special Rivi- 
era, $1,875°. "55 Special Riviera, $1,465°. 
(Continued on Page 41, Col. 1) 















$205. 
US—'56 Ford %-ton pick- 





International ane truck $630. "51 Dodge 

%-ton pickup, $240; GMC \%-ton pickup, 
$270. °50 Ford %-ton pickup, $305; GMC 
1%-ton truck, $245. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 









(Sold 273 out of 494.) 

BUICK—'57 RM Riviera, $2,850? (ps). 56 

RM Riviera, $2,350° (ps), $2,175° (ps): 
Super conv., $2,200* (ps); Riviera, $2,- 
000° pnp s Century Riviera, $2,040° (ps); 
Special 2 $1,580°. '55 Special Estate 

$1, siee"” 

$1,445°, Super Riviera, 

* (ps); Century ' Riviera! $1,550°; 

RM Riviera, $1,530° (ps); 4-dr., $1, 475° 

@. ‘54 RM conv., $1,355° (ps); Rivi- 

$1,095* (ps); Century Riviera, $1,- 

250° (ps), $1, ae Sees Special Riviera, 








Jaguar Wins Award— 


Joguar has been awarded the 1957 
American Artist Medal of Honor for Ex- 
cellence in Design. Norman Kent, left, 
editor, American Artist magazine, presents 
the medal to Johannes Eerdmans, presi- 
dent, Jaguar Cars North American Corp., 
who accepted it in behalf of Sir William 
Lyons, chairman, Jaguar Cars, Lid., Coven- 
try, England. Looking on is |. Peter Garran, 
commercial minister to the U.S. 



















vV., $3,975° (ps). 
$3,100* (ps); (62) 
coupe de Ville, $2,975* (ps), $2,790° (ps); 
coupe, $2,535* (ps). i 
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Belvedere 2-dr., $585, ’52 Cambridge 4- NASH—’53 Ambassador 4-dr., $435°. °51 "52 Chieftain (8) Catalina, $345°. 








i f Statesman 4-dr., $110*. STUDEBAKER — '53 Champion 4-dr. 
dr., $230, OLDSMOBILE—’56 (88) Super Holiday, $575*; Commander club coupe. $350". 52 
PONTIAO—'56 Chieftain (8) 4-dr., $1,500°,| $1,975°. ‘55 (88) Super 2-dr., $1,400°.| Champion coupe, $290*; Commander 
53 Chieftain (8) 2-dr., $510°, '52 Chief-| "54 (98) Holiday, $1,395" | (ps) (88)| dr, $205*, '51 Champion 4-dr., $165*. 
tain (8) 4-dr., $450°; $225, °51 station| Holiday, $1,220; toe, ee ede. $880" '41 4-dr., $120°. 
wagon, $370*. ‘50 4-dr., $200°; 2-dr.,| Suber 420k, Soave. 163 (86) fdr, $880°, | wiLLYs—'48 Jeepster, $315, $280. 
tem ond : MISCELLANEOUS — ,’ 
$165°. PACKARD—'53 4-dr., $200°. eLbee. 56 Volkewagen, 
(Continued from Page 40) STUDEBAKER—’53 Champion 4-dr., "$320. i ge on — (6 a $860. 
PONTIAC—'56 Star Chief (8) Catalina, SEATTLE 
’ Super 4-dr., $1,060*; RM Riviera, $1,285; Chevrolet %-ton pickup, $1,140. ) n 
™ m 060° Special 4dr’, $1,050" (pe);| '58 Ford %-ton pickup, $770. 'S4 Dodge DYER, IND. $1,880°; Chieftain (8) 2dr. $1,025. "54! (south Seattle Auto Auction, Sale every 
$1,060° (ps); 2-ton truck, $750, $725, °53 Dod Aen ’ Chieftain (8) aon $880°, °53 Chieftain 
De, Century Riviera, $830* (ps). '52 RM oan oa $7: = oe a rie (8) station 580°; 4-dr., | Wednesday, Prices are for sale of Apr, 10.) 
2 Riviera, $415°, '60 Special 4-dr., $105°. ruck, $ Chevrolet %-ton pickup,| (Dyer Auto Auction. Sale every ay! S5g0, $430° wrqos*: 2-dr., $440, (Continued on Page 42, Col, 1) 
e (62) sedan de Ville, $5,- $625; Ford 2-ton truck, $650; %-ton/| Prices are for sale of April 5.) 
i. | OAT. 88 (62) $3,580° ‘(ps);| Pickup, | $575; | 2-ton truck, $550. °52| (prices about the same as Inst week. 
4 oo (ps), ’56 (62) coupe, $3, *| Dodge %-ton pickup, $445, '50 GMC 1%- 
| Fotis Cen} rcoune, 2.000" oe), 82] Leag gts, Metwntiet Beiony esaan | “eggs metre, sae ge ood St owt NE OF MANY REASONS WHY 
fio (ps); -— truck, $275, ’48 Chevrolet Delivery sedan, 
. (62) 4-dr., $1,010°. $100."'47 Ford 1%-ton truck, $465; Chev-| °f 299 cars consigned.) - oO 
, CHEVROLET—'S7 Bel Air (8) 2-dr., i rolet 2-ton truck, $390; Studebaker %-| BUICK—’57 Special, Riviera, $2,580* (ps) ;" 
el 250°; Hardtop, $2,200; Bel Air (6) 2- ir..| ton pickup, $175. 4-dr., $2,575*. '56 Century Riviera, $1,- 
BEtC? Byatt. bu si0™” eh i500 Bi oes coer FIDO” (es Boo YOU NEED THE COURIER-EXPRESS 
- Bel Air (8) 4-dr., $1, 810°" (ps), $1,550, VALDOSTA GA Riviera, $1,855*, $1, 845*, $1,600*, '55 
= $1,535; Sport coupe, | $1,770*, $1,690°; ° . RM Riviera, $1,600* (ps), $1,540* (ps), 
. Sport sedan, $1,870*; 2-dr., $1,765°, $1,-| (Tom Hewitt Auto Auction, Sale every| $1,480* (ps). ’54 Special ‘4-dr., $1,135°. 
% 570°; Two-ten (8) station wages, $1,870". Friday. Prices are for sale of Apr. 12.) 63 Super Riviera, $710*. 52 Super 4- TO SELL BUFFALO 
° a ea’ Sa ase; 2-d¢., 31.295;| ,. Lots of clean cars sold. Plenty of se- | dr., $210°. 
ry ane Afty (8) 4-dr., $1,500; One-ffty (6)| t=. Sold 206 out of 287.) CADILLAC—'56 (62) coupe de Ville, $3,- 
= station wagon, $1,505*. 55 Bel Air (8) | BUICK—'57 Special Riviera, $2,525° (ps).| 370° (ps). '55 (62) coupe, $2,625* (ps). 
dr., $1,320°; Bel Air (6) 4-dr., $1,080;| ‘56 Century Sport sedan, $1,935° (ps);/ ‘54 (62) 4-dr., $2,090* (ps), $1,925* 43.3% More Coverage 
); Soort coupe, $1,305°; Two-ten (8) 4-dr., Special Riviera, $1,775*. '55 Super 2-dr., (ps). °53 (62) ’ a-dr., $1,220* (ps). °52 
53 $1,205*, $1,110, $1,060; 2-dr., $1,040, $1,-| $1,300°; Sport coupe, $1,300°. "54 RM/ (62) coupe de Ville, $1,020°. °50 (61) in 9 Neighboring Cities 
000, $935; Two-ten (6) 2-dr.. $925; 4-dr.,| Riviera, $1,225° (ps); Super Sport coupe,| coupe, $540*. 
°, $900. "$4. Two-ten 2dr. $700; oa800, fdr. $530" (ps), "52 "RM ‘-dr,, $375°, | CHEVROLET—'S7 Bel Air (8) 4-dr., $2,- 
3 Teoten a-dr., $148", Spegs “out: $500; | '50 Special Riviera, $230. "| 1002. "56 Bel Air (8) 4-dr., $1,620°, $1.- There are 9 cities in Western New York’s great 
" 2-dr., 96806, $690, $000, 051 BL pelxe | Mg00" (pa). "05 (62) coupe de Ville; $2. Air" (6), 4-dr.. $1,100, "3.080 3890" 8-county market beyond the limits of ABC Buffalo. 
. : , . ; 153’ (@g)| Two-ten (8) 2-dr., $930%, $910, , 
° luxe Bel Air, $315. 735° (pe); Acdr., $2,360" (ps). "53 (62)| S059; Two-ten (6) S-dr., $965, $905, They are important, se self-sufficient communities with 
- | CHRYSLER—'5S6 NY Sport coupe, $2,500°) (Ope ssaga” (Ps). ‘52 (62) A-dr., $910°| S690. *54 Bel Air 2-dr., $600, $635"; il outlets for all lines of merchandise. Th 
n, (ps). '55 NY 4-dr., $1,835° (ps). °53| .o), Es Two-ten 2-dr., $620, $605, '53 ‘Two-ten major retail outlets for all lines of merchandise. eir 
u Windsor, 4- 4-dr., $560, °52 Windsor 4-dr., OLET.- 57 Bel Air (8) Hardtop, etation $625: 2-dr., $540*, $520, 
. “$380°, $265 ; Se ote ae: on ne $515°, 2 at $505, $390, $360; coupe, $545, 87,705 families must be sold for the success of mer- 
, ; : $5 
‘ — Sportsman, Hardtop, $1 oe e,| 756 Bel Air’ (8) Sport coupe, ’$1,650°: $525, $495, ws Bat ak 2-0. $530, 52 chandising programs centering in Buffalo. 
» DGE'63 Coronet i580", ‘50 C Fwoten 0) 6-4. 2.9%, Fis. 6 Bel ovenan ot a The Morning Courier-Express has 43.3% more cir- 
a, ween 4-0, 3. paren Z + 4 Mrs: 3 a wy Hy LS a4 S. ll bane a en ene” tna) e aca P her Buffal 
; -dr., ; 2-dr., ; o-ten 4-dr.,| ” mpe; coupe, $2, ps). ’ . 
e FORD—'57 Del Rio station wagon, $2,110.| $710, °53 Two-ten 2-dr., $575. '52 SL De-| NY 4-dr., $1,095* (ps). '53 NY 4-dr., culation in these 9 cities than any other Buffalo paper 
} Ge conv, $1,806° (pa); Victoria, "eae | meen AM: One: WL Deemee Sa) ete”. The lead of the Sunday Courier-Express...the State’s 
. con le 9 
; (pe); 4-GF., $1.005°, $1.570° (pe); Coun | CHRYSLER -’50 Sport coupe, $200°. ee See largest paper outside of Manhattan...is 136.4%. Clear 
. try sedan, $1,800°, $1,780°, $1,725°; Cus-| DeSOTO—'55 Firedome 4-dr., $1,355°. DODGE—'S5 Coronet 2-dr., $1,085*, ‘51 h ll the Buffal 
tom (8) station wagon. $1. 525 i ar. 2. DODGE—'53 Coronet 4-dr.. $500°. °51 club| Coronet club coupe, $100 proof...one reason of many...that to sell the Buffalo 
: 350, ‘55 Fairlane coupe, . 49 2-dr., $180. ; : 
. (ps), $1,360°, $1,335°; conv.,  $1,320°:| FORD—'57 Fairlane (8)’500 conv., $2,250*| FORD — ot | Thunderbird, aS a market completely, you need the Courier-Express. 
2-dr., $1,075*; Ranch Wagon, $1,255°,| (ps); 2-dr., §2,175°; Victoria, $2,075. ’56| Fair - Py is am. ‘one 205°: pita 
; $1,065"; Custom (8) 4-dr., 9925; 2-4r..| Fairlane (8), Vietoria, $1,560"; 4-dr.» $1.-| 1o)" "Victoria, $1,610%, $1,000", | $1,500" ROP COLOR available both daily and Sunday. 
. Wagon, $765; Main (8) 4-dr., $625. '53| 4-dr., $1,090. ''55 Fairlane (8) conv., $1,-| (PS), $1, 560°, $1,590". a oe (ps relates, Member: Metro Sunday Comics and Sunday Magozine Networks 
: Custom (8) 4-dn, $700°, $655, $420; 2-| 125°: Victoria, $1,050°. "54 Ranch Wag-| 395 oe ‘gt, Ms. Game (8) Str. $1,. 
: $795°, $650°; Crest (6) 4-dr., $595°.| on. $750; Custom (8)' 4-dr., $750°. '53| $1,460", $1.440°, Custom, ia) Mar. fee 
‘si’ Custom 2-dr., $150. Crest (8) Victoria, $750°. '52 Custom (8)| > ‘ae 51,325, "$1,280," $1,265 $1268. 
e HUDSON—'56 Rambler Hardtop, $1,410°.| 4-dr., $500. '50 2-dr., $225. ’49 2-dr.,| (6) 2-dr. | 
ts 'S5 Hornet 4-dr., $1,175* (ps). "54 Wasp $225. 55 Fairlane (8) Victoria, $1,400°, $1,- U a oO 
4 4-dr., $475°. LINCOLN—'56 Premiere Hardtpo, $2,820°| 200° (Ps); 4-dr., $1,165°. 
ss MERCURY — '57 Monterey Hardtop, $2,-| (PS). °54 Cosmopolitan coupe, $1,280*| HUDSON—’54 Wasp 2-dr., $400, "53 Jet 
; 500°; 2-dr., $2,400°. °56 Monterey Hard-| | (ps). : sedan, $365; Hornet club coupe, $170. o 
c top. $1,945° (ps); ae. sg a >, oO 7 KAISER—’53 4-dr., $400*, $250°. 
OL “ane: a. Rae (pe): ‘Custom| Montclair sedan, $1,465* (ps); Custom| MERCURY—'55 Montclair coupe, $1,450°; Representatives: SCOLARO, MEEKER & SCOTT 
: ue Toko "54" Monterey station wag-| 2-dr., $890°. °54’ Custom 4-dr., $675. '53| Monterey 4-dr., $1,285°. '54 Monterey . 
: on, $1,380; Hardtop, $1,180° (ps). Monterey Hardtop, $725*; Custom 4-dr., conve, $2. 015° (ps); Custom 2-dr., $845; : Pacific Coast: DOYLE & HAWLEY 
ot, oo $725. °53 ‘coupe, $790°,” $625; 
. NASH—'56 Ambassador 4-dr., $1,505*. '55| _ $605. — . , , ’ 
; Super 4-dr., $1,010°. NASH—'56 Rambler Hardtop, $1,500°, 54 2-dr.,, $610, $600°, 
5 OLDSMOBILE — ‘57 (98) 4-dr., $3,045*| Rambler Hardtop, $725 
; (ps); (88) Holiday, $2,700°, "56 (88)|OLDSMOBILE — °57 (88) 2-dr., $2,500° 
; Super 4-dr., $1,905° (ps). ’55 (98) Holl-| | (Ps).. °56 (88) Holiday, $2,000°' (ps); 4- 
P day, $1,820* (ps); (88) Holiday, $1,620°; $1,800* (ps). °55 (88) Holiday, $1,- 
. Super 4-dr., $1,470° (ps). "54 (98) 4-dr., 800: Super coupe, $1,560* (ps). '54 (88) 
) $1,400° *(ps); (88) Super 4-dr., $1,370° 2-dr., $1.200° (ps). °53 (98) 4-dr., 
, (ps); Deluxe 4-dr., $1,330%, "53 (98)| $725°. "52 (88) 4-dr., $360°. °51 (88) 
2 Holiday, $935° (ps); rt as 7 } nay Super 4-dr., $465*. '50 (88) 
$775* (ps). "52 (88) 2-dr., . BO ¢ 
Ss on. nar on. ol ee mo 
ACKARD—'S5 4-dr., $1, ps). "51 4- 
dr., $230°. PLYMOUTH—’56 Belvedere (8) conv., $1,- 
: PLYMOUTH — °56 Belvedere (8) Sport] 560°. ’55 Belvedere (8) conv., $1,185; 
4 pe, $1,730°; Savoy (6) 4-dr., $1,420;| Belvedere (6) coupe, $895*; Savoy (6) 
> Savoy (8) 2-dr., $1,155. "55 Savoy (8) 4-dr.. $680°. '53 Belvedere 4-dr., $475; 
; 4-dr., 2 at $1,145°, $1,065. 54 Savoy (8)| Sport coupe, $410; Savoy 4-dr., $400*; 
; 2-dr., $675, $600.53 Cambridge 4-dr.,| 2-dr., $320. "52 Cambridge 2-dr., $210. 
. $330, $320. ‘52 Cranbrook Belvedere, 49 4-dr., $150; 2-dr., $150. 
i $400; 2-dr., $260; Cambridge 4-dr., $300. PONTIAC—'57 Star Chief (8) sedan, $2,- 
"51 Cambridge 2-dr.. $200; Cranbrook| 200° (ps). ’56 Chieftain (8) Catalina, 
» 4-dr., $160, $155. $1,800° (ps); 4-dr., $1,540°. °55 Chief- 
r PONTIAC—'5S7 Chieftain (8) 4-dr., $2,575*| tain (8) conv., $1,475*; Catalina, $1,180°. 
; (ps); Catalina, $2,110, "56 Chieftain (8)| ‘54 Chieftain (8) 4-dr., $720°. ‘52 4-dr., 
» Catalina, $1,710*. °55 Chieftain (8) Cata-| $360°. "51 4-dr., $290, $200. 
t lina, $1,400*. '54 Chieftain (8) Catalina, | STUDEBAKER—'53 Champion 4-dr., $235. 
) 


$920°; 2-dr., $740°. °53 Chieftain (8)|_ °51 Commander sedan, $190°. 
Catalina, $740°. MISCELLANEOUS—’55 Dodge %-ton pick- 
STUDEBAKER — ‘55 Commander station up, $630°. "54 GMC %-ton pickup, $300; 
wagon, $1,270*, °53 Commander 4-dr.,| Chevrolet %-ton pickup, $610. ’52 Stude- 
$630*; conv., $540°. ‘52 Commander Land| baker %-ton pickup, $170, '51 Ford %- 
Cruiser, $305*; 4-dr., $295°. ton pickup, $235. "50 GMC %-ton pickup, 
WILLYS—'53 Aero 4-dr., $300°. $180. 
we ae ne ee 57 Volkswagen 2- <.- 
, 7 vrolet %-ton pickup, - oo 
125. ‘55 Chevrolet %-ton panel, $985°; BR KLYN, N. Y. 
Ford %-ton pickup, $840. ‘53 GMC %-| ‘Skyline Auto Auction. Sale every Tues- 


ton pickup, $595. day. Prices are for sale of Apr. 9.) 
(Despite run of average cars, the mar- 
FARGO, N. D ket continues to be firm in the N. Y. 
, ° ° area. Rough cars worthless, Sold 101 out 
(Tri-State Auction Co, Sale every Thurs-| of 131 offerings.) 
day. Prices are for sale of Apr. 11.) BUICK—’55 Super Riviera, $1.510*; 4-dr., 
(Sold 95 cars out of 158 offerings.) $1,.425°, $1,300°. '54 Super Riviera, $1,- 
BUICK—’56 Century Riviera, $2,050*. '55| 230°; Special 2-dr., $950*. °53 Super 
Super Riviera, _—— (ps). °53 Super Riviera, $675*, $660°; Special Riviera, 
Riviera, $520° (ps $605, $600; 4-dr., $565. °52 Special conv.. 
CHEVROLET—'56 _—— $1,925°, $1,-| $435°. '51 Super Riviera, §285°; 4-dr.. 
950°; Bel Ay (8) 4-dr., $1,705*; Two-ten| $225*, $200. 


(8) 4-dr., 2 at $1,445, $1,425, $1,415*, | CADILLAC—'54 (62) coupe de Ville, $2,- 
$1,390, “ai.3t, $1,360, $1,345; 2-dr.. $1,-| 550° (ps); 4-dr., $2,275* (ps). 53° (62) 
485°, Bei Air 4-dr., $1,095* ‘(pe);| coupe de Ville, $1,490*. °50 (62) conv., 
2-dr., fase; Two-ten (8) Handyman,| 3$650*. 
$1,350, °53 Bel Air 4-dr., $680°, $665,| CHEVROLET—'56 Bel Air (8) Hardtop, 
$290. '51 FL Deluxe 2-dr. $285. °50 SL| $%1,775*; 4-dr., $1,550*; Two-ten (8) 4- 
Deluxe 4-dr., $150; 2-dr.,'$145; FL De-| 4r., $1,300; 2-ar.. $1,305; One-fifty (6) 
luxe 2-dr., $125. 49 SL Deluxe 4-dr., 2-dr. $1, 120, $1,090. '55 Bel Air (8) conv. 
$160. $1,450°; Two-ten (8) 4-dr. $1, 100°, $1,- 
OHRYSLER—'54 NY 4-dr., $1,010* (ps). 000. $990, $960, $955, $940, 3 at "$935, 
DODGE—’51 2-dr., $200*. "50 4-dr., $100*.| $920, $910, $905; 2-dr., 2 at $940, 3030, 
FORD—’57 Fairlane (8) Town sedan, $2,- 2 at $925; One-fifty (6) 2-dr., $800, 
170*, 56 Country sedan, $1,775; Fairlane| ‘54 Bel Air station wagon, $920; Hard. 
(8) 4-dr., $1,500°, $1,475 1.4 470, $1,-| top. $870; Two-ten station wagon, $830, 


450; Main (8) 2-dr., $1,250. 55 Custom| $760; 4-dr., $690; 2-dr., $685; One-fifty 
(8) 4-dr., $1,115; 2-dr., $970*; Main (6)| utility sedan, $350. ’53 One-fifty 2-dr., 
2-dr., . 54 Custom (8) 2-dr., $835;| $525; Two-ten 2-dr., $505. 52 SL Deluxe 


4-dr., $730*. ‘53 Custom (8) 4-dr., $700, 4-dr., $365; 2-dr., $395°. "51 4-dr., $340°. 
$630*; 2-dr., $550°; Custom (6) 2-dr., CHRYSLER—’53 Windsor 4-dr., $410°. 
$600; Main (6) 4-dr., $590; 2-dr., $390.| DODGE—'5S4 Coronet 4-dr., $735*. ’53 Cor- 
*52 Custom (8) 4-dr., oS. $410. ‘51 onet 2-dr., $450*. 

Custom 4-dr., $205. ’50 2 , $125. "49 FORD — '56 Main (6) 2-dr., $1,210. ’55 
aft $105. Fairlane (8) Victoria, $1,250*; Custom 
MERCURY—’5S Montclair coupe, $1,595*| (8) 4-dr., $975, $965, $855; 2-dr., $935. 
-(ps). 53 Custom 4-dr., $810, ’51 coupe, 54 Custom (8) 4- dr., $690. '53 Crest (8) 


$275. conv., $600*; 4-dr., $640°; 2-dr., $420. 
NASH—'51 Ambassador 4-dr., $170. 52 Custom (8) 2-dr., $440*, °51 Victoria, 
OLDSMOBILE—'56 (88) Super 4-dr., $1,-| $150 


950* (ps), $1,870°. °55 (88) Super 4-dr., LINCOLN—'s5 Cosmopolitan Hardtop, $1,- 

$1, 605 (ps). "53 (88) Super 4-dr., $885*° 

(ps), $850*, $690. '52 (88) Super 4-dr., MERCURY — °55 Montclair Hardtop, $1,- 

$600° (ps); 2-dr., $500°. ’51 (98) Holi-| 410%, $1,380°, °54 Custom 4-dr. $895*; 

day, sass”. '50 (88) 4-dr., $195*, $175°; 2-dr., $750*. 53 Monterey 4-dr,, 3510. 

(98) 4 $200°, NASH—'54 Rambler 2-dr., $610. '51 Ram- 
PL YMOUTH_ "56 Savoy (8) 4-dr., $1,400.| bier station wagon, $270. 

"53 Cambridge 4-dr., $435. '52 Cambridge OLDSMOBILE—'54 (88) Holiday, $1,350*. 

4-dr., $335. "52 (98) 4-dr., $360*, °'51 (98) 4-dr., 
PONTIAC — '51 4-dr., $135*, $125*. °50| $230°. 

sedan, $100. PACKARD—’53 Clipper 4-dr., $420°,. °52 
STUDEBAKER—'54 Champion station wag-| 2-dr., $310*. 

$735. PLYMOUTH—’57 Belvedere 4-dr., $2,050*. 

WILLYS 55 station wagon, $1,125. ; ’56 Belvedere Hardtop, $1,710*; " Savoy 2- 

MISCELLANEOUS—’56 Ford 1-ton pickup, dr., $1,390°, °54 station wagon, $650, ’53 



































(Continued from Page 41) 
(Terrific demand for premium cars. wagon, $1,895* (ps); Country sedan, $1,- 

































































540° (ps). 53 (62) 4-dr., $1,450° (ps). 
CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,395* (ps); 4-dr., $2,350° (ps); Two- 
ten (8) Hardtop, $2,395*. °56 Bel Air (8) 
Sport coupe, $1,920°. °55 Two-ten (8) 









































190, $1,180, $1,170; 2-dr., $1,155; Delray 








"54 Two-ten Delray, $845; 4-dr., $810; 




















Deluxe Bel Air, $420*.''50 2-dr., $290, 























OHRYSLER—’'50 Windsor 4-dr., $335*; NY 4-dr., $185°; 
















































































































































































































































































































































































Automotive Group magazines at news- 
stands each month. Newsstand sales 
make up 86% of the total P.A.G. 
circulation. This selectivity means 
more sales per advertising dollar 
spent in the P.A.G. 

From Bennett-Chaiken Survey, 1956. 























coupe, $1,655°; 
$230, °49 4-dr., $170, $165. Surer’ 4-dr., $805°. 


(98) 4-dr., $285*. °48 (98) 4-dr., $750. 


AUTOMOTIVE NEWS, APRIL 22, 1957 


60*. '51 Catalina, $420*; 4-dr., $420. ’50 $2,190* (ps); station wagon, $2,150, $2,- 
iar. $170; 2-dr., $65. ‘49 2-dr., $145*.| 145%, '56 Fairlane (8) Victoria, $1,750*, 
EB — "+53 Commander 4-dr.,| $1,705*; Custom (8) Hardtop, $1,570*; 


STUDEBAKER ’ 
Used-Car Auction Prices || fi Sree 28°85 me) tore. Mati ne, eines 


dr., $1,150*, $1,125*. "54 Ranch Wagon, 
ELLANEO , | ick- , ’ , 
mp. $1620, "6S Ford. %-ton pickup, PAT. | _ $980*, $965¢; Custom (8) 2-dr., $965°. 
075. °54 Ford %-ton pickup, $805; Chev-| IMPERIAL—’57 Crown Southampton, $5,- 
rolet %-ton panel, $720. 52 Dodge %-ton 185* (ps). 
pic ay $495, °46 Dodge %-ton pickup,| LINCOLN — ’57 Premiere coupe, $4,570* 
$200. (ps), $4,555* (ps). °56 Premiere coupe, 


$3,285* (ps), $3,035* (ps). 
Sold 234 885*; Ranch Wagon, $1,695*, $1,630, $1,- wt lair Hardto 975* 
sore oss meotel Riviera, $1,695°; Super| 595; Fairlane (8) 4-dr., §1,700°; 2-dr., LITTLETON, COLO. MERCURY 'O! Montelair Harstop, $3,978 
Riviera, $1,630* (ps), ’54 Super Riviera,| $1,645*; Custom (8) 4-dr., 1.008 aoe (Colorado Auto Auction. Sale every Mon-| Montclair Hardtop, $1,695*. ’55 Monte- 
$1,345*. '53 Special 4-dr., $580*. ’52 Spe- tgee = a) eam a $1 7 day, Prices are for sale of Apr. 8.) rey station wagon, $1,690° (ps); Custom 
cat Gunes’ a, 4-dr., $255". |  trO; Vintoria, $1,385, $1,350°, $1,250; | BUICK—'56 Century Riviera, $2,125* (ps),| station’ wagon, $1,495*; Monclair coupe, 
"4 Super -ar., . , ’ , , . , , ; 


. * (ps), 2 at $1,995*; Special Rivi- $1,435*, $1,250*, 54 Monterey coupe, 
.| Custom (8) 4-dr., $1,205*; Fairlane (6)| $2,090 $ ; 
CADILLAC—'55 (62) coupe, $2,850° (ps); ma” i .| era, $1,875°: "BS Special 4-dr., $1,150*.| $1,075. 

(62) 4-dr., $2,305* (ps); (60) 4-dr., $2,-| 4-45. $1,100. "54 Ranch Wagon, $10e | '4' Special 4-@%, $1,000, '52 RM 4-dr., OLDSMOBILE'6_ (98) Holiday, $2,515° 

, : ‘i * » | $445° (ps). ; . , , 
$eace, “Grasse Country sedan, $025" 'bi | CADILLAC—'57 (60) 4-dr., $5,800%..(ps);| $2,040 (ps); Deluxe, Holiday, $1,975". 
conv., $360; station wagon, $320; Vie-| (62) sedan de Ville, $5,400* (ps), $4,900°| ‘54 (98) Holiday, $1,986 (pe); (08 
toria, $270*: 4-dr., $185; 2-dr., $265, '50| (ps). 54 (62) 4-dr., $2,900* (ps). '53 eee deans’ . es - 
2-dr., $215, $210, '49 club coupe, $125. (62) coupe de Ville, $1,460° (ps). '52| | $805". $55°, sere (8) conv., $2, 
station wagon, $1,520°, $1,450; 4-dr., $1,-| wumsON —'52 Hornet 4-dr., $395*. ‘50| (62) 4-dr., $1,050, $1,000. ’50 4-dr., | PLYMOUTH — » $2, 
Hornet 4-dr., 186°. 135*; Savoy (6) 4-dr., $875. ’54 Belvedere 
coupe, $1,030; ‘Bel Air (6) conv., $1,285. ae lair Sport coupe, $2,-| CHEVROLET—'57 Bel Air (8) Hardtop, ; y v» GSTS, 
Me” Che), "8S Custom Zar, $1,290, "ba| $2,300" (ps); Two-ten (6) 4-dr., $1,900°. | | Hardtop, $735* (ps). 


$795°*. 845* (ps). °55 Belvedere (8) 2-dr., $1,- 


, , ° Fi hieftain (8) 2-dr., $1,250*. 
One-fifty 2-dr., $560, ‘53 Two-ten Sport rt 1,150*; 4-dr., 56 Bel Ajr (8) Nomad, $2,085*; 2-dr.,| PONTIAC—’55 C ‘ vem 
coupe, $720°;' One-fifty station wagon, a $ $1,820, $1/100°, $1,590; Gne-fitty. (8), sta- STUDEBAKER — '51 Commander 4-dr., 
$700; 4-dr., $395; Bel Air 2-dr., $690, ’ DSMOBILE—’55 (98) Sport cou 1,-| tion wagon, $1,455; o-ten -dr., Be 

SL Deluxe 4-dr., $560°, $475°. ‘51 SL “Saar (ps); 4-dr., $1,760° (ps); Tah) eee $1,375, °55 Bel Air (8) Hardtop, $1,475*, | WILLYS—’55 station wagon, $965°. 


Y NEOUS— 56 d %-ton pick- 
dr, 90°. °53 (88 $1,465*, $1,395*; Two-ten (8) 4-dr., $1,-| MISCELLANEOU! For 
+ "56 88) conv. $305"; | 070. 'S4 Bel Air 4-dr., $760*; Two-ten| UD, $095. '49 Chevrolet %-ton pickup, 





conv., $220°. conv., $250°. OHRYSLER Tate, Minaaor tar. .$2,060° OMAHA 

DesoTO—’ °° .. | PACKARD—’51 (300) 4-dr., $365°. (ps). ’ : » ps); 

$220; “cr, $115. eae ee re PLYMOUTH_’57 Belvedere (8) Sport coupe,| Windsor Hardtop, $1,475*; 4-dr., $1,355°. Cees nies yoy ye “1D 
DODGE — '57 Royal 4-dr., $2,500°, '52| $2,600*. 56 Belvedere (6) 4-dr., $1,690;| "53 NY Hardtop, $775* (ps). eee 356 meectal 4-Or., 41,818. 06 ipe- 

Meadowbrook 2-dr., $720. Savoy (8) 4-dr., $1,450, $1,375. "55 Savoy| DeSOTO—’57 Firesweep Hardtop, $2,935* en ae “he” Riviere, G2 
FORD—'57 Fairlane (8) Country Squire.| (8) Suburban, $1,395*; Bei Air (8) Sport|" (ps). 450° (ps). '53 Super Riviera, $710*; 4- 

$2,655° (ps); 500 conv., $2,565" (ps); | coupe, $1,280: Savoy (8) 4-dr., $1,015,| DODGE—’57 Coronet (8) 4-dr., $2,100°, '56| 450° (pe). a ; 

s Ps i > 975. '53 Cranbrook 2-dr., 10. ’52 Sub- orone’ -dr., $1, ° *» . 4 

Baereoenen ipo ede oon | Bren ‘ts roma onnty ‘aan, #2080, Ba | ORE SRDURE Pe Ao or 

Thunderbird, $2,665; Parkiane station) PONTIAC—’56 Chieftain (8) Catalina, $1,-| lane (8) 500 4-dr., $2,335* (ps), $2,240%,| $1,800°; Two , $1,670°; 
eee SRC; FUCRe® siatien | FONEEEC—'SS Citatiain (6) Cateiine, Gi-| ee oe) eet ee ae ee a 

THE PETERSEN READER... three of a series 
ci7 
J 
= 
Petersen Automotive Readers are... 
} ’ 
selective! 
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A million men select Petersen 
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THE PETERSEN AUTOMOTIVE GROUP—1,112,278 ABC Circulation 
World’s Largest Automotive Consumer Readership (*Last siz months, 1956) 


PETERSEN PUBLISHING COMPANY - 5959 Hollywood Bivd., Los Angeles 28, Calif. - HOllywood 2-3261 
DeTroir orrice: 1514 Book Bidg., Detroit 26 - WOodward 3-8660 
NEW YorK OFFice: 550-Fifth Avenue, New York 36 - CI rcle 6-1365 
MIDWEST oFFice: 360 N. Michigan Ave., Chicago 1 - ANdover 3-6929 


——. 


station wagon, $1,600; 2-dr., $1,360. "55 
Bel Air (8) 2-dr., $1,190*; 4-dr., $1.130*, 
$1,065*. '54 Bel Air 4-dr., $1,000; conv., 
$985*; 4-dr., $925*, $870; Two-ten 4-dr,, 
$790, 2 at $725. '53 Bel Air 4-dr., 2 at 
$835*, $700; Sport coupe, $720, $695; 
Two-ten 4-dr., $625. 50 SL Deluxe 2-dr,, 
$265°*. 

CHRYSLER—’55 NY 4-dr., $2,200*. 52 Ny 
4-dr., $940* (ps), $665*; Windsor station 
wagon, $840, 

DODGE—’57 Custom Royal Hardtop, $2,. 
700* (ps). ’54 Coronet 4-dr., $930°. °51 
club coupe, $150. 

FORD—’56 Fairlane (8) Victoria, $1,750*, 
$1,685*; 4-dr., $1,435; Custom (8) 4-dr,, 
$1,350; 2-dr., $1,250. °55 Fairlane (8) 
4-dr., $1,170* (ps); Custom (8) 2-dr,, 
$980. ’°54 Custom (8) 4-dr., $790*; 2-dr., 
$720; Main (8) 2-dr., $640. '°53 Custom 
(8) 2-dr., $510. ’52 Custom (8) 2-dr., 
$465; Main (6) 2-dr., $375*. °51 2-dr,, 
$350*. 

MEROURY—’54 Monterey Sun Valley, $1,. 
110*. ’51 Monterey 2-dr., $490*; club 
coupe, $250*. 

OLDSMOBILE—’55 (88) Holiday, $1,645*; 
Super 4-dr., $1,550* (ps). ’53 (88) Holi- 
day, $1,070* (ps); 4-dr., $835* (ps), 
$775*. °52 (88) Super 4-dr., $525°*. 

PLYMOUTH — ’53 Cranbrook Belvedere, 
$535; 4-dr., $505*. 

MISCELLANEOUS—’56 Ford %-ton pick- 
up, $940. °53 Chevrolet 2-ton truck, $660, 
"52 Chevrolet %-ton pickup, $515, $450, 
’46 Chevrolet %-ton pickup, $165; 1%. 
ton pickup, $145. 


W. PEABODY, MASS. 


(Peabody Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of Apr. 11.) 


(This week’s sale moved fast with a 
very good percentage sold. Prices steady. 
Sold 95 out of 132.) 

BUICK—’ 56 Special 2-dr., $1,660. °55 Super 
Riviera, $1,560*; Special Riviera, $1,510*, 
’54 Super Riviera, $1,235*. °53 Special 
2-dr., $560. °51 Special 4-dr., $260*, 
$195*. °50 Special 4-dr., $130. °48 Super 
4-dr., $100. 

CADILLAC—’47 (62) 4-dr., $200*. 


CHEVROLET—’56 Bel Air (8) Sport coupe, 
$1,800*. ’°55 Two-ten (8) station wagon, 
$1,320; 4-dr., $1,125, $1,110; One-fifty 
(6) 2-dr., $850. "54 Two-ten 2-dr., $675. 
’53 Two-ten 4-dr., $675, $265, $205; One- 
fifty 2-dr., $445. '52 SL Deluxe 4-dr., 
$575*, $495, $330; Suburban, $375. ’51 
SL Deluxe 4-dr., 2 at $240. '50 SL Deluxe 
4-dr., $300, $150; 2-dr., $175; FL Deluxe 
2-dr., $235. '49 4-dr., $225; club coupe, 
$105. 

DeSOTO—’55 Fireflite Sportsman, $1,675* 
(ps). ’52 Firedome (8) 4-dr., $335* (ps). 
’49 Custom 4-dr., $140. 

DODGE—’55 Coronet (6) 4-dr., $1,125. "50 
Coronet 4-dr., $215* (ps). 


FORD—’56 Custom (8) 4-dr., $1,300; 2-dr., 
$1,405*. °55 Ranch Wagon, $1,170; Cus- 
tom (6) 2-dr., $900. 54 Country Squire, 
$1,160*; Country sedan, $1,025; Custom 
(8) 2-dr., $825; 4-dr., $745; Main (8) 
2-dr., $625. ’°53 Custom (8) 2-dr., $600; 
4-dr., $525; Main (6) 2-dr., $435. ‘52 
Custom (6) 4-dr., $400; Main (8) 2-dr., 
$170. °51 Custom (8) Victoria, $400, 
$375*, $350°; 4-dr., $310°. "50 Deluxe 
(6) 2-dr., $135. 

MERCURY—’56 Custom Sport coupe, $1,- 
700*. ’54 Monterey Sport coupe, $1,090*. 
’53 Monterey Hardtop, $755*. '51 Custom 
4-dr., $265; 2-dr., $175. 

NASH — ’'52 Statesman 2-dr., $180, ‘51 
Statesman 4-dr., $100. 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,150° (ps). 55 (88) 4-dr. $1,545*, $1,- 
500°. °53 (98) Holiday, $1,325° (ps); 
(88) 4-dr., $1,295* (ps); 2-dr., $1,035*. 
"53 (88) Holiday, $690*. °51 (88) 2-dr., 
$225*°. °50 (88) 4-dr., $295*; (98) 4-dr., 
$175*, $160°. 

PLYMOUTH—'53 Cranbrook 4-dr., $515. 
*51 Cranbrook 4-dr., $290, $250. °50 2- 
dr., $185; Suburban, $285. 

PONTIAC—’54 Chieftain (8) 4-dr., $900*. 
*53 Chieftain (8) 2-dr., $535*. '52 Chief- 
tain (8) 4-dr., $240. '51 (6) 2-dr., $175. 
°50 (8) Catalina, $300; 2-dr., $250, °49 
conv., $110*, $105*. 

STUDEBAKER—’51 Champion 4-dr., $125. 


MISCELLANEOUS—’56 Volkswagen Micro 
Bus, $1,800; Sunroof 2-dr., $1,490. °46 
International %-ton pickup, $125. 


— Auctions in Brief — 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Apr. 11). All cars moved 
out at a steady pace today, however buyers 
seemed more selective than in past weeks. 
Sold 73 percent of all consigned cars. 
* * * 


GALLIPOLIS, O. 

Gallipolis Auto Auction, Inc, Sale every 
Tuesday (Apr. 9). This week we had nearly 
every make and model and sold 78 percent. 
Clean cars bringing the highest dollars. 

* * * 


MUNCIE, IND. 

Muncie Auto Auction, Sale every Friday 
(Apr. 12.) Market was about $30 off on 
’57 and ’56 models, Sold 119 out of 198. 

7 7 * 


EBENSBURG, PA. 
Ebensburg Auto Auction. -Sale every 
Thursday (Apr. 11). Consignments and per- 
centage of sales above normal, Prices and 
demand strong. Sold 94 out of 116. 
* * * 


BEL AIR, MD. 

Bel Air Auto Auction. Sale every Thurs- 
day (Apr. 11). A really good sale today 
with more cars on hand to be sold, This 
was the second highest sale since we began 
operating. Prices were good and about 75 
percent of cars sold, 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Apr. 12), The sale was active while 
427 out of 567 cars were sold. 

* * * 


DENVER 
Denver Auto Auction. Sale every Friday 
(Apr, 5). Market good on late-model used 
cars and strong demand for clean ones. 
* * * 


MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (Apr. 10). Good action today 
during snowstorm. Sold 87 cars out of 141 
offerings. 
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Canada’s Auto Industry... 


Price-Pack, 


False Ads 


Called Typical in °57 


By Jules Larochelle 
Staff Correspondent 

MONTREAL. — Bootlegging, 
price-packing and misleading ad- 
vertising typify automobile retail- 
ing in Canada today, according to 
a report made by Sun Life Assur- 
ance Co. of Canada for the Royal 
Commission on Canada’s Economic 
Prospects. 

“The leadership struggle by 
major producers has placed em- 
phasis on volume selling which 
has forced some dealer organiza- 
tions to the wall,” the report said. 

The producers, the report added, 

were mostly to blame for dealer 
concentration on small profits and 
big sales, but dealers also were 
partly responsible. 

“The bootlegging, price-packing 
and over-allowance, misleading ad- 
vertising and unsound credit terms 
that typify automobile retailing to- 
day seem to be attributable at least 
as much to the desire for profit and| 
prestige on the part of a minority) 
of dealers as to selling pressures 
from the factories,” the report said. 

The desire to “keep up with the 
Joneses” was given as the main) 
reason for the “present unique posi- 
tion (of the auto) in North Ameri-| 
can society.” 

“The adroitness with which 
the motor industry has capital- | 

| 





ized on this national frailty has 
resulted in making the automo- 
bile industry in the U. S., and to 
only a slightly lesser extent in 
Canada, peculiarly susceptible to 
advertising pressures and styling 
in a manner unknown in the rest 
of the world,” the report said. 


According to the report, this has) 
been indicated by the increase in 
sales of deluxe models, with many 
accessories, at the expense of the 
“stripped-down” car affording very 
adequate and cheaper basic trans- 
portation. 

The report, looking ahead over | 
the next 25 years, sees a banner) 


Gabriel Promotes | 
Adjustable Shocks | 
For Heavier Cars | 


CLEVELAND. — Noting that| 
heavier cars and higher horse-| 
power place a premium on road- | 
ability and “ride,” Gabriel Co. has) 
emphasized its AdjustOmatic shock} 
absorbers in all 1957 promotional! 
activity. 

Alone among shock absorbers on 
the market today, according to! 
Gabriel, the AdjustOmatic meets) 
two driving requirements: 


1. It can be adjusted during in-| 
stallation. The car owner can) 
choose the ride he wants for the 
type of driving he does. 


2. It is calibrated to provide 
greater stability and control than 
conventional shock absorbers. 

To help repair shops capitalize 
on the sales opportunity, Gabriel 
said it is supplying a program of 
practical selling tools. These include 
window trims, installation charts) 
showing procedure and assembly, 
testers to locate faulty shocks and 
application data. 


Canadian Pontiacs 
Adopt Positraction’ 


OSHAWA, Ont.—A new rear axle 
traction development recently intro- 
duced as an option on Chevrolet 
cars in the U. S. and Canada, is also 
available on all Canadian Pontiac 
models, it has been announced by 
General Motors of Canada, Ltd. The 
device has not been adopted by Pon- 
tiac in the U. S. 

Through action of disc clutches 
located on each side of the conven- 
tional gear and pinion set of the 
rear axle, Positraction is said to 
allow the speed of both wheels to 
be fixed by the wheel with greater 
traction. Power loss through a free 
Spinning wheel is thus eliminated, 
reports GM. 


The AUTOMOTIVE NEWS ALMANAC is 
& year-round friend. Use it often for statis- 
tics, buyer information and personne! data. 








future for the passenger car in- 
dustry. 

It said that perhaps $1.5 billion 
or more may be poured out for ex- 
pansion, Canada’s car population 
may almost triple to 8,750,000. One 
out of three Canadians may own 
cars, compared with the current 
one out of every 5.7. 

“As income levels rise,” the re- 
port said, “more people are per- 
mitted the indulgence of non- 
economic desires on a scale 


Lufkin (Tex.) Dealers 
Elect Warren, Sumners 


LUFKIN, Tex.—R. D. Warren 
(Chrysler- Plymouth) has been 
elected president of the Lufkin 
Automobile Dealers Assn. 

Cc. P. Sumners (Pontiac) 
elected secretary-treasurer, 





was 


hitherto reserved only for the 
wealthy.” 

The number of families with two 
or more cars is likely to increase 
sharply, the report found, perhaps 
to 935,000 in 1980 as compared with 
200,000 today. It added that small 
cars and station wagons were ex- 
pected to increase in popularity as 
second car choices. 

The report also said that autos 
would undergo major transforma- 
tion—influenced largely by what it 
called “feminine boudoir type” of 
designing and “fish-bowl” styling. 

It warned, however, that the in- 
dependent producers might become 
extinct unless major support was 
given them. 

The report, in making price com- 
parisons, estimated that average re- 
tail list price of a 1955 four-door 
sedan was $2,192 in Canada, up from 
$914 in 1935. ; 

It added that in Canada the 
average dealer’s profit, or mark- 
up, doubled in the 20 years from 
$213 to $436. 

The review said that Canadian 
manufacturing costs were estimated 
at around 15 percent higher than in 
the U. S. and Canadian car prices 
were higher for three reasons: 
Higher taxes, higher manufactur- 
ing and distribution costs. | 








Displays for Sales Campaign— 

Dodge dealers from the Portland (Ore.) region hear W. D. Moore, Dodge adver- 
tising and merchandising director, explain featured showroom displays to be used 
during the “Lawrence Welk 30-Day Selling Spree.” Similar meetings were held 
throughout the country, with Welk and members of his band attending. 





8,000 Pound 5 Car Havlaway 
---accommodates all models! 


FULL LENGTH HEAD RAMP ONLY 1,000 POUNDS COMPLETE 





Practically any combination of ’57 or ’58 automobiles can be accommo- 
dated by Fruehauf’s new lightweight 5 Car Haulaway in states allowing 
50’ over-all length. The advanced new tubular truss design of this unit, 
incorporating the proper use of a tough steel alloy, creates a Trailer both 
exceptionally low in weight and high in strength. 


Crossmembers and tracks of the Fruehauf Haulaway can be raised 
or lowered in subsequent years to adjust to future automobile design. 
Over-all length of the unit is held to a minimum because of compact 
design, and its low weight not only increases payload capacity within 
legal limitations but reduces the cost of licensing and taxes. 


For full details on the most economical, profitable, and durable 5 Car 
Haulaway yet designed, call the Fruehauf Auto Haulaway Division 


collect in Detroit. 





“ENGINEERED TRANSPORTATION” 





NAM 


CITY 


ADDRE 


me ee ee oe a 2 ee ee oe 
World’s Largest Builder of Truck-Trailers 
FRUEHAUF TRAILER COMPANY 
Auto Haulaway Division 


10982 Harper Avenue, Detroit 32, Michigan, Phone: Walnut 1-2410 


SEND FULL INFORMATION ON THE LIGHTWEIGHT 5 CAR 
AUTO HAULAWAY AT ONCE! 





COMPANY. 
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Auto News from Australia 


New South Wales to Control Racing, Testing; 
Safety Neglect Charged 


By H. Bowden Fletcher 
Special Correspondent 
ee Australia—J. J. Ca- 

hill, premier of New South 

Wales, has announced that his Gov- 
ernment will act to control auto 
racing and auto test trials because 
promoters have not accepted full 
responsibility for safety. 

The Government, he said, will act 
as follows: 

1. Control all forms of motor 
vehicle racing trials and tests on 
enclosed property. 

2. Bring car trials on public roads 
within the scope of the traffic acts. 

3. License all racing tracks on 
private property. 

Cahill said accidents on enclosed 
tracks had left police powerless to 
take action while auto reliability 
trials provided schedules which 
made it essential for competitors to 
violate traffic rules to compete suc- 

ay. > s e 


Registrations Dip 
EGISTRATIONS of new motor 
vehicles in December amounted 
to 16,313, the lowest monthly total 
since January, 1956. 
Of the December total, 11,642 


Survey Discloses 
A Big ‘M-m-m-m’ 
For 57 Mercury 


DFARBORN.—Mercury said last 
week that surveys of car owners 
in both New York and Chicago re- 
veal that of all 1957 cars, regardless 
of price class, the 1957 Mercury 
was rated as “best looking.” 

George S. Coats, general market- 
ing manager, said, “Seventeen per- 
cent of those interviewed said Mer- 
cury was the best looking 1957 car 
and it was followed by high-priced 
cars starting with a second highest 
rating of only 11 percent.” 

Among medium-priced cars, 
Coats said, 36 percent of those in- 
terviewed chose Mercury, with the 
second-rated car getting 21 percent. 

The surveys were conducted for 
Mercury by Elrick & Lavidge, an 
independent marketing research 
firm. 


Ford to Abandon 
Michigan Plant 


DEARBORN. — Ford Motor Co. 
last week announced that the trans- 
fer of operations from its Manches- 
ter (Mich.) parts plant would be 
started in June and completed in 
midsummer. 


Manufacturing activities at the 
Manchester plant will be moved to 
the accessory division’s new Raw- 
sonville plant. This 700,000-square- 
foot facility, now in partial opera- 
tion, is located six miles southeast 
of Ypsilanti. 

Ford said the 22,500-square-foot 
Manchester plant would be placed 
for sale later this year. Completed 
in 1940, the plant has produced in- 
strument panel gage assemblies. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
= many other pertinent facts concerning 

automotive — every week 





were cars and 4,572 were commer- 
cial vehicles. 

The drop from November was 
quite severe, with the total in that 
month being 19,299. The top five 
makes in November were Holden, 
4,762; Ford, 2,421; Morris, 1,140; 
Volkswagen, 1,104, and Austin, 971. 


Perfect Circle in Australia 


ERFECT CIRCLE CORP., 
Hagerstown, Ind., has signed an 
agreement with Automotive Com- 
ponents, Ltd., Sydney for the manu- 
facture of piston rings in Australia. 
Commenting on the agreement, 
Ralph R. Teetor, Perfect Circle 
president, said the automotive in- 
dustry in Australia is undergoing 
rapid growth. 

A new plant for the subsidiary 
is being built in Melbourne by Auto- 
motive Components and will be 
equipped with machinery by Per- 
fect Circle in exchange for stock in 
the parent company. The plant is 
expected to be in production by late 
1957. 

Automotive Components has five 
other subsidiaries, which manufac- 
ture pistons, piston pins, cylinder 
liners and a line of piston rings. 


Profits, Dividends Fall 


[/RGNING sales and profits in 
1956 have resulted in a reduc- 
tion in dividend rates by Austra- 
lian motor vehicle distributors. 


Among the firms that have cut 
their rates are Larke Hoskins, York 
Motors, Standard Motors, Lane 
Motors and W. T. Coggins. 


That was in January when seato-| can 
trations totalled 14,797, compared 
with 14,429 for January, 1956. Total 
registrations in 1956 were 33,000 
below those of 1955. 

W. T. Wood (Holdings), Ltd., 
parts manufacturer, maintained its 
dividend at the same rate for the 
fifth consecutive year despite a 
drop in profits. The company said 
profits fell $23,000 or 14 percent, 
because of higher tax and deprecia- 
tion provisions. 

+o 


Chrysler Output Dives 

HRYSLER Australia output has 

dropped 50 percent and the 
work force at Adelaide has been 
cut from 4,500 to 2,500 since the 
March, 1956, sales tax boost, accord- 
ing to W. D. Ferguson, Chrysler 
managing director. 

On the other hand, L. J. Thomp- 
son, speaking for W. T. Wood 
(Holdings), Ltd., said prospects 
for the development of the auto 
industry never have been better. 
Thompson predicted that as pro- 

duction of components and vehicles 

expands to meet local demands, 

export markets will open up in the 

Near East and Far East as well as 

in New Zealand. 
> 


* * 


3 New Holden Vehicles 
ENERAL MOTORS has intro- 
duced a new Holden station 

wagon and utility sedan. A new 

panel truck is expected to be on 
the market in May. 


Current Prices on New Cars 


2-dr. sed., $2,595.83; 4-dr, hardtop, $2.. 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr. 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr, hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. 

—4-dr. hardtop, $4,053.33; 2-dr. 
$3,944.33; conv., $4,066.33. 

“715°? —4-dr. hardtop, $4,483.33; 2-dr, hard- 
top, $4,373.33; (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
75." Power steering standard on Super, 


hardtop, 


Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr. hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32. Series 75—S-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
as” power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr, sed. $2,048.32; 2-dr. sed., $1,996.32; 
util. sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32 Two-ten—4-dr. sed., $2,174.32; 

+, $2,122.32; club cpe., $2,162.32; 
hardtop. $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr, 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe. or conv, (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag. $3,575; 

-dr. sed., $3,718; 4-dr. hard- 

2-dr. hardtop, $3,754. New 

. Sed., $4,172.50; 4-dr. hard- 

top, $4,258.50; 2-dr, hardtop, $4,201.50; 

-, $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 

es ae power steering stand- 

ard on ratoga an ew Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. eae power steering, power 


bit —4-dr. sed., §$2,- 

que-ae 4-dr. hardtop, $2,911.75; 2-dr. hard- 
, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. eo: stat. wag. $3,310.25. 
-dr. $2,957.75; 4-dr. hard- 

top, $3,141. ty Sa. hardtop, $3,084.75; 
conv., $3,36 -dr. sed., $3,- 


486.75; 4-dr, hardtop, $3,670.75; 2-dr. hard- 
top, $3,613. 75; conv. $3,890.25; 4-dr, 2-seat 
stat, wag., $3,981. ‘i 4-dr, 3-seat stat. 
wag., $4,123. te Adventurer—2- dr, hardtop, 


$3,996. 75 conv., $4,272.25 (TorqueFlite 


standard on Fireflite and Adventurer. Power 


brakes standard on Adventurer.) 
DODG 6—4-dr. sed., 
2-dr. sed., 


sed., $2,558.50; 2-dr. , $2,478; 4- 

hardtop, $2, 665; 2-dr. hardtop, ’32, 580; 
conv., $2,841.50. ‘Royal V-8—4-dr. sed., $2,- 
711. 50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50 . Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
2-seat Sierra, $2,946; 4-dr. 3-seat 


$2,451; 


4-dr. 


F| Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 


$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr. 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28. Fairiane— 
4-dr. sed. $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, - 
292.80. Fairlane 500—4-dr. sed., $2,332. 
2-dr. sed., $2,281.40; 4-dr. hardtop, +2. 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons—2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr. 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe., (V-8 only). $3,408.12. 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80. (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr. sedan, $5,406; 
4-dr. hardtop, $5,406; 2-dr. 
268.50; conv., $5,597.50. 
sed., $5,742.50; 4-dr hardtop,, $5,742.50. 
Limousine prices not available. ¢ 
power steering, power brakes standard.) 

LINCOLN—Capri—4-dr. sed., $4,794; 4- 
dr. hardtop, $4,794; 2-dr. hardtop $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr., hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80: 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80. Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat $2,972.80; 4-dr. 3- 
seat, $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat, $3,569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. (Mere- 
0-Matie standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 

METROPOLITAN — 2-dr. hardtop, $1,- 


hardtop, e - 
LeBaron—4-d 


527; conv., -» $1.55 
NASH 
sed., $2,820.80; 2-dr, 


Super V-8—4-dr. 
hardtop, $2,910.80. 


. | $3.313.47. 
. | 2-dr, 


Ambassador Custom V-8—4-dr. sed. 
010.75; 2-dr. hardtop, $3,100.80. 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed. 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard. 
top, $2,932.47; 2- dr. hardtop, $2,854. 47; 
conv., $3,182.47; 4-dr. 2-seat stat, wag., 
$3, 202. 47; 4-dr. '2-seat hardtop stat. 
Super 88—4-dr. sed., $3,030. 47: 
sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv. $3,. 
447.47; 4-dr. 2-seat hardtop ‘stat. wi 
$3,541. '47. Series 98—4-dr. sed., $3,740.55: 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55. (Jetaway Hydra. 
Matic, power steering, power brakes stand. 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl- mod- 
éls. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2. 
dr, sed., $2,147.25; 4-dr. hardtop, $2, 317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr. 2-seat Custom, $2,. 
440; 4-dr. 2-seat Custom, $2,493.75; 4-dr, 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75, 
PONTIAO — Chieftain — 4-dr. sed., $2, 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, ‘$2,735.39: 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chiet—4- dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3, 105.39; Bonneville conv., 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
steering, power brakes standard on 


» $3, 
(Power 





power 
» | Bonneville.) 


RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr. hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custom Six—4-dr. sed., 
$2,212.65: 4-dr. 2-seat stat. wag., $2,499.60. 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2- 
seat stat. wagon., $2,539.65. Custom V-8— 
4-dr. sed., $2,342.65; 4-dr. hardtop, §$2,- 
427.65; 4-dr. 2-seat stat. wag., $2,629.65; 
4-dr. 2-seat hardtop stat. wag., $2,714.60. 
Rebel V-8—4-dr. hardtop, $2,785. 90. 


STUDEBAKER—Champion 6—4-dr. cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr: 
deluxe sed., $2,123.09. Commander V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed. $2,123.59; 
2-dr. — sed., $2,246.09. President v4 
—4-dr. $2,407.29; 2-dr. » $2,357.99. 
wonton Classic — 4-dr. a $2,538.82. 
Station Wagons—2-dr. 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, §2,- 
560.72; 4-dr. 2-seat Broadmoor V-8, §2,- 
665.97. Hawks — Silver Hawk 6 cpe., 
$2,141.59; Silver Hawk V-8 cpe., $2,263.17; 
| Golden Hawk V-8 2-dr. hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 
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IT INSPIRED DESIGNERS, IT WILL CAPTIVATE BUYERS: Alcoa Aluminum 


Look how the designers used that long and lovely 
Sidesweep to sculpture these trim lines. The side- 
Sweep is made from anodized aluminum, in a 
beautiful textured pattern. 

Because beauty helps you sell cars, the design- 
ers of every 1957 car used gleaming trim of Alcoa® 
Aluminum—in grilles, window frames, dash panels, 
Wheels or emblems—in natural aluminum, in 
gleaming gold. And the beauty lasts; anodized 
aluminum won’t rust, chip, pit, peel or blister, 


even on salty city streets. Maintenance? Just wash 
the car and the aluminum trim stays showroom 
bright ... right up to trade-in time! 

Look under the hood, too. Strong, lightweight 
pistons, brake, transmission and other mechanical 
parts of Alcoa Aluminum give every 1957 car 
more getaway and go. 

We’re telling your customers about aluminum 
trim in top national magazines and on the 
famous Alcoa Hour. When you sell a car, put 


a lift in your sales story—tell them about the 
Alcoa Aluminum. 


oe THE ALCOA HOUR—Television’s Finest Live Drame—Alternate Sunday Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 
full color. Write for your free 
copy. Aluminum Company of 
America, 1842-R Alcoa Bidg., 
Pittsburgh 19, Pa. 





ALCOA X acuminum gives every 1957 car more GLEAM AND GO 








AUTOMOTIVE NEWS, APRIL 22, 1957 












For Easier, Faster Profits 
from Headlight Servicing 








































A recent survey showed that 7 out of 10 drivers are 
prospects for new sealed beams or headlamp adjust- 
ment. Use the complete HOPPY Lev-L-Lite team 
to increase sealed beam sales at least 100%... 
a new approach to selling more batteries, 
voltage controls, rewiring jobs and service. 

Ask your JOBBER to show you the 
HOPPY Lev-L-Lite Team TODAY! 


ADAPTER: The ONLY METHOD 
available today to align the new 
1957 4-headlamp systems. Simply 
slip the ADAPTER on the Lev-t-lite 
aimer and you're ready to go. 
Makes your aimer an all-purpose 
tool used on ALL TYPE sealed beams 
on cars, trucks and buses. 

4.95 a pair 


AIMER: Never before has there 
been an aimer so simple to use yet 
so accurate ...even allows for the 
slightest slope of the floor to assure 
perfect alignment. Makes an 11- 
second on the spot check. Lets you 
sell alignment service to customers 
who never suspected the need. 
29.95 a pair 


METER: Check a customer’s head- 
lamps in seconds. Easy-to-read indi- 
cator shows if lights are BAD, FAIR, 
GOOD or EXCELLENT. A new ap- 
proach to selling sealed beams, bat- 
teries, voltage controls or wiring jobs 
and service. 

24.95 each 


Call Your Jobber Today 
Products Always in Step with Latest Automotive Advancements 


HOPKINS MANUFACTURING CORP. 





Prices Valid Only in Continental U.S.A. EMPORIA, KANSAS 





“GREAT” UMBRELLA in Tropic Setting 


Leesburg Motor Company, Inc., Fla. Buick dealer adds more color 
to a colorful location with a McFar “GREAT” UMBRELLA (21-foot 
spread). No matter where your lot is located you will find the “Great” Um- 
brella and the WHIRLABOUT—the “Great” Umbrella that turns—will help 
business. In addition to attracting attention and creating comment the 

T” UMBRELLA affords shade and comfort for your customers, sales- 
men and cars. Call, wire or write today for full information to McFarland 
“Great” Umbrella Company, Division of McFarland Awning Corporation, 742 
S. W. 8th Street, Miami, Fla.—phone FR 4-8143. 


‘| Carrollton, 


Across the Nation... 


Auto Dealer Changes 


TOLEDO, — Forty-nine new 
dealers were signed by Willys 
Motors during February and March 
to handle the Jeep line of vehicles. 

New dealers are Noonan Motor 
& Equipment Co., Sioux City, Ia; 
E. K. L. Auto Co., Atchison, Kans.; 
L. Brooks Hart Willys, Keller, Va.; 
Helmick & Stalmaker Willys, West 


| Union, W. Va.; Nance Motor Co., 


Miles City, Mont.; Metzler Motor 
Co., Jonesboro, Ark.; Homer Hous- 
ton Motors, rop, La.; Meier 
Motors, San Angelo, Tex.; Berry & 
Sons, Mitchell, S. Dak.; Harry 
Brown Motors, Elyria, O.; Melcher 
Nash Sales, Inc., Elkhorn, Wis. 

Cordes Motor Co. Alton, IIL; 
Swenson-Marusic Buick, Granite 
City, Ill; Paul Schirmer Motor 
Sales, Warsaw, Ky.; Ashby Motor 
Co., Kingswood, W. Va.; Loyal R. 
Cochran Motors. Newark, O.; 
Courtesy Motors, Decatur, Ala; 
Harmon L. Schwert, Dunkirk, N. 
Y.; Willys Motor Center, Parkers- 
burg, W. Va.; Clements Motor, 
Branson, Mo.; McConnell Ma- 
chinery Co., St. John, Wash; Motor 
Service, Baker, Ore. 

Bowyer Motor Sales Co., Savan- 
nah, Ga.; Loring’s Sales & Service, 
Brookings, Ore.; Five Points Motor 
Co., Garden City, Kans.; Roanoke 
Motor Sales, Roanoke Rapids, N. 
C.; Vowinckel Bros., Clarion, Pa.; 
Braden Motors, Evansville, Ind.; 
Know Motor Co. Barbourville, Ky.; 
Les Smith Buick, Princeton, IIL; 
McClure-Heins Pontiac - Cadillac, 
Mo.; Faubert Buick, 
Malone, N. Y.; Roth Motor Co., 
Williston, N. D.; Phil L. Macklin 
Co., Decatur, Ind.; “Lakes”, Mon- 
roe, Mich.; Community Pontiac, 
Berlin, N. H.; Oltman Pontiac, 
Ogallala, Neb. 

Wilcox Motors, Seattle; Thomas 
Motor Sales, Bowling Green, Ky.; 
Ketring Sales, Richmond, Ind.; 
Strans Auto Sales Corp., Bronx, N. 
Y.; Kyle R. Andrews, Bel Air, Md.; 
Willys Youngstown, Youngstown, 
O.; M. & W. Motors, Corning, Calif.; 
Topeka ‘Jeep’ Motor Co., Topeka, 
Kans.; Schubert Bros., Smithtown, 
N. Y.; Towne-Martin, San Rafael, 
Calif.; Jeeps, Inc., Wilmington, Del, 
and Huber Motor Co., Madrid, N. M. 

7 


Open in Springfield 

The Nash-Rambler dealership in 
Springfield, Ill, has been taken 
over by John A, Kilborn, William 
D. Kilborn and Walter S. Coffey, 
Decatur, Ill. They will do business 
as Walter Motor Co., Inc. 

> 


Thornton Takes Chevrolet 


Bill Thornton, past president, 
Atlanta Independent Automobile 
Dealers Assn., has opened a Chev- 
rolet dealership in Douglasville, 
Ga. H. E. Gray has been named 
sales manager. The firm is Thorn- 


ton Chevrolet, “Inc. 
> > > 


Central L-M Opens 


Central Motors (Lincoln-Mer- 
cury), Morgan City, La. has opened 
at Ditch Ave. and Highway 90. 
Ray Matlock is manager. 

= * 7” 


Wise Chooses Chrysler 


Wise Chrysler- Plymouth has 
opened in Houston at 5819 Gulf 
Freeway. The firm staged a three- 
day celebration including a barbe- 
cue of 10,000 pounds of beef. Mon- 
roe Wise, president, also is owner 
of the W. Bar Ranch and director 
of the Houston Fat Stock Show. 

. 


* * 


Scher Brothers Pontiac 


Leonard and Roger Scher have 
opened Rogers Pontiac Co. at 2535 


S. Michigan. Ave., Chicago.. Sam 
Barin is general manager. 
* * ~ 


Eskuri and Pioneer Open 


Ford Deals in Northwest 


Eskuri Motor Sales (Ford), has 
opened in Tower, Minn., replacing 
Vermillion Garage. Fred E. Eskuri 
formerly was associated with an 
automobile dealer in Moose Lake, 
Minn. 

Another new Ford dealership is 
Pioneer Garage, Highmore, 8. D., 
replacing. Ray Bros. Motor Sales. 
Clarence Busse, the dealer, for- 


| ice, 
| Motors Sales, Inc., Brookfield, IIL; 





merly was a Studebaker dealer in 
Highmore. 


* * 


Collins Opens Studebaker 


Sonny Collins, Inc. (Studebaker), 
has opened at 4518 Fauntleroy 
Ave., Seattle. The firm also holds 
an International truck franchise. 
Collins formerly was a partner in 
Collins & Winquist (Studebaker), 
West Seattle. 

J 


* * 


Renault Signs 7 Dealers 
To Handle Import Sales 


Renault has announced that it 
has signed seven additional dealers 
for the French-made car. 

They are Burnweit Motors, Inc., 
Nyack, N. Y.; Cross Country Motor 
Corp., Yonkers, N. Y.; Carmel 
Service Center, Carmel, N. Y.; 
Jerry’s Motor Sales, Inc, Man- 
chester, N. H.; Roaring Fork Motor 
Co., Aspen, Colo.; Anton Motors, 
Inc., Ocala, Fla. and John Green 
Corp., Oakland, Calif. 

> 


39 New Dealers 
Signed by AMC; 
Year’s Total 113 


American Motors has added 39 
new dealers, bringing to 133 the 
number signed in the first three 
months of 1957, according to L, W. 
Stevens, director, automotive dealer 
development. 

Dealers signed include: Wiscon- 
sin Motors Mart, Inc., Beloit, Wis.; 
Dean & Lamb Motor Co. Tilla- 
mook, Ore.; Dixie Motor Co, Inc., 
Williamston, N. C.; Day Motor Co., 
Clovis, N. M.; Krofczik Motors, 
Laramie, Wyo.; Cochran Motor Co., 
Dalton, Ga.; Longmont Farm 
Supply, Longmont, Colo.; Wulff 
Motor Co., Madison, S. D.; Long- 
view Motors, Longview, Tex. 

Johnson Auto Sales, Santa Rosa, 
Calif.; Wannemachers Garage, Ce- 
lina, O.; Marine Basin Auto Mart, 
Belmar, N. J.; Housley Motors, Hot 
Springs, Ark.; Walter J. Frank, 
Wallace, Id.; Taylor Motor Co., 
Rock Springs, Wyo.; Rippee Ram- 
bler-Nash-Hudson, Shawnee, Okla.; 
Swenson Motor & Implement, 
Blackfoot, -Id.; Dickerson Nash, 
Paris, Tex.; Olson Motor Co., Jack- 
son Minn.; H. Clay Walker Co., 
Nevada, Mo. 

Laks Motors, Orchard Park, N. 
Y.; Holzem Motor Co.; Wausau, 
Wis.; Nelson’s Jordan, Minn.; 
Westbury Nash, Westbury, N. Y.; 
Becker Auto Sales, Dayton, O.; Gulf 
City Motors, Inc., Pensacola, Fla.; 
Hanover Motors, Inc. Whippany, 
N. J.; Wells & Seals Motor Co., 
Morganton, N. C. 

Rambler-Nash-Chive, Inc., New 
Orleans; Harrison Nash Sales, 
Warren, Ark.; Kropf’s Auto Serv- 
Saranac, Mich.; Brookfield 


City Motors Sales, Poplar Bluff, 
Mo.; Perry’s Garage, Sanford, N. 
C.; Ellis Rambler Sales, Burns, 
Ore.; J & R Motors, Independence, 


| Ia.; Young Motor Co., Hobbs, N. M.; 
| Bruce Wakefield Motors, Mineola, 
Tex., and Fitzgerald Tractor Co., 


Inc., Fitzgerald, Ga. 
* * 


* 


Clarks Sell to Hayses 

Herman Hays and Edward Hays 

have purchased Clark Buick Co., 

Natchitoches, La. from W, L. Clark 

sr.. and his son, W. L. Clark jr. 

The Clarks plan to move to Free- 

port, Tex., where they will operate 
a Buick dealership. 
- * 


Two Rhode Island Dealers 
Switch Lines; 3rd Opens 


Manor Motors, Providence, has 
switched from Packard to Lincoln- 
Mercury, and Elliot Lincoln-Mer- 
cury has changed to Buick. 

In Norwood, R. IL, Mayfair 
Motors has opened with a Mercury 
franchise. 

* * 


* 
Fuller Takes Chevrolet 
Fuller Chevrolet.-Co. has opened 
in Beloit, Kans., with Ansell Fuller 
as owner and operator. Fuller's 
father, Neil Fuller, was a Ford 
dealer in Beloit for many years. 


THE FIRST 


“‘NEW LOOK’”’ 
PENNANTS 


in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 





Same day ship- 
ment of 1952-57 
Ford, Mercury 
Decal and solu- 
tions. 


DECALS 


for 
Station 


Wagons 


Save 
10%-30% 
on Decals. Send 


for price chart 
now. 


40 Liberty St., Little Ferry, N. J. 
Luggage Carriers—Decals 
Wood Parts (49-5! Ford-Merc.) 





MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in maki suitable 
connections for local deliveries on «@ 


TRADE 
the to 
our teseed Beet. ‘Snes 
these cars will be used locally your serv 
shop can benefit also.) 
Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 


WHOLESALE COSTS 
of all NEW 1957 CARS 
and EQUIPMENT! 
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NEW 16-MM SOUND MOVIE 


¢? 
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car is Awoman 


now available—14 minute color cartoon on cooling system care 


ini 
i/ ' | n 
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ENTERTAINS AS IT TRAINS! 


w The shocking story of how Mervin the Motorist neg- 
lected his car’s cooling system 

Ww Witness behind-the-scenes drama at Dr. Greasepit’s 
Kar Klinic 

Ww See a “Coolendectomy” performed right before your 
eyes 


Ww Hear the simple truth about what makes a car run 


Show it at sales, service meetings 


“A Car Is A Woman” is a brand new animated cartoon film. It is being 
shown as a public service feature to civic groups, driver training classes 
and television audiences. This fun-filled film dramatizes the importance 
of cooling system care to the motorist. Show it at sales meetings and 
service training sessions. Mail the coupon today and Modern Talking 
Pictures will send you a print free and postpaid! (Your only obligation 
is return postage. ) 

Additional films and other helpful sales training materials on the subject 
of antifreeze and cooling system maintenance prepared by The Dow 
Chemical Company are available through your company. Ask your 
company representative next time you see him. 








Ss 


Ay Mhepogy 
Toy 


Send for the movie today! 


MODERN TALKING PICTURE SERVICE, INC. | 
3 East 54th Street, New York 22, N. Y. 


Please schedule a 16-mm sound print of “A CAR IS A WOMAN” for showing on the date 
indicated below or on alternate dates listed. 














Date of showing pen, Renee CONG ainsi | 
iin teecsnteritsitiniatastataiaigernimenimaminaiean | 
My Name __ Telephone No. alcilids 
Company Name____ = Stead camel a Siititaenied | 
Address SS = jae PE So ae faa aed | 
ee aceeseesicsninsnrncitesiensnisciescetiageine amiieeiaacaa ‘ inna 


wi’ ini ech sey se einige scoala 


The Dow Chemical Company, Midiand, Michigan <> 
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Auto Personnel 


Distributor Named 


Material Handlers, Inc., Charlotte, 
N. C., has been named a distributor 
for Baker-Raulang Co., Cleveland, 
manufacturer of industrial mater- 
ials handling trucks. . 

* + 


Lincoln Names Warner 


Production Manager 


Eari F. Warner, formerly assistant 
works manager of American Motors’ 
Kenos ha (Wis.) plant, has been 
named production manager for 
Lincoln. 

A 34-year veteran in automotive 


Ehlers °56 Sales 
Top Wisconsin 


With 1,943 Buicks 


MILWAUKEE.—Lou Ehlers, Inc. 
(Buick), topped all Wisconsin 
Buick dealerships with sales last 
year of 1,943 new cars and placed 
second in the nation, the local deal- 
ership has announced. 


Owner Louis M. Ehlers opened 
the firm at 1325 E. Capitol Drive in 
the spring of 1954, taking over the 
location of the former North Shore 
Buick Co. Then it was considered a 
300-car-a-year site. 

Ehlers, 42, said that he was not 
entirely sure why the dealership 
had reached such a large sales vol- 
ume. “We've tried awfully hard to 
conduct ourselves on the highest 
plane and not talk out of both sides 
of our mouths,” he said. 

“We dig deeply into the area of 
customer satisfaction,” he added, 
“both when the customer is buying 
and later.” 

The company’s customer rela- 
tions manager has a doctor’s de- 
gree in psychology. Ehlers formerly 
owned a Ford dealership in Gary, 
Ind. He his career with 
Sears, Roebuck & Co. as a stock 
boy at 19. 


production, Warner will direct pro- 
duction activity at the Lincoln’s 
new 1,300,000-square-foot assembly 
plant in Wixom, Mich. 

+ + a2 


Herman, George Appointed 


Walker Wholesale Managers 


E. F. Herman has been appointed 
Eastern wholesale sales zone man- 
ager and Everett W. George, West- 
ern zone manager for Walker Mfg. 
Co. of Wisconsin, Racine, Wis. 


KE. ¥, Herman KE. W. George 
Herman, prior to his new appoint- 
ment, had served since 1946 as 
Northeastern district manager, cov- 
ering New England, metropolitan 
New York and New Jersey. George 
has served for the past 11 years as 
Southwestern district sales mana- 

ger, with headquarters in Dallas. 

> > a 


Wallace Appointed 


H. C. Wallace, former district 
manager for Air Reduction Sales 
Co. in Louisville, has been appoint- 
ed assistant regional sales manager 
of the firm’s southern region. He 
was succeeded by A. C. Pease, as- 
sistant district manager. 

* 


> > 

Clevite Opens Coast Office; 

Palsulich Put in Charge 
Clevite Corp. has opened a new 

West Coast sales office at 4629 

Harper Bldg., Van Nuys Blvd., Van 

Nuys, Calif. 


Joseph Palsulich has been ap- 
pointed West Coast sales manager 


and will represent the company for 
sleeve bearings, bushings and other 
precision parts. Henry M. McCarthy 
will be representative for rubber 
and metal parts. 

* * * 


Volvo’s U.S. Sales Rise, 


Stockholm Tells Canada 

OTTAWA.—Swedish automobile 
exports have shown a consider- 
able increase this year mainly due 
to the success of Volvo in the U. 8. 
market, according to a report 
from Stockholm to Canada’s For- 
eign Trade Service. 

Last year Volvo and Saab ex- 
ported 2,631 private cars to vari- 
ous foreign markets. With Volvo’s 
present export of more than 700 
cars per month to the U. S., final 
figures are estimated to be higher 
this year. 


* * 


GM Division Picks Briggs 

D. H. Briggs has been selected as 
service manager of GM’s Detroit 
Diesel Engine division. Formerly he 
was assistant service manager and 
sales representative. B. W. Patrick 
was appointed assistant service 
manager. 

= : aa 

Garthwaite Replaces Father 


As President of Lee Tire 


Albert A. Garthwaite jr. has been 
elected president of Lee Rubber & 
Tire Corp. 

He succeeds his father, who has 
been elected chairman of the 
board, a post which in recent years 
has not been filled. 

* + > 
Andreoli Is Elected 

Joseph A. Andreoli has been 
elected managing director of the 
Rubber Export Assn. He is a vice- 
president of General Tire & Rubber 
Co. Other officers are: Oliver C. 
Moles, General, deputy managing 
director; Ed Foote, Goodyear Tire, 
secretary and William Kemerer, 
Firestone, treasurer. 


* a a 
Anderson and DeSeve 
Head Warner Divisions 


Warner Electric Brake & Clutch 
Co., Beloit, Wis. has announced 


MR. AUTO DEALER... 


Sell 
More 
CARS... 


Night & Day Pix Courtesy o 


This 23 unit installation sells for 


Van Ness Buick, Inc., Green Cove Springs, Fla. 


by “DRESSING UP” for Spring! 


Attract every possible “buyer” this spring with a 


Packer Pontiac—Detroit, Flint & Miami 


American Markee 


gives BEST display 


night or day--- 


tee tht lifetime Aluminum ! 


AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc. * Box 397, Miami 48, Florida 


oe 


_—~ 


UMS Symbol— 


Mary D. Wade, private secretary to 
Roland S. Withers, general manager, 
United Motors Service division, General 
Motors Corp., shows off the new UMS 
identification. The bive and yellow “license 
plate” now appears in national news- 
paper and trade paper advertising, on 
signs and as identification on the divi- 
sion’s printed material. 


that Norman K. Anderson has been 
named vice-president and general 
managet of the Warner Industrial 
division, and King DeSeve has been 
named vice-president and general 
manager of the Warner Automotive 
division. 

Anderson joined Warner in 1946. 
DeSeve joined Warner in 1951. 


* > o 
Controllers Elects Fosler 
D. D. Fosler, controller, Conti- 

nental Motors Corp., Muskegon, 
Mich., has been elected to member- 
ship in the Controllers Institute of 
America. 
> * 
Goodyear Shifts Office; 
Kerr Sent to Newark 
Goodyear Tire & Rubber Co.’s 
eastern field sales office, sales 
division-foam products, has been 
shifted from Akron to Newark, N. J. 
Thomas Kerr jr., manager—east- 


sparkling American Markee “‘sales area.” This 


rugged all-aluminum carport works 24 hours a day, 


rain or shine, to secure Deals for your Dealership. 


Used individually (10’ x 20’) or in multiples... . 
Your sales will multiply immediately! YOUR OWN 
MECHANICS CAN INSTALL from our simplified 


instructions. Shipped complete with four steel supports. 


ro 


ern field sales, has been assigned ty 
Newark to coordinate administra. 
tive and sales functions of the ney 
office. J. B. Emack jr., foam prod. 
ucts field sales manager, said the 
move was necessary to meet servic, 
requirements of the distributor op. 
ganization. a 


General Chooses Gussack 

General Bearing Co., Inc., Mineola 
N. Y., has appointed Milton Pp, 
Gussack as national sales manager 
of its commercial bearing and allied 
lines. Gussack was director of sales 
for Grant Pulley & Hardware Corp, 


+ + + 


Dill Transfers Allen 

R. S. Allen, sales representative 
for the Dill Mfg. Company, Cleve. 
land, in the states of Alabama 
Arkansas, Kentucky, Louisiana 
Mississippi and Western Tennessee, 
has been transferred to the com. 
pany’s New England territory. He 
replaces W. P. Leapline, who re 
signed recently. 
7 


Minnesota Mining Promotes 


Thul, Scholten and Erickson 


L. M. Thul has been appointed 
automotive manufacturing trades 
sales manager, coated abrasives 
division, has beeen announced by 
Minnesota Mining & Mfg. Co., St 
Paul. 


Two other personnel changes 
within the division also were an- 
nounced by 3M. Donald J. Scholten 
was promoted to central region sales 
supervisor, and Elisworth W. Erick- 
son was promoted to assistant 
superintendent, factory quality con- 
trol. Thul replaces W. J. Heil, who 
retired from the company after % 
years of service. 

> > * 


Bear Appoints Christie 
Robert W. Christie has been ap- 
pointed factory representative in 
upper New York State for Bear 
Mfg. Co., Rock Island, Ill, He for- 
merly held the post of periodic 
motor vehicle inspection director 


for the State of New York. 
> > o 


David Succeeds Zellerbach 


Donald K. David has been 
elected chairman of the Committee 
for Economic Development to suc- 
ceed J. D. Zellerbach, recently ap- 
pointed U. S. Ambassador to Italy. 
David also is chairman of the exec- 
utive committee of the Ford Foun- 


dation. 
> > > 


Ford Appoints Scott 


In Organization Plans 

Appointment of Karl E. Scott as 
director of Ford Motor Co.’s new 
organization planning office has 
been announced by Henry Ford I, 
president. 

Scott will assist in development of 
organization plans for new company 
components and will provide func- 
tional guidance and direction to 
such activities throughout the 
company structure. He joined Ford 
in 1946. 


ARA Promotes Derby 


And Brown in Sales 


G. W. Derby has been named 
executive vice-president of ARA 
Mfg. Co., maker of automotive air- 
conditioners. 

D. A. Brown replaces Derby as 
general sales manager. 

* * + 


Firestone Promotes 2 


Gordon O. Ohnstad has been 
named Seattle district sales man- 
ager for Firestone Tire & Rubber 
Co. He succeeds Richard H. Rechif, 
who was appointed assistant di- 
vision manager for the company in 


Houston. 
* + +. 


Maday Body Executives 


Assigned New Duties 


Henry S. Maday has been named 
executive vice-president of Maday 
Body & Equipment Corp., Buffalo. 
He will continue as general man- 
ager but will give up the post of 
secretary-treasurer. 

Anthony A. Galantowicz, a vice 
president, has been named treas- 
urer; Elmer Fox has been promo 
to sales vice-president, and Mary 
Casza, assistant treasurer, has been 
named secretary. 
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In 1883, Gottlieb Daimler built the 
world’s first high revolution gasoline en- 
gine. 

In 1884, Karl Benz obtained the world’s 
first patent for a motor vehicle. 

In 1926, these two pioneering manu- 
facturers joined in a merger to form the 
present Daimler-Benz A. G., Stuttgart, 
West Germany. 

Today, Daimler-Benz builds the world’s 
finest automobiles — the Mercedes-Benz 
— and produces diesel powered trucks and 
tractors, and diesel engines from 10 to 
3000 horsepower for marine, rail and in- 
dustrial uses. 

The company exports from Germany 
to 128 foreign countries through more 
than 1,100 agencies and distributors and 
operates assembly and production facili- 
ties in 27 foreign countries. 

Daimler-Benz today employs 53,000 in 
Germany and an additional 13,000 out- 
side Germany. 


Sales in 1956 were $392,000,000. 


CURTISS-WRIGHT 


In 1903, Orville and Wilbur Wright flew 
for the first time in history with an air- 
plane and engine of their own design. 
Glenn H. Curtiss pioneered in aircraft 
development during the same period. 

In 1929, the Curtiss-Wright Corpora- 
tion was formed by merging the compan- 
ies founded by the Wright Brothers and 
Curtiss. 

Today, Curtiss-Wright is a leading pro- 
ducer of aircraft engines, missiles, pro- 
pellers, electronic flight simulators, and 
other aircraft equipment for the military 
and the commercial airlines, as well as 
products in the fields of electronics, ultra- 
sonics, nucleonics, thermodynamics, plas- 
tics and metallurgy. The fastest airliners 
in operation today are powered by Cur- 
tiss-Wright engines. A Curtiss-Wright 
rocket engine powered the Bell X2 to 
world speed and altitude records. 

Curtiss-Wright employs 32,000 in 17 
divisions and subsidiaries in the United 
States and two foreign countries and ex- 
ports products throughout the world. 


Sales in 1956 were $571,000,000. 





Studebaker-Packard 


Beginning as wagon manufacturers in 
1852, the Studebaker Brothers produced 
a 16 horsepower gasoline powered car in 
1904 at South Bend, Indiana. 

In 1899, the Packard Motor Company 
produced a 12 horsepower car at Warren, 
Ohio. 

In 1954, Studebaker-Packard Corpora- 
tion was formed through a combination 
of these two companies. Today, Stude- 
baker-Packard Corporation manufactures 
a complete line of passenger cars, trucks, 
and station-wagons which are distributed 
throughout the world and sold by more 
than 2,400 dealers in the United States 
and Canada. The company pioneered 
modern supercharged engines, low silhou- 
ette jet styling, twin-traction rear axles, 
torsion springing and finned, air-cooled 
brakes. 


The company’s products are assembled 

in plants operating in 11 foreign countries. 

Studebaker-Packard Corporation em- 
ploys 9,000 at South Bend, Indiana. 


Sales in 1956 were $303,000,000. 


These three companies employing 107,000 people, with sales in 1956 totaling one billion, two 
hundred sixty-six million dollars, announce the signing of agreements providing for a fully-integrated 
program of engineering, production, sales and service of automotive vehicles; automotive, marine and 
industrial gasoline and diesel engines; and diesel and gasoline fuel injection systems. All of these 
companies have been associated for years with quality, precision manufacture and high-performance 
products. 

Pursuant to these agreements, Daimler-Benz and Curtiss-Wright have formed an American 
company—Curtiss-Wright and Mercedes-Benz, Inc.—to provide for the development and sale of 
Daimler-Benz products in the United States, Canada, Mexico and Cuba. 


Studebaker-Packard Corporation in signing the agreements will now make available to its dealers 
a full line of domestic and imported sports cars, convertibles, sedans and station wagons — ranging in 
price from under $2,000 up to $13,000 — gasoline and diesel powered trucks and all-wheel drive utility 
vehicles. 

Mercedes-Benz cars and distinctive Mercedes-Benz features—such as fine coachwork, swing axles 
and transmissions — will be exclusive to Studebaker- Packard. 


The Utica-Bend Division of Curtiss-Wright Corporation, now building diesel engines for the 
U.S. Navy, will import and manufacture Mercedes-Benz diesel engines and diesel and gasoline engine 
fuel injection systems under the agreements. The engines will range from a 4-cylinder model of 25 
h.p. to a supercharged 8-cylinder model of 600 h.p. 


Further agreements are being negotiated between Daimler-Benz and Curtiss-Wright Corpora- 
tion for the interchange of rights for the manufacture of aircraft protiucts. 


Lt 1 -& : 
7. er = "7 
Car. F. E Roy T. HuRLEY H. E. CHURCHILL 


President, D ler-Benz Chairman and President, President, Studebaker-Packard 
of North Afttferica, Inc. 


Curtiss-Wright Corporation Corporation 
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Imperial Again Takes Sweepstakes eee 


Economy Run Swept by Chrysler 


(Continued from Page 1) 
Belvedere V-8, with 52.6211 ton- 
miles and 21.3907 miles per gallon. 

A Dodge Coronet 500 V-8, 
piloted by William J, Losher, won 
the low-medium price class, with 
a record of 55.8920 ton-miles and 
22.0047 miles per gallon. 

In the upper-medium class, the 
winner was a Chrysler Saratoga 
driven by George Alsbury. He rang 
up 56.7267 ton-miles and 20.7032 
miles per gallon. 

Alsbury’s Imperial, of course, was 
winner in the high-price class. 

Chrysler products had led their 
respective classes at the end of 
each of the first three days of the 
run. 

Runnerup for Sweepstakes award 
was a Buick Roadmaster driven by 
Don Bridges. He scored 52.3466 ton- 
miles and 18.6287 actual miles per 
gallon. 

Alsbury’s mother, Mrs. Millie Als- 
bury, driving a Crown Imperial, 
actually bested Bridges’s figures 
with 61.7535 ton-miles and 19.9527 
miles per gallon. Under rules of the 
run, however, her record did not 
count because her mark was bet- 
tered by a male driver in the same 
make of car. 

Overall averages for all cars in 
the run were 52.0414 ton-miles 
and 20.4865 miles per gallon. Male 
drivers edged out the women by 
the narrowest of margins. For 
men: 52.0609 ton-miles and 20.6461 
miles per gallon. For women: 
52.0111 ton-miles and 20.2382 miles 
per gallon. 

Average speed of all contestants 
was 41.2524 miles per hour. 

Best performances on actual 
miles per gallon were turned in by 
Ford Fairlane 500 six, with 22.2 
miles per gallon; Dodge Coronet 
500, with 22.0 m.p.g., and Rambler 
Rebel V-8, with 21.6 m.p.g. 

- * = 

THER cars and drivers entered 

in the run included: 

Ford Fairlane 500 Six, Marshall 
Martin and Robert Holbert. 

Ford Fairlane 500 Six, Ina Mae 
Overman and Gail Holden. 

Ford Fairlane 500 V-8, Al Cottle 
and Ralph Horn. 

Ford Fairlane 500 V-8, 
Pagan and Jerry Sparks. 

Plymouth Belvedere V-8, Richard 
Griffith and Lew Jabro. 

Rambler Rebel V-8, Les Viland 
and Tommy Thomas. 

Chevrolet Bel Air V-8, Vince Pig- 
gins and Danny Oakes. 

Chevrolet Bel Air V-8, Betty Skel- 
ton and Audrey Rush. 

Chevrolet Bel Air Six, Jim Rush 
and John Hartman. 

Studebaker President V-8 Pete 
Novotny and Leonard DeBell. 

Dodge Coronet 500 V-8, Patricia 
Jones and Betty Brich. 

Pontiac Catalina V-8, Pierce Ven- 
able and Charles Czuleger. 

Oldsmobile 88, Lincoln Paola and 
Woody Bell. 

Oldsmobile 88, Loraine Bell and 
June Galbraith. 

DeSoto Firedome, Hart Fullerton 
and Ray Gardner. 

DeSoto Firedome, Myra Buchana 
and Gloria Dearborn. 

Oldsmobile 98, Ray Brock and 
Bill Likes. 


Monaghan Sees 
Big Truck Surge 


ATLANTA. — The number of 
trucks on our highways will be 
boosted from the present 10 million 
to 30 million by 1975, predicts Philip 
J. Monaghan, general manager of 
GMC’s Truck and Coach Division. 

In Atlanta to meet with 150 GMC 
dealers from the Southeastern 
region, Monaghan said the truck 
industry today lags far behind the 
passenger car business, but a real 
break-through of progress seems to 
be ahead in the next few years. 


Shatterproof Glass Aide 


To Tour Latin Outlets 
DETROIT. — Carlos A. Blume, 
export sales manager for Shatter- 
proof Glass Corp. and its sub- 
gidiaries, is leaving to tour 
Dominican Republic, Puerto Rico, 
Venezuela, Colombia, Panama Costa 
Rica, Nicaragua, Honduras, El 
Salvador, Guatemala and Mexico. 


Mopsy 


Oldsmobile 98, Marilyn Miller and 
Millie Sahakian. 
* * + 


OF THE 24 cars starting the run, 
nine were Chrysler Corp. prod- 
ucts, nine were GM and four were 
Ford. There was also a Studebaker 
and a Rambler. 

Chrysler Corp. products got off 
to a running start in the contest, 
with a Plymouth, Dodge, DeSoto 
and Crown Imperial topping their 
respective classes. 

Driving the Plymouth was Miss 
Davis; Dodge, Losher; DeSoto, Ful- 
lerton, and Imperial, Alsbury. 

At the end of the first day’s run, 
five women drivers were in first, 
second or third spots in the various 
classes. 

Repair work on a highway made 
a one-way road for one mile on the 
first day’s route, but no driver re- 
ported meeting any cars in the one- 
way stretch. Blasting by road crews 


frazzled some drivers’ nerves. 
* * 


* 
At™ THE end of the second day’s 
run, leaders held unchanged in 
their respective classes, although all 
cars except the Ford 6 lost slightly 
in their ton-miles rating as com- 
pared with the first day. 

Alsbury, at the end of the sec- 
ond day, was averaging better 
than 61 ton-miles for Sweepstakes 
leadership. 

Novotny made it to Winnemucca, 
Nev., without trouble this year. Last 
year, Novotny lost his way while 
driving a Chevrolet and committed 
the cardinal sin of any economy 


run—he ran out of gas. 
* + * 


H good weather and no wind 

on the third day’s run, better 
gas mileage was reported by all 
contestants, Tension, however, built 


Expanded Line 
Of Power-Wagons 
Offered by Dodge 


DETROIT. — Dodge has added 
three new versions of its four- 
wheel-drive Power-Wagon, L. F. 
Desmond, sales vice-president, said 
last week. 

The W300 Power-Wagon now has 
a big br other and two smaller 
brothers, he said. Largest of the 
new four-by-fours is the W500, with 
a maximum GVW rating of 18,000 
pounds, It is powered by a 130- 
horsepower six or 197-horsepower 
V-8. 

The two smaller units are the 
W100 with a GVW rating of 5,100 
pounds and the W200 with a GVW 
rating of 8,000 pounds. Optional for 
both are a 120-horsepower six and 
204-horsepower V-8. 

A front-mounted power winch is 
available on the two larger models 
and power takeoffs are available on 
all the Power-Wagons. 





up noticeably, particularly among 
the woman drivers. 

Contributing also to improved 
gas mileage on the third day’s 
run was the relatively flat terrain 
between Winnemucca, Nev., and 
Ogden, Utah. 


At the end of three days, Plym- 
outh, Dodge and Imperial main-|' 


tained leads in their respective 
classes. The DeSoto, however, was 
overtaken by a Chrysler Saratoga 
driven by George Alsbury. 

George, the youngest Alsbury 
son, moved into his class’ leader- 
ship as he celebrated his 20th birth- 
day. 

As the drivers reached Ogden, 
they were welcomed by the high 
school band and a bevy of aspirants 
for the title of Miss Utah. 

Paola’s Oldsmobile 88 was with- 
drawn from the run on the third 
day. Venable was one minute 57 
seconds over the deadline in reach- 
ing Ogden in his Pontiac, He was 
not disqualified, but penalties were 
assessed. 

+ e * 
IS was the first year that 
women had been allowed to enter 
the run. Rules allowed them to 
participate as long as another car 
of the same make and model was 
driven by a male competitor. 

The 1957 course, which ex- 
tended 1,568 miles across four 
states, was the longest in the 
history of the run, It ranged in 
elevation from sea level to a 
crest of 7,382 feet. 

All cars were strictly stock and 
all were equipped with automatic 
transmissions. Some observers of 
the run suggested that next year 
the event be opened to station 
wagons and pickup trucks, because 
of consumer interest in economy of 
those models. 

Ton-mile performance of the cars 
is computed by multiplying the 
miles per gallon average by the 
weight of the car in tons, This is 
intended to equalize competition 
among all cars for the Sweepstakes 
award. 

7 + = 
~~ gold Sweepstakes trophy was 
presented Thursday afternoon 
in ceremonies at the Challenger Inn 
in this colorful sports resort. Tro- 
phies also were presented to the 
winners of individual classes. 

Supervising the run was the 
United States Auto Club Sports 
Commission under the direction 
of A. C. Pillsbury, chief steward. 
Pillsbury used a staff of 200 to 
keep tab on the entrants in the 
four-day event. 

At each overnight stop, the 
competing cars were impounded 
under armed guard, All cars were 
required to average at least 40.7 
miles per hour in order to complete 
the run within the time limit 
allowed. 





Dealers Meet Their Queen— 


Chevrolet dealers in San Diego are featuring pert, sassy Connie Haines in an 
advertising campaign based on Chevrolet's national ‘sweet, smooth and sassy” theme. 
The famed singer is being used as a “‘living” testimonial that the Chevrolet is, as 
advertised, a sassy automobile. Miss Haines’ appearance in San Diego, her corona- 
tion as Chevrolet Queen, and her radio and TV singing commercials for Chevrolet, 
are all part of the year-long promotion directed by Barnes Chase Co., San Diego. 
On hand to greet Miss Haines at a special press party are, from left, Clarence 
Burdette, manager, Chevrolet Dealers of San Diego County, and president, San Diego 
Advertising and Sales Club; Roy Miller, City Chevrolet; Charlies Weseloh, president of 


the county association; and A. L. Reneavu jr., 


South Bay Chevrolet. 









RHOADS ERSONE 
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For Camping, Fishing— 


Rhoads-Erskine Chevrolet, Beverly Hills, 





Rolls-Royce Eyes 
a 7 
U.S. Desire for 
. ° 

‘Finer Things’ 

ATLANTA. — “The public today 
buys a fine car for the same reason 
they want and can afford a good 
home or a fine painting, An auto- 
mobile is regarded by Americans 
as something more than mere 
transportation.” 

Roger Craster, of London, export 
sales manager of Rolls-Royce, 
voiced this opinion in Atlanta, as 
he appeared here in connection 
with a two-day traveling exhibit of 
Rolls-Royce models. 

The foreign-made cars had been 
shipped from England to New 
York, and were driven to Miami 
for the first American showing, 
then to Atlanta. 

Five Rolls-Royce and Bentley 
cars, valued at $12,500 to $22,000 
each, were met on the outskirts of 
the city by a motorcycle detail of 
city police, and were escorted 


Calif., was the only automobile dealer}through the city to the South- 


to have a display in the 12th annual 
Sportsmen's Show in Los Angeles. Bob 
Erskine, dealership president, took ad- 
vantage of the popular West Coast show 
to feature a Chevrolet station wagon 
along with fishing and camping equip- 
ment furnished by a local sporting goods 
dealer. 


eastern Sports Car Center, newly 
appointed dealership for the cars, 
owned by Tom and James Downing. 

Here with Craster were Group 
Capt. B. A. Vautier, London; John 
Simonson and Donald Lawder J. 
S. Inskip, Inc., New York, U. §. 
distributors of Rolls-Royce since 
1920. 





NADA and Look Schedule | 
2nd Used-Car Promotion 


NEW YORK.—NADA and Look 
magazine will sponsor in Septem- 
ber the second annual “Operation 
Demonstration,” a nationwide used- 
car promotion at the franchised 
dealer level. 

Last year, some 1,500 dealers 
participated in the program and 
sold more than $10 million worth 
of used cars, 

The theme of the promotion is 
that the best place to buy a used 
car is from a franchised new-car 
dealer. It’s designed to help deal- 
ers move used cars at a time when 
they are anxious to reduce inven- 
tories in preparation for new-car 
announcements. 

The program is scheduled for 
Sept. 9 to 21 and will be coordinated 
by Fred Talento, Look automotive 
merchandising manager, and Wal- 
ter Kiplinger sr.. NADA promotions 
director. 


The sponsors are emphasizing the 


Chevrolet Begins 
Production of 
4-by-4 Trucks 


DETROIT. — Chevrolet now is 
in production of 12 models of four- 
wheel-drive trucks at its Willow 
Run truck plant, Herman P. 
Sattler, assistant general sales man- 
ager for commercial cars and 
trucks, said last week. 

The new four-wheel-drive ve- 
hicles will be available in the 
Suburban Carryall; the half, three- 
quarter and one-ton pickup; one- 
ton panel, and three-quarter and 
one-ton stake truck models. 

Sattler said they are designed to 
meet specific needs of off-road 
operators where steep grades, deep 
mud and sand and other conditions 
of terrain make operation of nor- 
mal two-wheel-drive vehicles diffi- 
cult or impossible. 

Power for the four-by-fours is 
supplied through a four-speed trans- 
mission, then “split” between the 
front and rear wheels through a 
two-speed transfer case, Front- 
wheel-drive may be engaged or dis- 
engaged at any time without using 
the clutch, provided the transfer 
case is shifted into direct drive. 

For maximum power applica- 
tions, the transfer case may be 
shifted into “underdrive” and four- 
wheel operation is put into effect 
automatically. 

The front driving axle is a 
Chevrolet assembly similar to the 
rear axle. Power is supplied 
through the front wheels regardless 
of turning angle through a con- 
stant-velocity universal joint on the 
axle shaft at each front wheel. 

A variety of heavy-duty springs 
and other equipment is available. 


value of a number of dealers in the 
same city participating in the cam- 
paign. 

Last year, for example, 36 
dealers in Minneapolis and 52 in 
Akron combined to place large 
advertisements and conducted 
citywide campaigns which proved 
highly beneficial in both sales and 
goodwill. 

As part of the promotion, Look 
is preparing merchandising kits 
which will include a 20-foot-by-3%- 
foot banner, posters, streamers, 
windshield and bumper stickers, 
newspaper mats and suggested 
radio, television and direct-mail 
copy, 

The kits are priced at $15 and 
orders should be directed to Talento 
at 488 Madison Ave. New York 
—_ = a, 

NADA and Look will present an 
Award of Merit for Outstanding 
Merchandising to the participating 
dealer who makes the most effec- 
tive use of the “Operation Demon- 
stration” promotion. 


Runners-up will receive Certifi- 
cates of Merit, The merchandis- 
ing kits will include information 
and eligibility rules for the 
awards competition. 

Last year’s top winner was 
Sanders Chevrolet, Watertown, S. 
D. The trophy and certificates of 
Merit were presented at the NADA 
convention in San Francisco, and 
the 1957 award winners will be 
honored at next year’s convention 
in Miami Beach, Fla. 


Fram Announces 
Top Winners in 


$110,000 Contest 


PROVIDENCE. Fram Corp. 
has announced that H,. C. McTyre, 
Clarksdale, Ga., and Joe P. Surls, 
Atlanta, were top winners in the 
firm’s $110,000 contest for automo- 
tive parts dealers and wholesale 
salesmen. 

Both received new Lincolns and 
salesman Surls became a double 
winner with Buddy Harper, an oil 
station operator of Temple, Ga. 

Dealers were asked to estimate 
the number of filters Fram would 
ship as original equipment during 
a full year and its two six-month 
periods. 

The wholesale salesman process- 
ing a dealer’s winning entry re- 
ceived a duplicate of the winner's 
prize. 

Fram-equipped cars were the 
grand prizes and $1,000 savings 
bonds were given for the six-month 
contests. The period used for the 
contest was from Dec, 1, 1955, to 
Nov, 30, 1956. 
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TOP PERFORMANCE —TOP MILEAGE. Cars repre- 
senting over 90% of U. S. 1957 model automo- 
bile production got a thorough testing in the 
tough Mobilgas Economy Run just completed. 


These high-horsepower stock cars, all with auto- 
matic transmission, used 1957 Mobilgas Special 
—the same gasoline you buy at your Mobil sta- 
tion. Despite increased horsepower and size of 
car, official average mileage was outstanding. 


Over 1568 rugged miles of mountain passes, long 
stretches of open road, tight town traffic, in all 
kinds of weather, with altitudes ranging from sea 
level to 7382 feet, every car reported dependable, 
knock-free performance and mileage. 


BEST MILEAGE BY MAKE: 


Buick Roadmaster ........................00++ mpg 18.6 
Chevrolet Bel Air Sport Sedan 66 ............ 21.4 
Chevrolet Bel Air Sport Sedan 8 ............ 21.2 
GE GRDIIIIIE  accccccccnecsnncstccesnsenvspsoncies 20.7 
I rac cekcaal 20.9 
Dodge Coromet “S00” ...........cccccssseseeees 22.0 
EN TI GD soncnisadiconcncsassssberins 22.2 
IE ID, TT SE icciessosnesnsscdoncnkancns 19.1 
Imperial Crow2 ............cccsesesesersneneeerenenes 20.9 
Oldsmobile “88” Holiday ....................+-+. 19.5 
Oldsmobile “98” Holiday .................:0:+++ 19.2 
Plymouth Belvedere 8 .............:.:cessseees 21.3 
I eet accdaddinioas 20.4 
I ss sccbdataneias 21.6 
OED TINE ai cicsicscsnessosectedastonanes 19.9 


fficial Winners 
Igas Economy Run 
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CLASS CLASS WINNER MILES PER GALLON DRIVER 
LOW Plymouth Belvedere 8....... 21.3 Mary Davis 
LOW MEDIUM Dodge Coronet "500" ...... 22.0 William J. Losher 
UPPER MEDIUM Chrysler Saratoga ......... 20.7 George Alsbury 
HIGH wo eee 20.9 Mel Alsbury, Jr. 

(Based on highest ton-miles per gallon. Ton-miles is 

the mileage performance in relation to weight of car.) 

*SWEEPSTAKES WINNER...... IMPERIAL CROWN 
OFFICIAL MILEAGE—AVERAGE FOR ALL CARS. ............. 20.4 


TOUGH, IMPARTIAL TEST. Rules for the Run are 
rigidly made, rigorously enforced. Impartial 
observers, provided by the Sports Commission of 
the United States Auto Club, sat constantly along- 
side Run drivers. 


Their job: to be sure cars were held to maximum 
legal speeds, never coasted, and all traffic laws 
scrupulously observed. 


CHECK THE MILEAGE OF YOUR CAR. Column at 
lower left shows the best mileage each make gives 
when 1957 cars, 1957 Mobilgas Special, and com- 
petent drivers are challenged to “put out” their 
best. You'll get top mileage and performance, too, 
with 1957 Mobilgas Special. 





The Mobilgas Economy Run is an impartial 
test of cars competing against others in the 
same price class. Sponsored annually by 
Socony Mobil’s western affiliate, General 
Petroleum Corporation. 
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Franchise Not Linked to Splitoffs .. . 





Chrysler Reassures Its Dealers 


(Continued from Page 1) 
Chrysler Corp. still has 500 Dodge 
associate dealers and 400 DeSoto 
associate dealers in the less popu- 
lous regions of the country. They 
are supplied by distributors. 

+ * * 
CHOLS said it would have been 
much easier for the corporation 
just to prepare and distribute five 
different sales agreements but that 
the current program was adopted 
after some members of the three 
dealers’ councils opposed this plan. 
He also said the new contract 
had no connection with the “Man- 
agement Makes Money” book 
which was distributed to dealers 
last January, This book is some- 
what comparable to Ford’s “Sales 
and Profit Objectives” brochure. 
Chrysler Corp, divisions have 
been distributing a similar book- 
let for several years. 

Asserting that the Management 
Makes Money book is a product of 
the business management depart- 
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AUTO-TYPIST 
i 
STIMULATES 


DEALER SALES 


aniane aL a eek 


TO INCREASE SALES 


AND SERVICE 


WHAT IT IS... 
Auto-typist Sales Builder 
Booklet is a step-by-step 


guide to help you sexu . . . a really 
effective personalized promotion campaign 
that will help you outsell your competitors! 


ment, Nichols said it is an attempt 
to forecast dealership profits and 
to show a dealer what he must do 
to earn a certain profit, 
* * * 

OWEVER, the contract does 

make a major departure from 
the previous contract in prescribing 
a “minimum sales responsibility” 
for each dealer, 

Roughly speaking, Nichols said 
that this “minimum sales respon- 
sibility” requires each dealer to 
make as large a sales penetration 
in his sales area as all the dealers 
in his line are making in his re- 
gion. For example, if Plymouth is 
accounting for 10 percent of total 
sales in a region, each dealer also 
is expected to get at least 10 per- 
cent of the sales in his area. 

However, the contract also pro- 
vides that this “minimum respon- 
sibility” will take into consideration 
other factors, including recent 
trends in sales performance, availa- 
bility of cars, changes in a dealer’s 
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WHAT IT CONTAINS . . . 28 pages of good sales letter 
samples for all your departments, “good-will” letters for 
your customer list, and complete instructions on handling 
your sales promotion, as well as suggested methods for 


accurate record-keeping. 


AUTO-TYPIST . .. is automatic, personalized letter writ- 
ing. Any standard office typewriter can be used with 
Auto-typist, and one girl can produce 125 letters a day! 
There are several models available. Saves you money . . . 
Auto-typist will pay for itself in a short time. Used by 
leading manufacturing, retail and service organizations as 
a@ proven system for increasing sales. 

Get your FREE Auto-typist Sales Builder Booklet TODAY! 
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‘ NURS TAS .-. for Automatic, Personalized i 
i Letter Writing i 
[ Dept. AN-4D, 2323 N. Pulaski Road, Chicago 39, Illinois i 
: Please send free “‘Auto-typist Sales Builder Booklet’ i 
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FILL OUT AND SEND COUPON BELOW: 


sales locality, location of facilities 
and other factors, 

Asked the reason for including 
this clause in the new contract, 
Nichols explained, “Under the pre- 
vious contract, termination was 
possible without cause. Now, the 
dealers have asked for a contract 
that permits termination only ‘with 
cause.” 

“So, if you are going to have 
‘causes,’ you have to define them. 
But this doesn’t mean that we're 
going to cancel a dealer because he 
doesn’t reach his minimum sales 
responsibility. Nevertheless, the 
purpose of the ‘minimum sales re- 
sponsibility’ is to terminate a 
dealer, if necessary.” 

* * * 

AuTHOUGH previously not an- 

nounced, the new Chrysler Mo- 
tors Corp, agreement also provides | 
a rebate of 5 percent of the retail 
price for each new car (except 
demonstrators) that is carried into 
a@ new-model year, providing the 
corporation has not previously of- 
fered some other cleanup bonus or 
incentive, 

This clause is similar to the 
clause in the Ford Motor Co. 
agreement. General Motors pro- 
vides for a flat 5 percent. 

Nichols said the “5 percent 
clause” was written as it was be- 
cause many dealers said they pre- 
ferred to have this extra money in 
September and October when 
things generally were a little “lean,” | 
rather than after introduction time. 

Declaring that the decision as to 
whether the dealers would get a 
cleanup bonus or the 5 percent 
would be made at the “logical” 
time, he said that he, A. B. Niel- 
sen (his assistant) and William C. 
Newberg (Chrysler Corp. automo- 
tive group vice-president), meet 
every 10 days to discuss matters 
such as this. He said the decision 
might vary with the line of cars 
and would vary from year to year. 
> > +. 

AUtHOUGE the new Chrysler) 

contract was quite similar to| 
the GM and Ford agreements, | 
Chrysler Corp. dealers appear to| 
have better “parts” clauses. Besides | 
the regular 2 percent cash discount | 
for parts, the Chrysler pact pro-| 
vides for: 

1, The return of all parts (except 
specially made items) anytime) 
within 90 days after purchase. 

2. The return of all accessories | 
anytime within 30 days after pur- 
chase. 

3. The periodic return of any of 
the 6,500 parts listed by the cor- 
poration. Nichols said the list con- | 
tained more than 90 percent of all! 
parts, adding that the average 
dealer carries only 2,000 to 3,000) 
different parts. 

4. The return of any parts in the 
book on termination. Formerly, 
only parts for the current and 
three preceding years were taken 
back, 1 
o > . } 


UCHING on the mechanics of 








issuing the new contract, 
Nichols said that, beginning Apr. 
15 (last Monday), each dealer 
would be visited within the next 
30-60 days by his district manager 
who would explain in detail the 
new agreement. 

Nichols said that a contract 
education program started Apr. 
5-6 at the Chrysler Training Cen- 
ter in Center Line, Mich., where 
the marketing group’s four area 
managers, 18 zone managers and 
18 dealer planning and placement 
managers were briefed on the 
pact, 

Then, the zone managers re- 
turned to their zones and held 
meetings with their regional man- 
agers and field personnel to impart 
the information. 

Nichols said dealers are urged to 
study the contract, to sign the con- 
tract and the duplicate contract 
and to send them both to the cor- 
poration. When the corporation of- 
ficials sign the contract and send it 
back to the dealer, the new agree- 
ment becomes effective. 


+ 7 * 
HE new continuous contract 
provides that: 


1, A dealer’s widow may share in 
the firm’s profits for an indefinite 
period. 

2. The dealer may select the 





Praises Sales Contract— 


Ferris Miles, left, of Ferris Miles, Inc. 
(Dodge-Plymouth), Redwood City, Calif., is 
shown signing Chrysler Corp.'s new 
dealer sales agreement while C. B. Mc- 
Cracken, Dodge San Francisco regional 
manager, looks on. Miles, who is chairman 
of the National Dodge Dealers Advisory 
Conference, says the new agreement is 
“the best in the automobile industry 
today.” 

oa * * 

mode of transportation—by haul- 
away truck, rail or ship—for his 
cars, although the company will 
select the specific carrier. 

3. The factory may inspect the 
dealers’ warranty records. 

4. The dealer will not use adver- 
tising tending to mislead or de- 
ceive the public. 


5. The factory may secure from| 


the dealer information for the de- 
velopment of business management 
assistance to dealers. 

6. On the termination of a dealer, 
the factory will buy back all special 
tools purchased within the previous 
36 months. 

7. On termination of a dealer, the 
factory will assist the dealer in dis- 
posing of his premises. If a buyer 
or lessee cannot be found, Chrysler 
will lease the building for a year. 

8 The dealer shall submit es- 
timates of his future car require- 
ments at such times as the cor- 
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uct 4 typ of your wri¢ts...and/ite mounted 


You press John Bean’s new “1287” Balancer against the wheel, 
spin the self-centering rim with a flip of your wrists . 
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poration may “reasonably” request 
them, 

9, The dealer many cancel on 3 
days notice, 

10. The factory many cancel on 
90 days notice whenever the dealer 
fails to live up to the contract in 
respect to (1) selling performance, 
(2) advertising, (3) reports and rec. 


ords, (4) proper orders and esti- 
mates and (5) proper supply of 
parts. 


* od * 
gee clauses, formerly in the 
contract, have been eliminated: 

1. A clause that permits the fac. 
tory to sell cars to any person or 
organization. 

“Our policy now,” said Nichols, 
is to sell cars only to dealers and 
to the U. S. Government.” 

2. A clause that provided for pay. 
ment of $5 per car to a dealer when 
he had sent in the Delivery Record 
Form to the company after a car 
was sold, 

Nichols concluded by saying that 
two items — the 100 percent war- 
ranty and the $100,000 insurance for 
dealers — are dealer benefits, but 
they are not included in the con- 


tract. 
* * + 


| DeSoto Dealer Conference 


Praises New Contract 

DETROIT.—The seventh annual 
DeSoto-Plymouth factory-dealer 
conference concluded a_ three-day 
meeting here last week, terming 
the new dealer sales agreement 
“best in the industry.” 

Twenty-six dealers attending the 
conclave made 14 recommendations 
to DeSoto, ranging from the sales 
agreement to a vote of support for 
the renewal of the Groucho Marx 
“You Bet Your Life” radio and tele- 
vision show. 

The dealers found that “practi- 
cally all the items suggested by the 
dealers of all regions on Regional 
Level Councils are already incorpo- 
rated in the new sales agreement, 
which is a compliment to Chrysler 
Corp. and all who had a part in 
drawing up the new agreement.” 
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balancer is mounted and perfectly centered. A simple operation... 
no adapters, no studs, nothing to remove from the wheel. 

Easy reading scale shows the amount of weight required; an 
arrow points to the exact spot where needed. You precision balance 
the tire, wheel, hub, hub cap and drum as an integral unit... 


and do the job fast! 
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CD) Self-Centering On-the-Cer 


ATTACH COUPON TO YOUR LETTERHEAD 


Now is the time to make wheel 
balancing the most profitable 
part of your business. WRITE 
FOR DETAILS TODAY. 


John BEAN 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 

















Week Week 

Ended Same Ended Output, Jan.1to Jan. 1 to 
Apr. 20, Week Apr. 13, April, Apr. 21, Apr. 20, 

1957 1956* 1957* To Date 1956* 1957 
AMERICAN MOTORS 2,345 2,083 2,347 7,046 47,848 31,748 
Hudson 141 78 220 3,767 906 
Nash . 479 118 383 =: 10,035 2,067 
Rambler 1,463 2,151 6443 34,046 28,775 
CHRYSLER CORP. .... 23,975 20,357 24,916 177,365 312,507 447,409 
Char ENeh 2...0..cccccrecsesccress 1,650 2,152 2,173 6,582 38,782 46,052 
Emaperial ..0...........e00.00 675 80 903 2,726 4,137 14,906 
BTIOOD  ccxensewsesssescevensec0 © 2,450 2,290 2,433 7,851 39,666 51,582 
TODO cccercscecccsvccsscsnecssees 6,500 4,050 6,686 19,905 66,786 104,426 
Plymouth ..........0000000000 12,700 11,785 12,721 40,301 163,136 230,443 
FORD MOTOR ............ 34,277 = 37,489 «= 37,906 110,513 554,882 655,344 
Continental .................. 27 30 36 $1 855 359 
BIE. cevssvesereccevenscsenvennenses 28,000 28,767 30,925 90,063 450,682 519,000 
OGTR  ccccencsscsenccvcnvccsecen 700 1,496 865 2,457 18,304 16,751 
PE cccevcerniemeeceesssses 5,550 7,196 6,086 17,912 85,041 119,234 
GENERAL MOTORS.... 57,395 68,001 59,392 176,219 1,182,424 1,008,030 
BEE, . ctareninveversscemseventeneene 8,525 11,079 9,282 27,059 229,838 167,291 
GED ccccccccscvessreoscvcese 3,360 3,382 3,372 10,090 53,354 652,774 
SUBORIE  cccensessesencecsccess 31,100 38,919 30,340 92,716 584,079 496,669 
Oldsmobile _................... 7,510 8,245 9,005 25,015 178,403 155,391 
6,376 6,893 21,339 136,750 135,905 
1,896 1,633 4,671 44,250 25,298 
596 232 663 8,389 5,675 
1,300 1,401 4,008 35,861 19,623 
Total Cars, U. S. ........ 119,302 129,826 126,194 375,814 2,141,911 2,167,829 





*Revised. 


COMMERCIAL CARS 


(U, S. PRODUCTION ONLY) 


Week 











Week, 





Same Ended Output, Jan.ito Jan. 1 to 
Week, Apr. 13, April, Apr. 21, Apr. 20, 
1956* 1957* To Date 1956* 1957 
7,766 7,682 23,196 130,412 116,205 
100 93 278 1,555 1,326 
80 80 160 1,400 1,166 
1,712 1,588 4,391 27,590 27,451 
SITE deisssiscittnhlienataishonipesiassite 8,300 6,038 8,561 25,314 102,309 109,423 
TIED ‘iciatinaneinipeseresheininatensinns 1,250 1,959 1,77 3,700 33,198 23,139 
INTERNATIONAL. ...... 3,157 2,901 2,436 7,867 = 47,661 30,239 
STII: .:eassaniniteiiiotherssenincentes 290 374 335 960 5,947 5,791 
re 70 70 50 160 1,157 997 
STUDEBAKER.  ............ 208 342 263 721 4,528 3,807 
EE iedhicidanibiiamepnning 330 358 325 981 6,064 5,295 
DE \unccnihidiemidionins cnvibénte BAD cesses 1506 20,979 19,574 
MISCELLANEOUS*** 52 48 60 172 1,135 869 
Total Trucks, U. S..... 23,352 23,167 22,720 69,906 383,935 345,282 
Total Cars, Trucks, 
IN siciiainitbableipsiabbieineda 142,654 152,993 148,914 445,720 2,525,846 2,513,111 
Total Cars, Trucks, 
| ES aon 8,626 14,390 11,414 30,951 148,393 154,939 
Grand Total, 
Cars and Trucks, 


U. S. and Canada ....151,280 167,383 160,328 476,671 2,674,239 2,668,050 





"Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 


Drive, ete. 


N.B.: All U, 8, totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 





Dealers Seek It, Jacobson Says a. 


Factory Aid Defended 


(Continued from Page 3) 


simpler, smaller and more effi- 

cient than anything we now have.” 
The association reelected Paul H. 
Abel (Buick), Muncie, president. 
John Earnshaw (Ford), Green- 
castle, was reelected first vice- 
President; Stanley Pressler (Olds- 
Studebaker), Bloomington, second 
vice-president; Verlin Brown 
(Chrysler-Plymouth), Richmond, 
reelected treasurer, and Richard M. 
Smith (Buick-Pontiac), Chesterton, 
reelected recording secretary. Di- 





Free Driver Training 


Offered by Dealer 


GLENDALE, Calif. — Howell 
Chevrolet is offering two hours 
of free driving instruction to any 
car owner who wants it, After 
that, the student may continue 
~ lessons by paying the regular 
‘ee. 


The lessons are given by trained 

rs -control cars 

and include classroom instruction 

as well as _ behind-the-wheel 
training. 


TCS SSE ce 


rectors of the association are 
Gerald Overmeyer (Ford), Warsaw; 
Glenn R, Pitman (Ford), Lafayette; 
A, A. Miller (Chevrolet), Goshen; 
Haywood M, Davis (Pontiac), Fort 
Wayne; Henry G. LaMar (Dodge), 
Princeton; Walter Bales (Dodge- 
Plymouth), Jeffersonville; Maynard 
Noll (Pontiac), Columbus), and 
Joseph Walker (Buick), Rushville. 


Directors at large are Frederick 
M, Sutter, Columbus, NADA presi- 
dent and a former Indiana associ- 
ation head; Paul A. Kuhn, In- 
dianapolis, and M. D. Chatten, 
Elkhart. 


The convention named Arthur M. 
Vivian, Richmond Buick dealer, as 
the recipient of the Herman Goodin 
Civic Service award. This award is 
given annually to an Indiana auto 
dealer for his contribution to the 
civic welfare of his community. 

Vivian is president of Richmond's 
Committee of 100, Inc., which spear- 
headed a drive to induce Bucyrus- 
Erie Co. to locate a $12 million 
plant in Richmond, and is a mem- 
ber of the City Council and several 
civic organizations. 


119,302 Cars Assembled .. . 


Output Cut by Strike 
And Easter Absentees 


(Continued from Page 1) 


840 units a week earlier to 31,100 
last week, and Pontiac climbed 
from 6,893 to 6,900 units. 

Ford Motor Co. output was off 
from 37,906 assemblies a week 
earlier to 34,277 last week as all 
divisions showed declines. 

os * * 


—_—_ dropped from 6,086 
units the previous week to 5,550 
last week; Ford division was down 
from 30,925 to 28,000 units; Lincoln 
was off from 865 to 700. and Con- 
tinental was down from 30 to 27 
cars. 

A walkout of material handling 
personnel at Chrysler division’s 
Kercheval Ave. plant in Detroit 
caused the layoff of 8,100 workers 
on Wednesday and forced cor- 
poration output to slip from 24,916 


Dealer Suspended 
As Calif. Wars 


On Tax Violators 


PASADENA, Calif. — Operations 
of Parkway Ford Sales, 101 S. 
Arroyo Parkway, Pasadena, were 
suspended from Apr, 1 until Apr. 
7 by order of the State Depart- 
ment of Motor Vehicles, according 
to William Scanland, chief investi- 
gator for the department. 


Violations of state registration 
regulations were charged, The ac- 
tion was explained as part of a 
statewide crackdown on new and 
used-car dealers’ violations of state 
laws. 


Scanland alleged that the car 
company altered the dates on regis- 
tration forms for 22 motor vehicles, 
apparently to avoid the $3 penalty 
for returning the forms after the 
ten-day limit on new cars and after 
the twenty-day limit on used cars. 


Robert Burns, president of Park- 
way Ford Sales, appeared before 
Alfred J. McGuire, hearing officer 
for the department’s division of ad- 
ministrative procedure, and stated 
that he was unable to determine 
which of his employes was respon- 
sible for the alterations, but that 
he himself would assume the re- 
sponsibility. He paid the $66 due 
on the overdue penalties, 

It is said that about one-fifth of 
the car dealers in the state are sus- 
pected of violations and are subject 
to current investigation, 


Buick Is Testing 
Brakes on Streets 
Of Los Angeles 


FLINT. — Buick has established 
a permanent brake-testing station 
within Los Angeles, where special 
test cars are driven daily “under 
the toughest driving conditions in 
the world,” Verner P. Mathews, 
chief engineer of Buick, reported 
last week. 


Mathews said a course 196 miles 
long has been laid out within Los 
Angeles, covering all the major 
freeways, mountain roads and 
downtown traflic. 

Three drivers cover this route 
daily, six days a week, to determine 
the wear on brakes, ews said. 
The cars carry special equipment 
to record brake pedal pressure, 
brake temperature and other data. 

“We are testing these cars under 
the toughest conditions in the world 
insofar as brakes are concerned,” 
Mathews explained. “Los Angeles, 
with its high speed freeways where 
fast stops are frequent during the 
peak rush hours, offers the greatest 
test of brakes there is. Under even 
normal driving conditions in Los 
Angeles, the brakes. on your car 
hardly have time to cool off, This, 
of course, explains why brake lin- 
ings wear out so fast in that area.” 

Mathews said Buick started the 
brake tests in Los Angeles about 
three months and 60,000 miles ago. 
The tests have proved so successful, 
he said, that it was decided to set 
up a permanent testing station in 
the area. 


assemblies the previous week to 
23,975 last week. Only DeSoto 
showed an increase in assemblies 
over the previous week. 

The dispute grew out of a three- 
week strike by UAW members at 
Chrysler’s Los Angeles assembly 
plant. The walkout started after the 
layoff of 60 men who normally 
handle material shipped to the West 
Coast plant from the Kercheval and 
Jefferson plants. Another 240 
workers in the material handling 
department also failed to return to 
work after a protest meeting with 
union officials. 

Plymouth was off from 12,721 to 
12,700; Dodge was down from 6,686 
to 6,500; DeSoto was up from 2,433 
to 2,450; Chrysler division (exclud- 
ing Imperial) was down from 2,173 
to 1,650, and Imperial was off from 
903 to 675. 

= t = 
MERICAN MOTORS CORP. 
dropped just two units from 
the 2,347 cars turned out the week 
earlier as Hudson, Nash and Ram- 
bler combined to assemble 2,345 
cars last week. 

Nash was up from 118 units a 
week earlier to 135 last week 
while Hudson was off from 78 
to 60, and Rambler about even at 
2,150. 

S-P, held to one hour’s work on 
Monday due to an assembly-line 
breakdown, turned out 1,310 cars 
last week, compared with 1,633 a 
week earlier. 

> > 

BREAKDOWN of S-P activities 

showed Studebaker with 1,140 
assemblies last week, compared 
with 1,401 the previous week, and 
Packard off from 232 to 170 units. 

Canadian vehicle manufactur- 
ers, which were closed down on 

turned out 8,626 
last 


pared with 11,414 a week earlier. 

Canadian assembly lines also will 

be closed today (Monday, Apr. 22). 
> * » 


Layoff, Short Weeks Seen 
At Harrison Radiator 


portedly will lay off 360 workers in 
its two Lockport plants, and some 
departments in these plants plus 
the entire Buffalo plant may work 
four-day weeks this month. 

The Buffalo plant now employs 
about 930, down from 1,100 at the 
beginning of the year, but a plant 
executive said he doesn’t 
any sizable layoff, He attributed the 
reduced employment and short 
work weeks to reduced customer 
requirements in the auto field, 

* * * 


Ford Louisville Plant 
Hires 1,000 in 60 Days 

LOUISVILLE.—The Ford division 
assembly plant here has added 
1,000 persons to its payroll since 
early February, according to 
Richard C. Armour, plant manager. 
The plant now employs about 4,300. 

Armour said a new eight-hour 
shift is planned to assemble Edsel 
units and that there will be addi- 
tional hiring later. He did not say 
how many more workers would be 
added. 


Dura Division Idles 100; 


Auto Cutbacks Blamed 


TOLEDO. — Readjustments of 
manufacturing schedules in the 
automotive industry has resulted in 
layoffs for 100 of the 850 employes. 
of Dura division, Detroit Harvester 
Co., according to Fred M. Hunt- 
ington, division manager. 

He said callbacks would depend 
on the demands of the auto makers. 
Dura manufactures auto hardware. 

> * * 


Ford of Canada Goes 
On 6-Day Output Schedule 


TORONTO, — The Oakville 
assembly plant of Ford Motor Co. 
of Canada has gone on a six-day 
production schedule. 

“A spring flood of orders is re- 
sponsible,” said George H, Jackson, 
vice president, “We had the best 
January in our history. February 
sales topped those of January and 
March was still better, with retail 
deliveries about 18 percent above 
those of March, 1956. Present indi- 
cations are that automobile sales 
in Canada this year will be above 
those of 1956,” he said. 


$100,000 Fire at McKee’s 

SULLIVAN, Ind. — A fire caused 
damage estimated at $100,000 at 
McKee Studebaker Sales & Service 





BUFFALO, — Harrison Radiator | Co. One new car was destroyed and 
division of General Motors re-|three others were badly damaged. 


Wolfson, Romney Demand 
AMC Profit In Early ’58 


(Continued from Page 4) 
profit-wise to help improve the rate, he added, is double that of 


company’s penetration of the auto 
market, according to Romney. He 
pointed out that only 15 of the 
545 mew dealers signed up by 
AMC in the past year have quit. 
The current AMC dealer profit 


N.C. Dealers 


Oppose Tax on 
Gross Receipts 


RALEIGH, N. C.—North Carolina 
automobile dealers appeared before 
the Joint Finance Committee of the 
State Legislature to oppose a pro- 
posed gross receipts tax on dealers, 
@ proposal to permit cities and 
towns to increase the price of city 
auto tage from $1 to $10 and several 
sales tax measures. 

Armstead Maupin, general coun- 
sel for the North Carolina Auto- 
mobile Dealers Assn., which has a 
membership of about 1,000, told the 
committee that the gross receipts 
tax would result in annual tax in- 
creases of from $200 for smaller 
dealers to more than $5,000 for the 
larger ones. 

Smaller dealers, he said, would be 
hard hit by the tax. The gross 
receipts are high because of the 
price of automobiles today, he ex- 
plained, but their profit margins 
are small. 

“Automobile dealers,” Maupin de- 
clared, “already pay one of the 
highest license taxes, This proposal 
is a most inequitable hodgepodge 
of taxation.” 


last year. 

“Our new dealers have what it 
takes to do a good job,” he said. 

Reporters noted that Romney 
was less critical of adverse news- 
paper reports regarding rumors of 
suspension of AMC auto and appli- 
ance operations. 

A month ago, after meeting Wolf- 
son in Miami, Romney complained 
bitterly of what he called the “mock 
burials” accorded the Nash and 
Hudson lines by certain financial 
columnists. 

After the Detroit session, Rom- 
ney refused a pointed invitation 
to heap fresh wrath on the AMC 
newspaper “undertakers.” One 
columnist in question had ex- 

her reports to encompass 
un only of the Rambler, but 
also of the Kelvinator, as well as 
liquidation of Hudson and Nash. 

Wolfson and Romney have set no 
dates for future meetings, although 
the latter said get-togethers are 
planned “from time to time.” 

Romney said he has received pro- 
posals from other AMC stockhold- 
ers and that all suggestions were 
receiving attention. The AMC board 
of directors is in agreement with the 
company’s basic program, he said. 


Dealer Sanders Named 
MASSILLON, O. — J. S. Sanders 
(Chevrolet), has been named chair- 
man of the highway committee of 
the Massillon Chamber of Com- 
merce. 
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Broadcasters Asked to Participate . . . 


Drive to Launder Ads 
Proposed by Bell 


CHICAGO. — Frederick J. Bell, 
NADA executive vice-president, has 
urged the radio and television in- 
dustries' to join with the auto in- 
dustry to clean up unethical auto 
advertising. 

Addressing the National Assn. 
of Radio and Television Broad- 
casters, Bell said, “A lunatic 
fringe of frightened men or 
greedy men has brought a mea- 
sure of disrepute to products, to 
manufacturers, to distributors in 
my industry. 

“I cannot, therefore, blame your 
lunatic fringe for keeping company 
with ours. But I can and do urge 
the vast majority of your industry 
to join with the vast majority of 
mine in restoring public confidence 
and trust and faith in both of our 
industries in the manner in which 


Obituaries 


Howard L. Wynegar, 73; 


Ex-President of CCC 


BALTIMORE. — Howard L. Wy- 
negar, 73, former president of Com- 
mercial Credit Co. died in West 
Palm Beach, Fia., after a brief ill- 
ness. In 1916, he aided John N. 
Willys in establishing Guaranty 
Securities Corp. for the sale and 
distribution of Willys - Overland 
automobiles. When Guaranty firm 
was absorbed in 1922 by Commer- 
cial Credit, Mr. Wynegar became a 
director, and was made president 
in 1930. 

” . . 
William F. Meyers 

COLUMBUS GROVE, 0. — William F. 
Meyers, 78, local auto dealer, died Apr. 2 
in Memorial Hospital at Lima, O. 

aa = 


Dick Frazier 
CANTON, O.—Dick Frazier, 52, who for- 
merly operated a Buick dealership here, 
died Apr. 9 after a heart attack suffered 
in his home at Fort Lauderdale, Fila. 
* * * 


Sam Joe Haselden 
HEMINGWAY, 8S. C.—Sam Joe Haselden, 
75, the first auto dealer here, died at his 


home Apr. 12. . 


Elmer H. 

KLAMATH FALLS, Ore.—Elmer H. Bal- 
singer, 76, pioneer executive and head of 
Balsinger Motor Car Co., died here Apr. 11 
of a heart attack. 

* * * 


George W. Lane 


OKLAHOMA CITY.—Services were held 
here last week for George W. Lane, 60, 
local auto dealer who died in Veterans Hos- 
pital after a long iliness. 

* * * 
John A. Gallaway a 

SARANAC LAKE, N. Y.—John A. Gall- 


away, 79, who established the first Chev- 
roiet dealership in Saranac Lake, has died 
in New York. He entered the auto business 
in 1914. 

* * * 


George M. Dickson 
INDIANAPOLIS. — George M. Dickson, 
83, one-time president of National Motor 


Vehicle Co., builder of race cars, died here | 


Apr. 8. Mr. Dickson joined National in 


“500.” . 
early days of the race. 
- * 


Phillip R. Andruss 
LOWER LAKE, Calif.—Phillip R, An- 
druss, 32 a Chevrolet dealer, was killed 
near here when he lost control of his car 
and plunged cone = embankment. 
* 


E. Rubin 
BALTIMORE. — (UTPS) — Hyman E. 
Rubin, 71, president, West End Motors and 
Oriole Motors, died here following a heart 
attack. 
* a. 2 


Brevard Springs Garrison 
ALBEMARLE, N. C. — Brevard Springs 
Garrison, 58, a retired automobile dealer, 
died Apr. 14. Mr. Garrison opened a 
dealership here in 1941 and sold it in 
1955 because of his health. 





we sell and advertise a national 
necessity.” 

Bell suggested that some of the 
broadcasters had been “all too will- 
ing” accomplices in perpetuating 
unethical techniques and practices. 


Calling dealers’ selling agree- 
ments one of the major causes of 
the unethical advertising, he said 
that the agreements, which were 
in force until the past year, 
placed great pressure on the 
dealer to sell at all costs because 
of the implied threat of capricious 
cancellation. 


“In a frantic effort to maintain 
a precarious fingerhold on what 
was regarded as our industrial 
bandwagon, a number of our mem- 
bers, though always a minority, en- 
gaged in advertising practices, 
through your media and others, 
which had the effect of indicating 
to the buying public that new auto- 
mobiles were available on ‘you- 
name-it’ downpayments with ‘you- 
name-it’ terms,” he continued, 

“To all of this hoax some of you 
gave enthusiastic assistance. The 
situation of a year ago no longer 
exists in the automobile industry. 
The wording of the sales agree- 
ments has been changed. The re- 
sponsibilities of the dealer and the 
manufacturer are now spelled out 
in more definite fashion, The alibi 
of fear and coercion and intimida- 
tion no longer exists.” 

Bell said the broad and deep 
gulf that has existed between the 
auto manufacturers and dealers is 
rapidly being bridged. 

He continued, “some months ago 
NADA, alarmed by the wording and 
intent of forms of new car adver- 
tising, developed certain recom- 
mended standards of practice for 
advertising and selling automobiles, 
in cooperation with the Assn, of 
Better Business Bureaus. 

“Subsequently these standards 
were amplified by the addition of 
principles, in the belief that adver- 
tising as a whole should not create 
a misleading impression even 
though any statement, illustration, 
or device therein—separately con- 
sidered—is literally truthful. We 
believe that advertising should be 
accurate and clean and should not 
be unfair, confusing or deceptive in 
any manner.” 

Bell said that NADA considered 
as bad any ad that said “One 
dollar profit,” “Just leave us a 
buck,” “Profit is no motive,” “At 
our actual cost,” “Overstocked,” 
“Need cash,” “Must be disposed 
of” and “Warehouse clearance.” 

He asserted, “If the payments 

advertised in the finance deals have 
as a condition of the deal a ‘balloon 
note’ should be so stated, No ad- 
vertisement should be so worded as 
to imply that a car is new when in 
fact it is a used car.” 

“In removing, or at least quieting, 
our lunatic fringe we need your 
help. We need the help of every 
radio and television station which 
you represent. I urge you, therefore, 
to join with us in closing the 
oriental bazaars that have grown 
up here and there.” 

Bell said that the auto industry 
spends $168 million a year in ad- 
vertising of which $60 million is 
spent in radio and TV. 

He said that each of the 30,000 
NADA members employ an average 
of 16 people, that each has an 
average investment of $108,000 and 
that each pays his hourly employes 
an average of $1.81 an hour, 


HELP WANTED 


confidential. 


INVESTMENT MANAGER 


Large nationally known company is expanding its investments in automobile 
dealerships. We are looking for men who have the ability to intelligently 
evaluate an aviomobile dealership. Dealership dnd business management 
experience required and an appreciation of contracts and leases desired. If 
you are looking for your own dealership on an authorized and proven buy-out 
plan, the position also offers this opportunity. Starting salary commensurate 
with experience. Advancement and progress based on ability. All replies 


Box 7053, c/o Automotive News, Detroit 26. 













CLASSIFIED WANT ADS 


an estimated 150,000 
TWENTY-TWO CENTS 


tT 


cae 


and address at reqular rates 


TEN DAYS IN ADVANCE 
WANT AD DEPT.., 


HELP WANTED 


SMALL NEW CAR DEALER in Baltimore- 
Washington area needs service manager. 
State references, experience, etc.—all de- 
tails first letter. Salary to start $110 plus 
commission, Box 7036, c/o Automotive 
News, Detroit 26. 


ATTRACTIVE SALARY and commission 
for experienced Chevrolet parts manager. 
Rio Grande Valley of Texas—winter va- 
cationland. Thorough background of in- 
ventory control, sales and management 
necessary, Write to Standard Chevrolet 
Co., Box 540, Edinburg, Texas, giving 
all qualifications and references. 


SALESMEN. EXPERIENCED GM _iine. 
Contact Tom Tyrrell, c/o Larry Dimmitt, 
Inc., Chevrolet-Cadillac Dealership, Clear- 
water, Fila. 


TRUCK SALES MANAGER, Large Chicago 
suburban truck dealer desires experienced 
man familiar with all phases of sales. 
Opportunity to manage entire operation, 
if qualified, Potential unlimited. Compen- 
sation open. Excellent possibility for 
former zone or district manager. No trav- 
eling. Box 7037, c/o Automotive News, 
Detroit 26. 


CREDIT SALES SUPERVISOR. Old estab- 
lished internationally known company 
with branch offices in all principal cities 
offers rare opportunity to a man 35-40 
willing to relocate West Coast or Chicago 
who preferably has small itoan supervi- 
sory experience, or allied experience han- 
dling appliance, credit jewelry or furni- 
ture financing as a supervisor in a 
multi-branch operation, Ability to sell 
ideas and work well with high sales pro- 
ducing sales managers vital. Thorough 
knowledge credit and collections and 
ability to organize, handle, direct and 
supervise people a necessity. Good insur- 
ance and retirement plans. Salary—high 
four figures. Write J. O. Bennett, Jr., 
National Credit Sales Manager, Box 3078, 
Chicago, Ill. 


SERVICE MANAGER. Well established 
metropolitan Buick dealer in Chicago has 
opening for an experienced executive type 
service manager—must know Buick pol- 
icy, customer control system—A F A 
routine and be able to employ and direct 
all operating personnel—give full details 
preliminary to interview. Box 7038, c/o 
Automotive News, Detroit 26. 





(22¢) 


in all branches of 
EACH 


readers engaged 


PER WORD FOR 


($1) 
unopened. Display ads 


Dollar 
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POSITION WANTED 


ACCOUNTANT -BUSINESS MANAGER. 
General Motors and Ford experience (12 
years). Thoroughly experienced in sales, 
office and general management, 37 years 
of age, married. Opportunity wanted in 
exchange for results, Presently employed 
volume dealer. West Coast preferred but 
consideration given to all real opportuni- 
ties. Box 7050, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS WANTED 


FORD, CHEVROLET, PONTIAC or Buick 
—New England area, Minimum 200 cars. 
Have experience, ample cash and assured 
factory approval. Replies confidential. 
Box 7033, c/o Automotive News, Detroit 
26. 








DEALERSHIPS AVAILABLE 


SOUTH FLORIDA DEALERSHIP in “Big 
Three’’ line. Has ideal location, excellent 
lease, top-notch equipment and good or- 
ganization. Approximately 350 cars per 
year. No used car inventory or problems 
to buy. Principals only. Price $60,000, all 
cash. Box 7006, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING PONTIAC— 
southern South Carolina. Established 
1941. Owner taking on larger deal, Will 
sell inventory of parts and equipment. 
Rent building and home. Box 7024, c/o 
Automotive News, Detroit 26. 

125- 


DEALERSHIP HANDLING BUICK, 

250 potential, located in southwestern 
Ohio, Excellent fringe deal. Modern shop, 
latest tools, modern building and used 
car lot. No accounts receivable, used 
cars. $16,000 will handle. Terms ar- 
ranged. Box 7042, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING DODGE- 
Piymouth, Ultra modern garage; 200 up 
new car potential; approach to new 
Penn-Can thruway. Small investment re- 
quired. Reason for selling (to close es- 
tate). Field Motors, Inc., Pulaski, N. Y. 


DEALERSHIP HANDLING CHEVROLET 
in southern Maine town of 15,000. Trade 
area 35,000. Sales possibilities 150. Owner 
retiring. Excellent location, building and 
display lot. 
Chevrolet Motor Division. Box 7043, c/o 
Automotive News, Detroit 26. 








SERVICE MANAGER FOR A large, well 
established Pontiac dealership, located in 
the fast growing Pacific northwest. Top 
salary and bonus for a qualified man 
who can handle all phases of service de- 
partment and build volume. Write Ellison 
Pontiac Co., 416 N. Park St., Aberdeen, 
Wash. 


LARGEST CHEVROLET DEALER in San 
Francisco desires two top-notch new car 
salesmen. $400 per month tee 
against 5% commission on new and 7% 
on used plus bonus over 5 new cars per 
month. Liberal demonstrator plan. 5 days 
per week. No night or Sunday work. 
Apply in writing only giving all details. 
Ingold-Olsen, Inc., ‘‘Chevrolet Headquar- 
ters," Van Ness & O'Farrell Sts., San 
Francisco, Calif. 


BOOKKEEPER WITH SELLING experi- 
ence for small dual agency handling ‘‘Big 
Three’ cars, approximately 175 cars at 
present. Near large government project 
and rich farming area. Age limit 40 
years. Location mid-south, Box 7048, c/o 
Automotive News, Detroit 26. 


POSITION WANTED 


MANAGEMENT ASSISTANT; Comptroller 
or secretary-treasurer, 20 years’ experi- 
ence both wholesale and retail including 
Motors Holding. Capable of assuming full 
responsibility. Desire permanent position 
to settle and raise family, Western Can- 
ada preferred. Box 6966, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER. GM dealer seven 
years, GM employee 12 years, Calif. CPA 
and Ins. agent, proven record of profit- 
able operation. No encumbrances. Re- 
plies confidential. Box 7004, c/o Automo- 
tive News, Detroit 26. 


GENERAL OR USED car manager—19 
years experience in closing and ap- 
praisals, expert pencil man. Capable 
manager on volume, spot delivery opera- 
tion. Reliable, mature judgment. Good 
organizer and leader. Married, 40 years 
old, Chicago area only. Armitage 6-9605, 
Chicago, Ill. 


MANAGER — 36 YEARS OLD. Married. 
Last four years management capacity 
large Olds dealer, Proven record training 
and holding salesmen, Ethical sales meth- 
ods only. Total 15 years rounded automo- 
tive experience. Residing south Florida. 
Prefer Fla. area. Would like buy-in plan. 
oa 7039, c/o Automotive News, Detroit 








BUSINESS MANAGER, age 43, eight years’ 
experience with one of the largest GM 
dealers in United States. Experience in- 
cludes all phases of GM business man- 
agement. Now located in southern Calif. 
but will consider relocating in southern 
Ariz, Box 7040, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER—Top level complete 
control. Exceptional service leadership 
experience. Successful supervision makes 
profitable operation. Capable all products, 
Available now, Box 7041, c/o Automo- 
tive News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER. Ex- 
perienced in GM products. Ohio or Michi- 
gan, Familiar with volume operation, ex- 
Pense controls, etc. Box 7049, c/o Auto- 

motive News, Detroit 26. 


COLORADO — HANDLING “Big Three” 
plus International Harvester lines. Irri- 
gated high potential area, modern plant, 
near mountains—fine hunting-fishing-liv- 
ing. Must sell substantial discount, ac- 
count ill health. Box 7044, c/o Automo- 
tive News, Detroit 26. 





A few choice 





RENAULT 
DEALERSHIPS 


still open in NEW YORK STATE (excluding 
Long Island and NYC) and in NEW JER- 
SEY. 


Write giving full details. 
AUTO FRANCE DISTRIBUTORS 


3% South Main St., Cor. Rte. 59 
Spring Valley, N. Y. 





INSERTION 
lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
Add One 
Box Number ads are forwarded to advertiser 


OF PUBLICATION DATE. Contract rates 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


per insertion for use of a box number 


$12.30 per column inch. CLOSING 


Sale subject to approval of | 


the nation’s automotive industry 
POSITION WANTED ADS 


ay its 3 to 


aa eke 


pplied upon 





DEALERSHIPS AVAILABLE 


HANDLING CHEVROLET - OLDSMOBILE 
dual—southwest. 300 units per year. 
Western type modern buildings, Wil! lease, 
Resort community. Qualified, experienced 
operator only, Par excellent opportunity, 
Write Box 7045, c/o Automotive News, 
Detroit 26. 















HANDLING CHEVROLET, BUICK and 
Oldsmobile dual in central Minnesota 
Adjacent to large metropolitan populs. 
tion. Will keep used cars, accounts re. 
ceivable. Sell or lease real estate. M 
maker, willing to retire. $800,000 yearly 
volume in small town. Box 7051, e/o 
Automotive News, Detroit 26. 





FOR SALE 
With Approval 
Buick Motor Division 


| Dealership handling Buick in New 

Jersey — 600 to 800 average 

yearly sales. Buy parts inventory, 

equipment and 5 year lease only. 

Box 7047, c/o Automotive News, 
Detroit 26. 


1,000 Car Dealer- 


ship for Sale 
Handling 


BUICK 


Excellent facilities—Long 
term lease 


No accounts receivable 
No used cars 


$75,000 will handle 
Must have GM okay 


In the fabulous southwest 


Once in a lifetime deal 








Box 7052, c/o Automotive 
News, Detroit 26 

















Many territories still open 












5327 W. Third St. 






DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . . now 
sweeping the country . . . $25,000 to $50,000 earnings. 


sales background necessary. 


UNITED STATES CAR TESTING CO. 



















. . . successful automotive 


Dayton 7, Ohio 
1669 
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UNUSUAL OPPORTUNITY 


Top Automotive Salesmen for 
District Manager Franchises 


Inspection and Warranty Service, successfully being sold to New and 
Used Car Dealers. Men selected must have successful automotive sales 
record . . . Able to handle men and be own administrator. 

Repeat sales give you high, repeat earnings. Exclusive territory, no 
investment, write in detail giving qualifications. 


Box 7015, c/o Automotive News, Detroit 26. 
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BUSINESS OPPORTUNITIES 


— 


DE 
SCHOOL BUS BODY 
DISTRIBUTORSHIPS 


Available east, midwest from established, 
expanding southern For 
complete information write in confidence 
fo Box 7014 c/o Automotive News, De- 


froit 26. 
EE 


manufacturer. 





NEW LINES WANTED 


If yow’re looking for 


an 


HONEST 
TOUGH 


UN-PHONEY 
and 


OFF-BEAT 


Factory representative—who wants one 
more line — who contacts automotive | | 
jobbers, car dealers and repair shops in || 
ew York State—who owns and operates 
a complete mailing list of above people 
—who can write a selling letter or a 
thank you letter—who has combined per- 
sonal and high technical selling ability 
with good direct mail techniques— then 
let me hear from you—if your product is 
right for me—you'll be glad you did. 
Box No. 7046, c/o Automotive News, 
Detroit 26. 


ACCESSORIES FOR SALE 





REAR DECK SPEAKER 
KITS 


c.O.D. 
F.0.B. Ferndale, Mich. 


$4.2 

FACTORY PLUG-IN UNITS 

FOR ANY MAKE OR MODEL 
SAMPLE SHIPPED ON REQUEST 


(© Buy Right 


ACCESSORIES FOR SALE 


MOTOROLA 
RADIOS 


Manual—$27.50 
Push-Button—$34.95 


Brand New — Ford, Chevy, Plym., Dodge, 
DeSoto, Hudson, Packard, Pontiac, Studebaker, 
Willys. 

Complete radios, custom heads fit 


dash of above cars—1950-1954 
Brand ne 4 Mercury, Nash— 
Fast COD Shipments, F.O.B. N.Y. 
Complete Catalogs to '57 upon request. 
LIBERTY AUTO RADIO, INC. 
146 E. 151 St. New York 51, N. Y. 
MOtH Haven 5-9466 











ACCESSORIES WANTED 





WANTED 


One Chrysler (factory built) 
Air Condition Unit for 1956 Imperial. 
Reply 
Royal Motors, Inc. 


1031 Main St. Jacksonville 7, Fla. 








DEALER SERVICES 


RESEARCH 


MANAGEMENT 
FOR 


DEALERS 


Free Booklet 
Upon Request 
AUTOMOTIVE 
ENTERPRISES 


10600 Puritan Avenue 
Detroit 38, Mich. 











Inventory Service 
Buying or Selling a Dealership 
© Sell Right 


Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money © ® 
DON'T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
10040 Detroit 27, 27, ich., WE 3-6445 
Western Dealers Attention 





(C.0.D.) 
Mozel Auto Radio & 


Accessory Supply Co. 
21930 Woodward Ferndale, Mich. 


429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095S 


— TT 

| EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. 8S. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel. Sch’dy, DI 6-6666 
or EX 9-3102. 


CARS FOR SALE 


1956 DODGES 


4-DOOR SEDANS 


— POWERFLITE 


EX TAXICABS 
in Good Condition 
$550.00 Each 


Call Harvey 
CY 2-3700 


KEY MAINTENANCE CORP. 


495 Walton Ave. 


New York, N. Y. 





BUSINESS OPPORTUNITIES 


SENSATIONAL SALES PROMOTION! 
ONE YEAR GUARANTEE FOR 
USED CARS! 


100%, Parts and Labor—Good anywhere in the U. S. 
WRITE, WIRE or CALL! 


Territories open for qualified sales representatives. 


United States Car Testing Co. 


5327 W. 3rd St. 


Dayton 7, Ohio 


MUrray 1669 




















DEALER SERVICES 


Wheat will make salesmen work every day? 
NOTHING WILL 

Unless, they have a desire to do so. If so, the 
“Daily Check” Plan Book will lead them into 
more intelligent effort and more sales. It sets 
up a positive CONTROL. It's proven. 
Clip ad out RIGHT NOW—mail with letter- 
head and signature, for | copy of ag Check 
Plan Book and illustrated brochure, 

MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 





AAA DRIVEAWAY, INC. 


CHICAGO 
DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 


Free inside bugscreens provided if desired. 
343 S. Dearborn WEbster 9-2364 








CARS WANTED 
WANTED TO BUY. Cash for best 1955 or 
1956 black Cadillac convertible. Must be 
top car. Hugh M. Lindsey, Lindsey Motor 
Sales, Inc., Bryan, Ohio, Ph.: 6-1128. 
CARS FOR SALE 
ONE 1956, WHITE PONTIAC, 860, Cata- 
lina sedan. Brand new, never registered. 
Hydramatic with the racing 285 H.P. 
engine. $1,000 discount. Sherman Motor 
Co., Inc., 269 Main St., Milford, Mass. 
Tel. Milford 600. 


ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas Ci _ Lin- 
coln, Neb., Oklahoma ‘City, Fort orth, 
Dallas, New Orleans, Atlanta, Boston. 


ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
ror specific information in any city, address: 
E. Spatig, Used Car Mgr. WeEbster 9-2144 
tie S. Wabash Ave. Chicago, Ill. 











BUY IN MIAMI 


400 1957 Models—Extra Low Mileage 
Fordor Hardtops & Convertibles 

CHEVROLETS - 

BUICKS - 


FORDS 
CADILLACS 
FULL POWER OPTIONAL 
DELIVERY ARRANGED 
Morse Auto Rental 


7726 N. E. 2nd Ave. 
MIAMI, FLA. 


OPPORTUNITY 
USED CARS 


AND 


EX-TAXIS 


FORD * PLYM ® CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- | 
TION, GOOD OR NEW RUBBER; ALL | 
HAVE HEATERS, DEFROSTERS. | 
CLEAN BODIES AND INTERIORS. | 


PRICED FOR IMMEDIATE 








|} 1950 CHEVROLET, 


55 





CARS FOR SALE 


Used Car 


Buyers! 
U-Drive-It Fleet 
FOR SALE 
At Wholesale 


Like New 





Low Mileage - 

1957 

Ford, Chevrolet, Plymouth, Buick, Oldsmo- 
bile, Mercury—Any Quantity 
Merlin U-Drive-It Co. 


4949 N. W. 36th St. Miami, Fla. 
Phone Miami Tuxedo 7-672! 








PARTS FOR SALE 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





NOW! PLASTIC GLASS for truck doors 
guaranteed not to break, Prices on re- 
quest. Fast C.O.D. shipments, Aberdeen 
Auto Parts, Box 283, Aberdeen, Md, 


GENUINE CHEVROLET PARTS. (1) 37-39 
short motor block in original factory 
crate—$75. Other genuine parts 36-56. 
List on request. Taylor's Chevrolet, 45 
8. Main St., Sharon, Mass. 


CHEVROLET SPEED EQUIPMENT; all 
new; RAJO kit complete with all fittings 
—list $169.50. Polished aluminum finned 
rocker arm covers—list $32.50. Chromed 
split exhaust manifold for duals—tlist 
$37.50. Value $239.50. Sell everything for 
% off list. Freight prepaid. A. Ward 
Shanen, 2444 S. Orkney St., Philadelphia 

48, Pa. 





BUSES WANTED 

SCHOOL BUS—i946 or later. Wayne or 
Superior, 60 passenger body, chassis not 
important. VanDervort Transportation, 
Wilmington, Ohio. 

WANTED—USED HIGHWAY buses—GM, 
Fixible, Beck, others. Cash. Box 122, 
Pearland, Texas. 


TRUCKS FOR SALE 


2-ton wrecker, 515 
Holmes twin boom crane, ready to use. 
Laibe Motors, Orrville, Ohio. 











| WRECKERS—FACTORY built and loaded 


with equipment and accessories. '55 Chev- 
rolet V-8, LCF, 5400 series, heavy duty, 
Hubbard built—$3,500. "52 Dodge power 
wagon, Hubbard built, like new, front 
winch included—$2,000. °49 Chevrolet 
COE, 515, Holmes twin boom. Was owned 
by local Chev, agency (like new)—$1,500. 
Lew's Garage, 4025 Salem Ave., Dayton, 
Ohio. OR 5339. 


SHOP EQUIPM ENT FOR SALE 











ALEMITE EQUIPMENT 


1 Air Regulator 


5 Reels and Pumps Complete. 


MISCELLANEOUS 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 38 


GUIDE 
CABLES 
COMPLETE with 
Guide Cables and 


$4145 
BRAKE HOOK-UP 61 


QUICK-TOW Bumper- 


$21.50 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar 


TowKinG 3 °c" $4500 


Hook-Up 
Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


w char 
Call Collect 3 ,35%0 se, 
40 So. Clinton St., Chicago 6, Ill. 


TUBES FOR 14" TIRES 
Ist Quality Merchandise 
Fully Guaranteed. 
These Tubes a Must for You 


Your Cost 
750-800-14 Group List $4.50... . $2.25 
850-900-950-14 Group Price $4.90.. . $2.45 


All Taxes Included 
CHARLES BERMAN 
1236 Spring Garden St. Philadelphia 23, Pa. 


BLUE ®@ CHIP 
TOW- PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
.35 Fed. Tax included 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 





$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.8, Factory Net) 


$44.85 Fed. Tax included 





Used 6 months before moving 
List $1,600 Will sell $700 | 


REESE BUICK CORP. 
620 East State St. Trenton 9, N. J. 








MISCELLANEOUS 





SALE! | 
ANY QUANTITY . .5 to 500 | 
WRITE - WIRE - CALL 
JAMES F. WATERS. INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Bivd., Long Island City, N. Y. | 


ST 6-3300 


H, CHARTERS A, H, AUSTIN 





ATT’N DEALERS! 
1956 


FORDS 
AND 


PLYMOUTHS 


. 
ANY QUANTITY! 
PRICED TO MOVE! 


All 4-dr. ex-taxis with heater / defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many available with 
power steering and automatic transmission. 


s 
Don't walt . . . call, wire or write 


FINEST COLLECTION of Duesenberg pho- 
tographs in existence; 11'’ x 14”’ 
weight, glossy; suitable for framing or 
mounting; limited offer. 12 for $15.00 
postpaid. A. Ward Shanen, 2444 S. Ork- 
ney St., Philadelphia 48, Pa. 

TRUCK AND CAR SIGNS made easy 

with plastic letters. Metal, wood and 


masonite letters also, Brass stencils. 


Signs for every purpose. Jim ew 


Inc., 175 Jefferson, Lexington, 


; double | 


Meets I.C.C. Strength Requirements 
o * 


Liberal Quantity Discounts 
To. Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 
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New Subscription Order 
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Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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IMPERIAL WINS 


SWEEPSTAKES VICTORY WITH AVERAGE OF 64.51 TON-MILES PER GALLON 


TOPS ALL CARS 
IN MOBILGAS ECONOMY RUN! 
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Sweepstakes winner and Class D champion: The Imperial Crown, driven by Mel Alsbury, Jr. 
Ton-miles per gallon average: 64.51. Mrs. Mel Alsbury topped all women drivers with 61.75 
ton-miles per gallon, also in a 1957 Imperial Crown. 


SUN VALLEY, IDAHO—April 18, 1957—A 1957 Imperial automobile has just been 
announced as the winner of the 1957 Mobilgas Economy Run Sweepstakes, repeating last 
year’s outstanding victory. 

As the big winner swept over the finish line, first for the second straight year, the Imperial 
established itself as the most efficient car in America. 

Imperial’s first-place honors in the 1957 Mobilgas Economy Run were awarded by officials 
of the United States Automobile Club, which sanctioned the event. 

In topping the performance of all other U.S. automobiles entered, the Imperial traveled 
the tortuous route from Los Angeles to Sun Valley at elevations ranging from 200 feet 
below sea level to 7,382 feet above sea level. This exacting test of Imperial’s unsurpassed 
power plant included more variations in driving conditions than the average motorist 
encounters in a year of hard driving. 

The Imperial is Chrysler Corporation’s finest car, and has behind it this year the indus- 
try’s most dramatic record of sales success. Its Sweepstakes victory for the second successive 
year proves it also a performance champion, a car that for all its distinction and beauty has 
a proved record of power efficiency and economy of operation. 


Mighty Chrysler 
Saratoga* 
tops field 
in Class C 


Completes big 
Chrysler sweep 
in 1957 


Economy Run 


Averages 56.72 ton-miles 
per gallon 


* Driven by George Alsbury 
of Mel Alsbury, Inc., Hollywood, Calif. 
Chrysler-Plymouth. 


IMPERIAL— FINEST EXPRESSION OF THE FORWARD Look > 


Grueling 1500-mile 
stretch from Los An- 
geles to Sun Valley 
measures economy of 
fuel consumption in 
ton-miles per gallon 
(miles per gallon 
multiplied by weight 
of car in tons). Im- 
perial has again dem- 
onstrated superiority 
over all others with 
Pushbutton Torque- 
Flite transmission and 
airplane-type V-8 
power plant. 





